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| A “CARBON COPY” OF YOUR TELEPHONE CALL! | 
| 
HOW MANY TIMEshave With the aupoGrapn every word and eliminate wasted days usually re- 
you wished fora‘‘car- every inflection of both voices is quired for laborious processing and 
bon copy’’ of that  ‘“‘memorized"’ forever on an unbreak- — confirmation. Before deciding on any 
important telephone _ able plastic disc. dictation instrument, check the 
call? Now you can Your “‘carbon copy”’ is the regular whole aupoGRaPH story . . . fry the 
} have it by simply flicking a switch! _—paper-thin Flexograph record-disc AUDOGRAPH in your office for a few 
i Telephone Recording by AUDOGRAPH with over 8 full hour's capacity days Then you will see for yourself 
which costs but a few pennies and how it will increase your executive 
With the same versatile aupocrapn can be filed or mailed like a letter. accomplishment. Contact your local 
that helps you do your dictation The aupoGrapn records a// verbal AUDOGRAPH Office or ask your secre- 
chores so much easier, faster and better, transactions — specifications, terms, tary to send for full in- 
you can instantly make a permanent prices, dates, instructions, technical formation right away. 
recording of both sides of your im- data, decisions; or a complete detailed : 
portant telephone conversations. No situation report. : 
need for the scribbling of hurried and With AUDOGRAPH PLEASE TELL ME MORE: )6=6 Cl 
inadequate notes. No worry of try- Telephone Recording ! i 
- ing siaeseies some critical detail. itty speed action : ! £ Y wanes 
| | THE SORAY MANUFACTURING COMPANY 
| "The use of recording devices in connection with interstate and | W. E. DITMARS, President - 16 ARBOR ST. - HARTFORD, CONNECTICUT 
: - eo telephone service has been authorized by the Federal | Originators of the Pay Station Telephone and 
i ications Commission | Makers of Communications Equipment since 1891 
Pan AUDOGRAPH your iy fr demon | Nae & Tints 
(Western Electric Export Corporation) | Firm 
' | Business ADDRESS “oe 
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* Based on Standard & Poor’s daily stock price indexes of 50 industrial, eat me | 
20 railroad and 20 public utility stocks combined. ~ . | \ ae | 
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CASUALTY FIRE 2. 
1946 1947 1948 1946 1947 1948 
) _— 2t2e 
pS eee 485.8 399.7 390.1 245.6 209.8 201.4 . - aid 
Feb. 28..... 454.8 399.4 371.0 238.3 210.8 195.4 ( e - = Lae 
Mar. 31..... 466.7 390.1 388.6 241.9 204.9 206.7 7 dio q : f 
Apr. 30..... 474.8 374.3 396.3 242.9 195.1 213.4 a ee -~ 
May 31..... 472.1 372.5 4105 236.4 188.9 227.3 Ly > 
June 30..... 464.9 383.2 400.4 229.7 199.9 215.1 V7 a _ = 
July 31 ‘ 461.6 382.0 388.4 226.8 197.9 203.8 a aan , 
ae ee 449.0 381.0 388.4 222.5 193.7 206.2 - <= ~ ' 
Sept. 30..... 398.0 372.3 375.6 196.9 190.0 212.5 ee _ 
i ae 396.8 372.9 410.1 196.1 196.2 232.2 ee f : 
Nov. 30 394.0 377.9 384.6 193.7 196.4 223.3 iar sey = «4 d s* 
Dec. 31..... 400.5 383.4 200.9 199.5 Fd [Rgrp . Melee +.4° : 
| | 
: cee 
- SYMPATHY with general security market condi- . 1} | | r 
tions, insurance share prices softened early in Novem- Dy 


{.. 

F 
ber but developed firmness during the latter half of the basl 
month. The net decline wiped out approximately half } 
the gains registered in October, a reaction considerably l= 
less than the shrinkage recorded by other types of equity 
issues. Fire company stocks dropped almost 4% lower- 
ing our index to 223.3 while casualty company stocks 
showed a decrease of more than 6% reducing that index 4. 


to 384.6. ' 





Fire Stocks 


All fire stocks in our index dropped to a lower level 
in November except United States Fire and Westchester 
which remained unchanged. The largest decreases were 
recorded by Fire Association, Firemen’s of Newark, 
Great American, National Fire, North River and Phoe 
nix which declined from 7% to 914% | PENNSYLVANIA 

ames H.MeCabe 
mane 
Casualty Stocks ( Chpeite Annsulrania hen 











Fidelity & Deposit, with a gain of 4 points, was the 
only casualty stock to resist the downward trend. 
Greater than average shrinkage was recorded by Amer- 
ican Surety, Maryland Casualty and Massachusetts 
Bonding which declined 12% to 13%. 
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There are only three com- 
panies west of the eastern 
seaboard writing more 
fidelity and surety business 
than the Western Surety 
Company. 


WESTERN SURETY COMPANY | : 


ONE OF AMERICA’S OLDEST BONDING COMPANIES 


175 W. Jackson Blvd. 21 W. 10th Street Sioux Falls 
Chicago 4, Illinois Kansas City 6, Mo. South Dakoto 








INSURANCE STOCKS 
Closing Bid Prices 


Furnished through the courtesy of The First 


Aetna Casualty & Surety Company 

Aetna Insurance Company 

\etna Life Insurance Company 
Agricultural Insurance Company 

American Alliance Ins. Company 

American Automobile lus. Company 
American Casualty Company ............. 
American Equitable Assurance Company 
American Insurance Company (Newark) 
American Re-Insurance Company ....... 
American Reserve Insurance Company 
American Surety Company 

Automobile Insurance Company 

Benkers & Shippers Insurance Compan; 
Boston Insurance Company ..... pus 
Camden Fire Insurance Association hawes 
Connecticut General Life Insurance Co. 
Continental Casualty Company ....... 
Continental Insurance Company 

Eagle Fire Insurance Company 

Employers Group Associates oe 
Employers Reinsurance Corporation 
Excess Insurance Company of America 
Federal Insurance Company i 
Fidelity & Deposit Company of M: eye ind ea 
Fidelity-Phenix Fire Insurance Company 
Fire Association of Philadelphia ...... 
Fireman's Fund Insurance Company 
Fireman's Fund Insurance Company (New) 
Firemen’s Insurance Company (Newark) 
General Reinsurance Corporation 

Glens Falls Insuranee Company , 
Globe & Republic Insurance Company 
Globe & Rutgers Fire Insurance Company 
Great American Insurance Company 
Hanover Fire Insurance Company 
Hartford Fire Insurance Company ‘ 
Hartford Steam Boiler Inspection & Ins, Co. 
Home Insurance Company vaagent 
Insurance Company of North America 
Jersey Insurance Company of New York 
Kansas City Fire & Marine Insurance Co. 
Lincoln National Life Insurance Company 
Maryland Casualty Company ............. 
Maryland Casualty Cony. Pfd. ..... 
Massachusetts Bonding & Insurance Co 
Merchants Fire Assurance Corporation 
Merchants & Mfgrs. Fire Insurance Co 
Monumental Life Insurance Company 
National Casualty Company 

National Fire Insurance Company 
National Union Fire Insurance Company 
New Amsterdam Casualty Company ‘ 
New Hampshire Fire Insurance Company 
New York Fire Insurance Company 
Northern Insurance Company a 
North River Insurance Company ......... 
Northeastern Insurance Co. of Hartford 
Northwestern National Insurance ‘ 
Ohio Casualty Insurance Company (The) 
Pacific Fire Insurance Company ....... 
Pacific Indemnity Company 

Vhoenix Insurance Company ; 
Preferred Accident Insurance Company 


Providence Washington Insurance Company 


Reinsurance Corporation of New York 
Republic Insurance Company—Dallas ..... 
ee Island Insurance Company 

. Paul Fire & Marine Insurance Company 
avhonee BOISEY  .cccceveeeeccscenssceesees 
Security Insurance Company (New Haven) 
Springfield Fire & Marine Insurance Co 
Standard Accident Insurance Company 
Travelers Insurance Company . 
U. S. Fidelity & Guaranty Company ...... 


U. S. Fire Insurance Company ...... 
U. 8. Guarantee Company ........sccceeee 


Westchester Fire Insurance Company 


1948 Lange 


High 
8) 
49% 
DAM 
67 
23 
Bly 
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203% 
1814 
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67 
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15% 


15% 
23% 
29% 


54 


oY 
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Low 
74 
41% 
45 
51 
17% 
341Q 
8% 
14% 
1s% 
251% 
168 4 
5134 
26 
69 
™ 
17% 
651, 
49 
481% 
1 
26 
63 
7% 
171% 
138 
53% 
oa 
8¥14 
65 
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11% 
19% 
25 
241% 
4% 
36 
211% 
414 
30 
2414 
40 
105g 
6014 
21% 
5K 
116 
37 
96 
46% 
73% 


Boston Corporation 
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30, 1948S 
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135% 
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39 
18 
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PUBLICATION OFFICE, BOX 1259, ALBANY, N. Y. 
Insurance N TIVE AND GENERAL OFFICES 
ows BEST BUILDING, 75 FULTON STREET. NEW YORK 7, N. Y. 
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TUNNEL INTO VAULT! Then, as now, criminals 
anything rather than a direct attack upon a Mosler 
It Door. And today Mosler is equipped to furnish 
complete bank Protection —night depository, outdoor teller. 
safe deposit, time lock, alarm and bullet-proof equipment, as 
Well as complete installations of vaults, 


FOILED IN 

1948! The attack 

came just three weeks 

& 3 after this Mosler 

CRACKING A SAFE. Then, as now, eg: BS money chest was in. 

many business men made the mistake of “Sty F ee Sa Stalled. With Oxy- 
leaving valuables in a safe designed Primarily ‘ ee + ; : 

~d fire Gaon The Mosler Round Door 

money Chest is desi ned for all- 

Protection er. through the years to could hardly dent the 

resist every type of mechanical attack by xe . surface, and went away 

modern drills 1es and blasting methods. . lea ving more than 

$10,000 still Safely 

within. Mosler chests 

Pay for themselves and 

a @ Yong’ bring quick Profit from 

esl . a the savings on bur- 

, glary insurance alone, 


acetylene torch and 
tools, the burglars 


HIGHEST HONOR 

doors at Fort Knox, Ky., ster . . . and Mosler 
bank equipment is used j ‘ s ing banks and in- 
Surance companies throughout 
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that paper waste! 


There’s no need to waste good 
paper by trying to space letters 
neatly the “‘trial and error’’ way! 
Just supply your secretaries with 
Webster’s Micrometric — the car- 
bon paper with the numbered scale. 
It will show them proper spacing 
at a glance. They'll type even, neat 
pages on the first try. 


Yet Micrometric costs no more 
than any other quality carbon 
paper. 

There’s no need to wait for de- 
livery of Micrometric — or any 
other Webster product. There are 
Webster factory warehouses in key 
cities from coast to coast, and over 
1500 Webster dealers to serve you. 
That's a good thing to remember 
the next time you want carbon 
papers and typewriter ribbons; du- 
plicating carbon papers and acces- 
sories, carbon paper ribbons for 
photo-offset work; ribbons and 
carbons for Elliott- Fisher, Ad- 
dressing, Adding and International 
Business Machines. Ask your 
dealer or write to F. S. Webster 
Co., 4 Amherst Street, Cambridge 
42, Massachusetts. 


Better buy... 


WEBSTER’S 


Micrometric Carbon Papers 
and Typewriter Ribbons 
Warehouses in: 


New York, Philadelphia, Pittsburgh 
Detroit, Chicago, San Francisco, Cambridge 























PROGRAM OF 
IMPROVEMENT 


t 7 E casualty insurance business 

is a dynamic one and it must 
keep abreast of the times with de- 
sirable changes if the needs of the 
insurance buying public are to be 
met,” stated J. M. Cahill in his 
presidential address to the Casualty 
Actuarial Society. ‘The following,” 
he said, “are only a few of many 
matters that need attention: (1) 
Statistical plans and compilation 
methods which will furnish all es- 
sential statistics for rate-making and 
analysis purposes without either un- 
necessary detail, heavy expense or 
delay; (2) manual rate-making 
methods; (3) loss ratio studies by 
size of risk; (4) expense studies 
by size of risk; (5) studies leading 
to more accurate methods of ap- 
plying expense loadings; (6) the 
development of adequate systems of 
rating plans; (7) constant attention 
to operating practices to keep pro- 
cedures on as simple and non-costly 
a basis as possible; (8) the develop- 
ment and rating of broader policy 
provisions; (9) modernization of 
the annual statement blank; (10) 
methods of compiling accurate loss 
reserves ; (11) studies of excess lim- 
its tables.” 


SKIING SAFETY 


NEW motion picture on skiing 

safety entitled “Ski Tips” has 
recently been released by the Public 
Education Department of the Aetna 
Life Affiliated Companies for show- 
ings to the public. Filmed in full 
color, 16 mm. sound, the new pic- 
ture has a running time of 22 min- 
utes. 

Narrated by Lowell Thomas, 
radio commentator and enthusiastic 
skier, “Ski Tips” was filmed in co- 
operation with the National Ski 
Patrol System and tells the story of 
safe skiing practices and of the 
safety and rescue work of that or- 
ganization. 

Filmed on the slopes of Franconia 
Notch, New Hampshire, the new 
picture furnishes basic safety point- 
ers for expert skiers and novices 
alike. The film emphasizes the 
primary rule for all skiers—never 
attempt more than you can do—and 
concludes by underscoring other 
fundamental rules of the slopes and 
trails. 


FOR UNIFORM BROKERS 
COMMISSIONS 


ALLING for the establishment 

of commission standards and 
emphasizing the diminishing need 
for different rates of commission on 
various classes of business, George 
F. Sullivan, president of the Gen- 
eral Brokers Association of the 
Metropolitan District (New York 
City), has suggested that legislative 
consideration be given to the de- 
sirability of a uniform commission 
to brokers on all lines except work- 
men’s compensation. 


UNIFORM ACCOUNTING 


NSWERING the recurring 

question as to just how much 
compliance the New York Depart- 
ment expects immediately with its 
Regulation Number 30 on uniform 
accounting procedures, Deputy Su- 
perintendent Thomas C. Morrill in 
an address to the Insurance As- 
sociation stated, “The New York 
Insurance Department would be un- 
realistic, even naive, if it expected 
that every one of the companies 
(subject to the regulation) would 
achieve a perfect compliance in the 
six-months time provided by law... 
The situation imposes a potent prac- 
tical administrative restraint on the 
Department which it would be reck- 
less to disregard. But the existence 
of this restraint does not permit the 
Department to be derelict in deal- 
ing with those who fail to make an 
adequate effort to comply, or, if 
there be any, those who carelessly 
or intentionally disregard the regu- 
lation in whole or in part.” 


B. C. AGENTS' STAND 


HE agents of British Columbia 

have not accepted the commission 
reductions recently proposed by the 
companies but have made counter 
suggestions which include: lower 
commissions on the less profitable 
lines, lower retained commissions 
for general agencies, graduated com- 
missions depending on the amount 
of service performed by an agency, 
increased rates and the withdrawal 
from writing of direct business by 
general agents. 
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divides automatically, adds and subtracts, and 


vork- only with the printed tape do you avoid what 
other calculators require—re-running problems 
for proof (wastes time) and copying answers 
NG from hard-to-read dials (invites errors) .For only 
' the printed tape gives you immediate proof of 
ring 
much accuracy plus permanent proof for your records, 
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7 Su- Whatever your figure requirements, the Printing Calculator 
“ill in promises faster, easier, less costly operation. It gives you 10- 

. As- key touch control, electrified feature keys, automatic com- 
York pletion and clearance . .. time savers, work savers, money 

e un- savers all. For the whole cost-cutting story, call your 


local representative, or write Remington Rand Inc., 
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“Clip the printed tape to your invoices and state- 


ments. Customers appreciate this proof of accuracy.” a. 
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Is this what they’re 


saying in your cloakroom?) 


“‘l want a new typewriter!” | 


Why the preference for Royal is better than 2 to 1! 


SURVEYS SHOW that girls who type prefer Royals 
2% to | over any other make of standard office 
typewriter. 

Even more—the preference for Royal equals 
the preference for the next three most popular 
standard office typewriters combined! 

Why this overwhelming preference for one 
typewriter? 

Because Royals have time-saving, work-saving 


QYAL 


World’s No. 1 Typewriter 


Made by the world’s largest manufacturer of typewriters 


features not found on any other typewriter. 
And because Royals are durable and sturdy. 
You'll find they spend more time on the job. 
So give the girls in your office the typewriter 

they prefer using. 
They'll do more work, better work. With Royal, 

you'll get the maximum 

return for your type- 

writer investment! 9 
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When You Need 
‘Original’- Quality, 
Printing-Like, Any-Quantity 


Duplicate Comies or 

¢ REPORTS, SALES & SYSTEMS 
FORMS & DATA 

© LITERATURE 

¢ CHARTS 

* DRAWINGS, etc. 


paper 
MASTER PLATES 





Type, hand-write, draw, directly.on them, as on 
any piece of paper, (or run them through business 
machines) for inexpensive office offset duplicating. 
No intermediate steps between writing and 
duplicating ! 

No waiting—no wasted paper—before image 
build up. Easy to handle. Quick and clean to erase. 
Contact the Columbia Colitho office nearest you 
for details. Ask for free-demonstration Colitho 
Plate, on which you can quickly place your next 
duplicating job and see the results! 


COLUMBIA RIBBON & CARBON 
MANUFACTURING CO., Inc. 

Main Office & Factory: Gien Cove, L. I., N. Y. 
New York Sales and Export: 58-64 West 40th St. 
Branch Offices and Sales Agencies in the Fol- 
lowing Cities: Atlanta « Boston e Chicago e 
Cincinnati (Harris-Moers Company) ¢ Detroit « 
Fort Worth e Kansas City e Los Angeles « 
Milwaukee ¢ Minneapolis ¢ Nashville « Phila- 
delphia « Pittsburgh ¢ Portland ¢ San Francisco « 

Seattle « Washington, D. C. 
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NO INTERMEDIATE STEPS— 


Finer Comies— FASTER 





AUTO RATES INCREASED 


HE National Bureau of Casualty 

Underwriters reports the follow- 
ing automobile rate revisions effec- 
tive November 22, 1948: 


Louisiana, Private Passenger, 
B. L, +14.1%, P. D., +43.8%, 


Commercial, B. I., +22.3%, P. D., 
+32.6% ; North Carolina, Private 
Passenger, B. I., +4.7%, P. D., 
0.0%, Commercial, B. I., +11.2%, 
P. D., +20.0%. 


GROUP A. & H. RULING 
AFFIRMED 


EW YORK Insurance Super- 

intendent Robert E. Dineen, has 
affirmed a departmental ruling of 
October 12 that the writing of group 
accident and health insurance at dis- 
counts up to fifteen percent from 
basic rates in states having com- 
pulsory disability laws is discrimi- 
natory and must be discontinued. 
Affirmation of the ruling by the 
commissioner followed a request by 
companies for reconsideration of the 
ruling at which time they set forth 
the competitive aspects in New 
Jersey under the compulsory dis- 
ability insurance laws. The super- 
intendent believes, “the situation is 
largely the result of the practice on 
the part of companies writing this 
kind of insurance—in the interest 
of sound and conservative under- 
writing—of utilizing a rate structure 
which permits them to write prac- 
tically all risks irrespective of size 
or class. This means that if the 
initial rate is needed for some cases 
it may be redundant for others and 
vice versa.... The business has met 
this problem—and the buyers under- 
stand it—by adjusting the net costs 
for various groups by means of a 
dividend or rate refund, depending 
on the experience of the plan, in- 
cluding the expenses thereunder. If 
lower initial rates were charged by 
reason of the grading of groups by 
number of lines, this would simply 
mean that in such cases smaller 
dividends would result. However, 
if this principle is adopted, it should 
be applied uniformly not arbitrarily 
to a single case. In the casualty 
business this situation has been met 
by the use of premiums graded by 
size of risks. Apparently the in- 
dustry has not considered this prin- 
ciple as suitable to the group ac- 
cident and health business.” 





FEDERAL HEALTH PLAN 


S AN alternative to compulsory 

Federal health insurance legis- 
lation proposed by Oscar R. Ewing, 
Federal Security Administrator and 
endorsed by President Truman, 
Charles A. Togut, associate execu- 
tive director of the Manhattan Gen- 
eral Hospital suggests the sponsor- 
ship of a national institute of health 
insurance by life insurance com- 
panies, the American Medical As- 
sociation and American Hospital As- 
sociation. In offering his proposal 
Mr. Togut expressed the belief that 
private resources and enterprise are 
ample through insurance companies 
and the medical profession to bring 
about the desired end without the 
use of Federal compulsion. 


ISSUES SUPPLEMENT 


HE Insurance Department of the 

Chamber of Commerce of the 
United States has issued a 1948 
supplement to its “Analysis of Pro- 
visions of Workmen’s Compensation 
Laws and Discussion of Coverages.” 
The new ten page pamphlet sets 
forth changes in state compensation 
laws made by the 1948 legislative 
sessions. It contains fourteen charts 
supplementing similar charts in the 
original brochure and an analysis 
of the Mississippi Compensation 
Act, effective January 1, 1948. 

Copies of this supplement are of- 
fered free by the Chamber to those 
who previously purchased the com- 
plete analysis brochure, however the 
two publications are available from 
their offices at a price of thirty-five 
cents. 


NEW YORK HEARING ON 
CAPACITY 


T a hearing recently before 

the New York Joint Legisla 
tive Committee on Insurance Rates 
and Regulation, spokesmen for stock 
fire and casualty companies miain- 
tained that there was sufficient ca 
pacity to underwrite all risks en- 
titled to insurance despite the 
protests of broker representatives 
that it was difficult to place many 
lines and impossible to place some. 
Superintendent Dineen held that the 
problem had been unduly magnified 
and agreed that its solution was up 
to the industry. 
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Only huge volume production to meet great 
popular demand makes it possible to offer this 
famous Burroughs adding machine at so low a 
price. Fast, accurate, dependable, it’s a Burroughs 
through and through . . . precision-built to the 
high standards that have made Burroughs the 
most-used adding machines in the world. 


Your local Burroughs representative can show 
you why a Burroughs at only $125.00 will out- 
perform and outlast any other adding machine 
in its price field. Give him a call now, or write 
Burroughs Adding Machine Co., Detroit 32, Mich. 


WHEREVER THERE’S BUSINESS THERE'S Burroughs 3) 


Adding Machine 
Capacity 999,999.99 
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NEW “FUTURA GRAY” 


S Steel + 


MATCH THEM 
BUILD-UP YOUR 
OWN UNITS 












IDEAL FOR 
BRANCH OFFICES 
SMALL OFFICES 
FIELD OFFICES 
SOLICITORS—-SALESMEN 
HOME FILING 
INTER-DEPT. FILING 





c 


A JUNIOR FILING SYSTEM 
A FOR EVERY BUSINESS NEED. 


A 300i—Two letter size drawers, on C 3046—Two letter size drawers on 
Sanitary base. Equipped with plastic Sanitary base (3001) plus one double 
hardware. 16” deep—total height 30%”. 4x 6 (F3462) card cabinet, - deep 
—total height 36%”. $30.95 



















B 3002—Combination of one letter size 
ane and one storage compartment, D 1600—Two door storage cabinet, 
on Sanitary base. Equipped with plastic equipped with lock. 24” wide—16” 
teal 16” deep—total height 3042”. deep—36%” high. $28.60. 


ON SALE AT YOUR LOCAL STATIONER—OFFICE FURNITURE 



















DEALER AND DEPARTMENT STORES. y itd Sreel Sales Corp “’ Le a St. 
- ¥. 63, N. Y. 














MONTHLY FIRE LOSSES 


IRE property damage in the United States for 2.7% over the total of $572,928,000 for the comparable 
the month of October amounted to $51,845,000 period of 1947. 


a decrease of 5.6% from losses of $54,946,000 re- _ 1945 - 1946 __ 1947 
corded by the National Board of Fire Underwriters sats we piceegaien nip re seetn peed ety 
for the same month in 1947. A very notable develop- = = 1046 "99 , 198 
ment, this is the first time since 1942 that fire losses January ............ 49,808,000 57,180,000 63,010,000 
in October were less than in the same month of the February ........... 51,759,000 64,247,000 71,521,000 
(ee ere 53,252,000 72,435,000 74,236,000 


preceding year. Fire losses have shown a tendency ae teabonizeet 32'183,000 68,029.00 63,751,000 
to increase sharply during Autumn months as the May ............... 46,094.000 56,545,000 59,256,000 
weather grows colder, the National Board has ob- Jume..............-. 44,240,000 50,840,000 54,706,000 


ia: toe 4 18’ Chediees alee cones a ae ae 40,998,000 49,357,000 50,955,000 
serves, OS @ muK ctober plus caution stimulated ‘August ............. 40,019,000 51,359,000 49,543,000 
by fire prevention week, may have been responsible September .......... 40,256,000 47,990,000 49,945,000 
for improvement. For the first ten months of this October .........-.. 40,108,000 54,946,000 51,845,000 








year destruction by fire aggregated $588,768,000 or Totals ............ $545,558,000 $675,728,000 $708,475, 


AVIATION UNDERWRITING EXPERIENCE 


HE Company Service Corporation acting as statistical 1943 to 1946, inclusive, are treated as fully earned, 

agent for the New York Insurance Department has while those for 1947 have been adjusted to an earned 
compiled statistics on aviation business for the policy premium basis by the application of estimated per 
years 1943 to 1947, inclusive. Written premiums for centages. 


Hull Ground Hull Crash Passenger Lia. Public Lia. Prop. Damage Personal Act. 

*Net Loss *Net Loss *Net Loss *Net Loss *Net Loss *Net Loss 

Year Prems. Ratio Prems. Ratio Prems. Ratio Prems. Ratio Prems. Ratio Prems. Ratio 
Pe ea borne 1,800 28.43 1712 51.58 1,474 57.29 H0 6.98 452. 1203 1,322 37% 
ai atniceuohs 2,043 47.93 1978 74.91 2,450 54.82 400 14.60 449 2260 1,352 408 
RRSP 2,843 76.61 3,444 103.85 3,025 75.35 399 17.66 400 57.75 1,308 528 
eee 5,989 73.02 8,760 96.32 4,518 103.44 823 41.59 852 64.57 2,097 38.3! 
BOE av sisa-convieee:s 3,335 127.80 5,092 76.43 2,830 109.27 566 20.21 597 61.64 1,240 73.4 
DOES hcecces 16,010 6. 85 20,986 87.06 14,297 85.56 2,688 | 23.25 2,756 47.48 7,319 4718 
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The American Insurance Group 


extends Best Wishes 


fer A LO EOL 


THE AMERICAN INSURANCE COMPANY e BANKERS INDEMNITY INSURANCE COMPANY 
THE COLUMBIA FIRE INSURANCE COMPANY e THE JERSEY FIRE UNDERWRITERS 
15 Washington Street, Newark, New Jersey 
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It’s really a dream. I go for its 
rugged, streamlined beauty. I’m mad 
for the quick and easy way 
it helps me get things done. 


If I were a kitten, I'd be purring 
right now, because that wonderful 

Smith-Corona typewriter has made 
my job happier, ever since I got it. 





Typewriter of the experts 


. ee real ‘‘professionals’’—court stenographers and letter shops, for 
instance—long ago recognized the outstanding speed and stamina 
of Smith-Corona. It does a world of work with a minimum of effort 

.it stands up... it has every typing feature you need. Particularly, 
you'll enjoy its different touch, so easy and free from jar and shock. 
When you “graduate” to Smith-Corona, you'll use “the typewriter of 
the experts’’—and you'll love it! 


Smith-Corona 


Office 
Typewriters 









LC SMITH & CORONA 
TYPEWRITERS INC 
SYRACUSE 1 N Y 







Canadian factory and offices, Toronto, Ontarto 
Makers of famous Smith-Corona Portable Typewrtters, Adding Machines. Vivid Duplicators Ribbons and Carbons 





MARKS FORTIETH 
ANNIVERSARY 


BSERVANCE of its fortieth 

anniversary on November 1g 
marked another important milestone 
in the history of The Surety As. 
sociation of America, the oldest as. 
sociation in the surety business. At 
a meeting held on this date there 
were present the executives of fifty. 
one member companies of the as. 
sociation, and some of the pioneers 
of the surety industry who were in. 
strumental in the founding of the 
association in 1908, as well as promi- 
nent personalities in government, 
finance and business. 

A major step was taken by the 
association in October, 1947 when 
The Surety Association of America 
and the Towner Rating Bureau, or- 
ganized in 1909, were consolidated, 
with the former thenceforth exer- 
cising both bond form and rate mak- 
ing functions. The merger of these 
two nationally known groups was 
undertaken in order to increase eff- 
ciency, improve’ the _ services 
rendered by the surety industry to 
the insuring public, and _ facilitate 
regulation by supervisory authority. 


At a meeting earlier in November | 


the association reelected, Putnam L. 
Crafts of the Home Indemnity as 
president, Rankin Martin of Stand- 
ard Accident as vice president and 
Daniel Monagathan of the Home 
Indemnity as secretary and treas- 
urer. 


SUBROGATION RIGHT 
AGAINST U.S. WON 


HE United States Court of Ap- 

peals for the Second Circuit has 
held that insurance companies can 
sue the United States Government 
through the subrogation of the rights 
of their insureds. Under this de 
cision, which was a reversal of the 
District Court, Eastern District of 
New York, the right of an original 
complainant to sue the Government 
under the Tort Claims Act of 194 
passes to the insurance company 
even if the original complainant has 
failed to avail himself of that right. 
The case, brought by the Aetna 
Casualty and Surety Compamy 
against the Post Office Department 
of the United States Government, 
may very well be carried to the Su- 
preme Court for final determination. 
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NEW LINE OF TYPEWRITER 
ACCESSORIES 


ETNA Products Company, spe- 

cialists in typewriter products to 
the insurance industry, announce a 
new line of Del-e-tape products for 
policy writing and typewritten rec- 
ords which is designed to further 
improve upon the work saving pro- 
cedures they have introduced to in- 
surance offices in the past. 

With the use of the new, im- 
proved Del-e-tape typewriter ribbon 
and eradicator typewritten records 
need not be marred by corrections, 
and spoilage of policies can be elim- 
inated, with the consequent benefits. 

Another new Aetna product is an 
aluminum erasing shield for carbon 
copy erasures. It is double curved 
for quick, easy use, eliminating the 
old method of using a piece of paper. 
A sample of this shield may be se- 
cured by writing the distributor as 
listed below, enclosing six cents to 
cover shipping. 

The new Kleen triple-action brush 
applicator for type and platen clean- 
ing is designed for easy, time-saving 
operation. The angled brush appli- 
cator does the entire job, cleaning 
the type and leaving it ready for use. 

The new Aetna carbon paper, now 
ready for distribution, provides a 
non-curling, easily erasable, long 
wearing carbon. It is made with 
corners clipped for simple removal, 
and is extended one-half inch, per- 
mitting reversal of the carbon for 
longer use. 

For further details on any of the 
above products write Aetna Prod- 
ucts Company, 202 East 44th Street, 
New York City. 


BUILDING EXITS CODE 


HE 1948 edition of the National 

Fire Protection Association 
Building Exits Code is now off the 
press. The ninth edition, it provides 
an up-to-date guide to the proper 
provision of exits and other features 
of life safety from fire in schools, 
factories, department stores, hotels, 
apartment houses, hospitals, institu- 
tions, places of public assembly and 
office buildings. 

Copies are available from the as- 
sociation, 60 Batterymarch St., 


Boston 10, Massachusetts for $1 
each, 





Unbelievable . . . but, this disc records 


More than 13 HOURS 
OF 
DICTATION 










» +. costs only ELEVEN CENTS ! 


Now, ove SoundScriber disc records more than 13 hours 
of dictation—because only SoundScriber discs can be 
used over and over again, 26 times or more, effecting sav- 
ings up to 75% ... . economy never before known in 
office dictation. 


The new exclusive SoundEraser—the greatest advance in 
dictation history since SoundScriber itself—restores used 
SoundScriber discs, ready again for your dictation... . 
and does it in less than 30 seconds. 


Whether your business is large or small, it will pay you 
to investigate SoundScriber Electronic Disc Dictating 
Equipment and the amazing new SoundEraser. 


WRITE TODAY for facts and figures on the 
savings you make with SoundScriber and 
SoundEraser. Just ask for the booklet, “This 
Beats Me!”. Address The SoundScriber Cor- 
poration, Dept. BF-12, New Haven 4, Conn. 


JOUND/CRIBER 


Trade Mork 
ELECTRONIC DISC DICTATING EQUIPMENT 
220 SALES AND SERVICE CENTERS... COAST TO COAST 
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AMERICAN AUTOMOBILE INSURANCE COMPANY 
SAINT Louis 
ASSOCIATED INDEMNITY CORPORATION 
SAN FRANCISCO 


Best’s Fire and Casualty News 
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*xx Last month we presented a study of the operating 
expenses of the stock fire and casualty insurance com- 
panies and this month we look at the mutual operating 
expenses based on a study of representative companies. 


Operating ratios and comment appear on page 23. 


xxx At the recent convention of the National Associa- 
tion of Insurance Agents, four prominent agents dis- 
cussed the insuring of municipal risks. H. P. Sargent 
of Seattle, Washington, handled the methods of ap- 
proach; Willard Crotty, C.P.C.U., and president of the 
Dallas Insurance Agents Association, the methods of 
handling; Bernard J. Weldon of Wichita, Kansas, the 
methods of surveying; and C. A. Meriwether of At- 
lanta, Georgia, the application of coverages. The rec- 
ommendations of these four men appear in Panel Dis- 
cussion of Municipal Insurance on pages 24 and 25. 


**kx The insurance agent, according to the insurance 
manager of Philco Corporation, has only four items 
to sell: knowledge, integrity, courage and thoroughness. 
The manufacturer retains his services to facilitate nego- 
tiations with the insurance company, to advise him on 
his insurance program, to obtain the proper coverages 
and to keep him abreast of insurance legislation which 
may affect his operations. These are generalities. In 
Insurance and the Manufacturer on page 29, the author 
gets down to specific cases. 


*** Adjusters, agents, brokers and underwriters have 
all felt concern over the mounting loss ratios on auto- 
mobile physical damage contracts and the high cost of 
repairing damaged cars. Throughout the country 
various plans to cope with the situation have been de- 
veloped. In our July issue, Herbert L. Lockwood in 
“Automobile Repair Costs” described what has been 
done in Chicago. Now in The Available Garage Plan 
on page 33, we have an article which shows how Cali- 
fornia has met the problem. The author is secretary 
of the San Francisco branch of The London Assurance 
and publicity chairman of the advisory committee of the 


Automobile General Adjusters Association of San 
Francisco. 


ek — 
*** Addressing the Insurance Conference of the Amer- 
ican Management Association, the vice president of the 
Indemnity Insurance Company of North America de- 
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livered a comprehensive analysis on Products Liability 
Insurance. Covering such a wide subject, it is longer 
than the usual article found in our legal section. How- 
ever, it is of such merit that we were reluctant to cut 
it down and instead are publishing it in two sections. 
Part I appears on page 37. 


*** The clerical work of an insurance company, while 
not fundamentally different from that of any commercial 
organization, most closely parallels that of a bank. 
Therefore, a training program tor clerical workers which 
has given satisfaction to a bank should be very easily 
adaptable to use in an insurance company. In Training 
Clerical Workers on page 73, the second vice president 
of the Northern Trust Company, Chicago, outlines a 
program which has provided the bank with the requisite 
number of clerical workers suitably trained. 


**x* There are many fundamentals which must be 
mastered before a man has earned the right to call 
himself a top-notch accident and health insurance sales- 
man. Of these, the ones considered most important by 
the secretary-treasurer of the National Association of 
Accident and Health Underwriters are—conviction, 
motivation, sales techniques and prestige. In A. and /1. 
Developments on page 77 he develops the importance 
of these fundamentals. 


**x* Preventable accidents each year kill more than 
100,000 men, women and children, injure 10,000,000 
more and rack up an economic loss running into multi- 
billions of dollars. As a direct corollary over the past 
seven years the total underwriting loss on automobile 
liability and property damage lines has been over $90,- 
000,000. As rates can be raised sufficiently to overcome 
such heavy losses only at the peril of reaping unfortunate 
results, the only solution to the problem, according to 
the general manager of the Association of Casualty and 
Surety Companies, lies in loss prevention. In The 
Agent's Stake in Safety on page 81, he tells some of the 
things the agent and his associations can do to reduce 
this appalling loss. 


*kk Only three per cent of the subscribers of your 
local paper are likely to read your advertisement on any 
given day. Does that mean that an advertising campaign 
is a waste of money and should not be undertaken? 
“No,” says a prominent advertising man, and in 
Salesense in Advertising on page 85 he tells why and 
explains how to shoot at the hot prospects, the people 
who are interested in your service and will buy. 


*x*x*k For our Quiz of the Month section appearing this 
month on page 91, we have taken the results of the 
underwriting forum conducted by the Underwriting 
Committee of the Health and Accident Underwriters 
Conference. The answers are a symposium of the 125 
representatives of the various member companies who 
participated in the forum. 
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Norwich Cathedral 


NORWICH UNION FIRE  INSUBANGE SOCIET SOCIETY, LTD. 
ae Oe Molden! Lane, New. York 2 








SPECIALIZING IN WORKMEN’S COMPENSATION 
AND ALL LINES OF LIABILITY COVERAGE ° 





. Farm Bureau Mutual Fire Ins. Co. 


COMPANY ‘DEVELOPMENTS 


SUMMARY of the insurance company development 
throughout the United States and Canada in recent months 
appears hereafter. This summary includes notices of examina. 
tions conducted, and also new, licensed and retired companies. 


ARKANSAS 
Admitted 
General Bonding and Insurance Co. ...... Oklahoma City, Okla. 
COLORADO 
Admitted 
Inter-Ocean Insurance Company.............. Cincinnati, Ohio 
DELAWARE 
Admitted 
Industrial Insurance Company.............. Des Moines, lowa 
Inter-Ocean Insurance Company.............. Cincinnati, Ohio 
GEORGIA 
Licensed 
Lincoln Life Insurance Co. of Georgia............4 Augusta, Ga 
IOWA 
Admitted 
Firemen’s Mutual Insurance Company........ Providence, R, | 
CENTUCKY 
Admitted 
Canadian Fire Insurance Company........ Winnipeg, Manitoba 
Canadian Indemnity Company............ Winnipeg, Manitoba 
Jowa Hardware Mutual Insurance Co. ...... Mason City, Iowa 
Security National Fire Insurance Company...... Dallas, Texas 
MAINE 
Admitted 
American Exchange Underwriters.......... New York, N. Y. 
Fireproof-Sprinklered Underwriters......... New York, N. Y, 
Examined 
Cumberland Mutual Fire Ins. Co. ............ Cumberland, Me. 
MARYLAND 
Examined 
Fidelity & Guaranty Insurance Corp. .......... Baltimore, Md. 
MASSACHUSETTS 
Admitted 
American Farmers Mutual Insurance Co. ........ Chicago, Ill. 
Cathay Insurance Company.......... Raritan Township, N, J. 
MICHIGAN 
Admitted 
Citizens Casualty Company of New York....New York, N.Y 
Summit Fidelity and Surety Company............: Akron, Ohio 
Merged 
Brotherhoods Mutual Benefit................... Detroit, Mich. 
MINNESOTA 
Admitted 
Farmers Mutual Reinsurance Company.......... Grinnell, Iowa 
Great Central Insurance Company.................. Peoria, Ill. 
Kewaskum Mutual Fire Insurance Co. ....... Kewaskum, Wis 
MISSOURI 
Licensed 
Automotive Mutual Insurance Company........ St. Louis, Mo. 
Admitted 
I.E.A, Mutual Insurance Company.............- Springfield, Ill. 
Examined 
Casualty Reciprocal Exchange............... Kansas City, Mo. 
Travelers Protective Assn. of America......... St. Louis, Mo. 
NEVADA 
Admitted 


Associated Veterans Aircraft & Automotive Ins. Co., Inc. 
Los Angeles, Cal 


Pacific Coast Fire Insurance Company........ Vancouver, B. C 
NEW HAMPSHIRE 
Admitted 
Millers Mutual Fire Ins. Co. .............. Fort Worth, Tex. 


Examined : 
Sates sree Concord, N. H. 
Grange Mutual Fire Ins. Co. ............... Rochester, N. H. 


NEW MEXICO 


Admitted 
Pan-American Casualty Company............. Houston, Texas 
United Insurance Company..................0e0e5 Chicago, Ill 
NEW YORK 
Examined 
Associated Hospital Service................] New York, N. Y. 
Atlantic Mutual Indemnity Company........ New York, N. Y. 


Bankers and Shippers Insurance Co. of New York 
New York, N. ¥ 
et: London, England 


British General Insurance Co., Ltd. 
ea aca en London, England 


Century Insurance Company, Ltd. 
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Commercial Union Assurance Co., Ltd. ...... London, England 
Commercial Union Fire Insurance Company of N. Y. 
New York, N. Y. 
Farmers’ Reliance Mutual Ins. Co. of Chemung, Schuyler 
Ee eer Montour Falls, N. Y. 
General Accident Fire and Life Assurance Corp., Ltd. 
Perth, Scotland 
Greater New York Taxpayers Mutual Ins. Assn. 
New York, N. Y. 


Ideal Mutual Insurance Company........... New York, N. Y. 
Jersey Insurance Compenyot N.Y. ........ New York, N. Y. 
Pacific Coast Fire Insurance Company...... Vancouver, B. C. 
Pacific Fire Insurance Company............) Yew York, N. Y. 
Palatine Insurance Company, Ltd. ............ London, England 
Prudential Insurance Company of Great Britain 
Cn MY DUO WOE Rocsnccwceessacersend Yew York, N. Y. 
Union Assurance Society, Ltd. .............. London, England 
NORTH DAKOTA 
Admitted 
American Credit Indemnity Co. of N. Y. ......Baltimore, Md. 
Industrial Insurance Company........ Raritan Township, N. J. 
OHIO 
Examined 
Mahoning Insurance Company.............. Youngstown, Ohio 
PENNSYLVANIA 
Examined 


American Shipbuilders & Shipowners Mutual Ins. Co. 
Philadelphia, Pa. 


Butler County Merchants Mut. Fire Ins. Co. ...... Butler, Pa. 
Chanceford Mut. Fire Ins. Co. of York Co. ....Red Lion, Pa. 
Clearfield County Grange Mut. Fire Ins. Co. ....Clearfield, Pa. 
Elk County Mutual Fire Ins. Co., P. of H. ...... Ridgway, Pa. 


Excelsior Mutual Fire Ins. Co. of Butler Co. 
North Washington, Pa. 
Farmers Mutual Fire Ins. Co. .................. Marble, Pa. 
Franconia Mennonite Aid Plan for Mutual Fire Ins. 
Lansdale, Pa. 


Freehold Mutual Fire Ins. Assn. .............- Pittsfield, Pa. 
German Mutual Fire Ins. Co. ................ Zelienople, Pa. 
Greene County Farmers Mut. Fire Ins. Co. ...... Aleppo, Pa. 
Home Mutual Fire Ins. Co. ................ Williamsburg, Pa. 
Jamestown Mutual Windstorm Ins. Co. .......... Marble, Pa. 
Limestone Mutual Fire Ins. Co. ......... New Bethlehem, Pa. 
Mutual Fire Ins. Co. of Greene Twp. ........ Jamestown, Pa. 
Old Elizabeth Mutual Fire Ins. Co. ............ Elizabeth, Pa. 
Patrons Mutual Fire Assn. of N.W. Pa. ........ Meadville, Pa. 


Pennsylvania Threshermen & Farmers’ Mut. Cas. Ins. Co. 
Harrisburg, Pa. 
Pennsylvania Threshermen & Farmers’ Mut. Fire Ins. Co. 
Harrisburg, Pa. 
enmn Beemees Pave fee. Co. .25.00..cscvecccscecuc Lanse, Pa. 
Southwestern Mutual Fire Assn. ............ Uniontown, Pa. 
Washington Mutual Fire & Storm Ins. Co. ....Falls Creek, Pa. 
Worth Mut. Fire Ins. Co. of Butler Co. ....Slippery Rock, Pa. 


SOUTH CAROLINA 


Admitted 
General Security Assurance Corp. of N. Y. ...New York, N. Y. 
TENNESSEE 
Admitted 
American Farmers Mutual Insurance Co. ........ Chicago, II. 
Underwriters Insurance Company..............-- Chicago, III. 
UTAH 
= Admitted 
Citizens Fund Mutual Fire Ins. Co. ......... Red Wing, Minn. 
Secured Fire & Marine Insurance Co. ....... Indianapolis, Ind. 
‘VIRGINIA 
2 Admitted 
North American Life & Casualty Company. . Minneapolis, Minn. 
Public National Insurance Company........ Miami Beach, Fla. 
WASHINGTON 
Admitted 
Inter-Ocean Insurance Company............-- Cincinnati, Ohio 
Merchants Indemnity Corp. of N. Y. ........ New York, N. Y. 
WISCONSIN 
: Merged 
Cooperative Insurance Mutual................ Milwaukee, Wis. 
DOMINION OF CANADA 
Admitted 
Ruby General Insurance Company, Limited........ Delhi, India 
MANITOBA 
, Licensed 
Canadian Mennonite Mutual Ins. ............ Steinbach, Man. 
ONTARIO 
Admitted 
North American Life and Casualty Co. ....Minneapolis, Minn. 
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NEW PRICE LEVELS 
MEAN NEW 
INSURABLE VALUES 


Mire re oe 


Reviews insurance cover- 
age based on Continuous 
Appraisal Service prevents 
unnecessary over-insurance— 
hazardous under-insurance. 
It facilitates loss adjustments. 


The AMERICAN 


APPRAISAL 
Company 
Over Fifty Years of Service 
OFFICES IN PRINCIPAL CITIES 
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INSURANCE STOCKS 


Bought—Sold—Quoted 


ANALYSES OF MANY OF THE 
LEADING STOCK 
FIRE AND CASUALTY INSURANCE 
COMPANIES 


NOW AVAILABLE 
Copies upon request. 


MACKUBIN, LEGG & COMPARY 


Established 1899 


Members New York Stock Exchange 
New York Curb Exchange (Associate) 


BALTIMORE NEW YORK 
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MUTUAL OPERATING EXPENSES 





AST month we pre- 
[L sn a study of the 

operating expenses of 
the stock fire and casualty 
insurance companies based 
on a detailed analysis of 
the underwriting disburse- 
ments of nearly 350 indi- 
vidual companies. This 
month we look at the mu- 
tual operating expenses 
based on a study of 75 cas- 
ualty mutuals and 36 fire 
mutuals. Aggregate fig- 
ures in the mutual field are 
inclined to be misleading 
unless cognizance is-taken 
of the varying plans of 
operations followed by 


To agents .. 

Field supervision .... 
Inspections, etc. ..... 
Salaries and fees .... 
Taxes 

All other 


Total Expenses .. 


1940 
To agents . 9.0 
Branch office salaries 3. 
Home office salaries. . 4. 
Inspections and audits i 
Lae 2. 
All other ... 3. 


Total Expenses .. 





MUTUAL FIRE COMPANIES 


MUTUAL CASUALTY COMPANIES 


ratio declined in 1947. As 
two-fifths of the casualty 
mutuals wrote less than 
$2,000,000 in annual pre- 
miums and the nineteen 
companies reporting writ- 
ings in excess of $5,000,000 
wrote nearly four times 
the volume reported by the 
other fifty-six companies, 
the breakdown in expenses 
into three groups shown 
at the end of the tables in 
3.0 . 3esT’s FIRE AND CASU- 
3. ALTY AGGREGATES AND 
: ’ y AVERAGES is possibly more 
3. significant than the aggre- 
gates for the whole group. 
Total expenses for the two 


1944 1945 
9.6 10.0 


2.9 
3.3 
1.3 
2.7 
3.7 


24.1 








the companies and the 
wide difference in size of the companies and classes of 
business transacted. For example, nearly one-quarter of 
the casualty companies obtain business direct and nearly 
an additional quarter list commissions at less than 10%, 
indicating that at least a portion of business is secured 
direct. In contrast, one small accident and health com- 
pany reports policy fees and commissions of 1%, 
while another much larger company writing $67,000,000 
in premiums pays commissions of 25%. Commission 
differences in the fire field were not so great but range 
from 1% to 27%. Variations in loss ratio because of 
different classes of risks written are even greater. 
There is no average mutual company. 


Difference in Size 


There are many more mutual fire companies than 
mutual casualty companies, but the total premium vol- 
ume developed in the mutual fire field is less than one- 
half the net premiums written by the casualty mutuals, 
although a dozen years ago the casualty mutuals wrote 
less business than the fire mutuals. Only ten of the 
mutual fire companies included in this study wrote more 
than $5,000,000 in annual premiums in 1947 as against 
nineteen casualty mutuals reporting premium writings 
in excess of this figure. Moreover, the largest fire 
writer reported $13,400,000 in premiums as com- 
pared with $102,700,000 for the largest casualty writer. 
_ Total expenses in the mutual casualty field declined 
in 1941 and 1942 as premium volume rose sharply due 
to increased workmen’s compensation business derived 
from bulging war payrolls but jumped two points in 
1943 and continued to rise through 1946. The expense 
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smallest groups average 
about 13°, while expenses for the two largest groups 
average 6 points less. Average commissions also drop 
from 15% to 10% and home office salaries decline. 
The reason for the small number of mutual fire com- 
panies in our group is that we tried to make it represent- 
ative and excluded such special groups as the Associated 
Factory Mutuals, the Mill Mutuals and companies oper- 
ating on the assessment plan. Only two companies in- 
cluded in the group transact less than $1,000,000 pre- 
miums annually. Nevertheless, there is considerable var- 
iation as commissions vary from minus 1% to 27%, field 
supervision and inspections from zero to 8%% and 
salaries from 2% to 16%, making an over-all variation 
in total underwriting expenses between 18% and 49%. 
Over-all expenses in the mutual fire field declined frac- 
tionally on the rising volume of business underwritten. 


Loss Ratio Spread 


Although there is not nearly so large a spread be- 
tween stock and mutual company expenses in the fire 
insurance field as there is between such companies in 
the casualty field, there exists a very different situation 
as regards losses. The mutual casualty loss ratio is 
more than three points higher than the average loss 
ratio for stock casualty companies, while the mutual 
fire loss ratio is many points below the average loss 
ratio of the stock fire companies. The preponderance 
of workmen’s compensation business increases the 
average mutual casualty loss ratio. The stock casualty 
companies are enjoying very low loss ratios on fidelity 
and surety business which the casualty mutuals do not 
generally write. 
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APPROACH 


H. P. SARGENT 


HE methods of approach em- 

T vives in soliciting insurance of 
a political subdivision on behalf 

of a local agents’ association are 
varied indeed and in most respects 
are not unlike those used by a com- 
petent agent or broker in offering 
his services to a private business 
concern. I can speak only of our 
own experience in the King County 
(Wash. ) Insurance Association ; yet, 
in the case of this local association 
alone we have encountered a variety 
of situations which have resulted in 
varying tactics depending upon the 
problems involved in each instance. 
About 16 years ago the King 
County Association was successful 
in obtaining appointment as servic- 
ing agent for the Port of Seattle 
Commission. This authorization was 
obtained after protracted negotia- 
tions running about two years prior 
to the date of appointment. A num- 
ber of agencies in Seattle had been 
favored with relatively small policies 
of fire insurance, these being dis- 
tributed largely on a patronage basis. 





EDITOR'S NOTE 


Some municipal authorities are reputed 
to have stated that the fire and wind- 
storm loss ratio on municipal properties 
in the United States within the last ten 
years has been approximately 4%. How- 
ever, that statement was made prior to 
Texas City. San Francisco, Baltimore, 
Chicago, Salem, Johnstown and other 
communities recovered and made prog- 
ress after suffering shock losses. Should 
municipalities insure only the catastrophe 
loss? Where should the purchase of legal 
liability (personal injury and property 
damage) begin and stop? 

At the recent convention of the Na- 
tional Association of Insurance Agents a 
four-man panel discussed the insuring 
of municipal risks. Although the speakers 
concentrated on municipal insurance, it 
is obvious that the pros and cons are 
equally applicable to other political sub- 
divisions, such as school boards and 
counties. 
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Fortunately, many of the agents 
involved were more interested in see- 
ing the authority’s insurance pro- 
gram placed on a business-like basis 
than in securing a few dollars of 
commission for themselves. It was 
startling in a sense for the commis- 
sioners to receive a call from a dele- 
gation of leading agents—all mem- 
bers of the association—who were 
willing to forego their personal busi- 
ness for the sake of setting up a 
permanent plan which would give 
the Port Commission a well-organ- 
ized insurance program. 

Briefly, the plan was: 

1. The appointment by the King 
County Insurance Association of an 
insurance manager, subject to the 
approval of the commission, who 
would be charged with the full re- 
sponsibility of managing the pro- 
gram; with the understanding that 
at all times he was under direct 
obligation to serve the commission 
with respect to its insurance require- 
ments. 

2. Completion as rapidly as pos- 
sible of an over-all survey of the 
Port’s existing insurance coverage, 
recommendations for improving it 
and recommendations for appraisal, 
fire protection, third party cover- 
ages, etc. 

3. Establishment of the Port’s in- 
surance on a budget plan at the 
earliest possible date, looking toward 
achieving an annual insurance pre- 
mium outlay which could be an- 
ticipated and dealt with by the com- 
mission. 

4. It was emphasized that the as- 
sociation, by reason of the fact that 
it represents the bulk of the re- 
sponsible agency and brokerage out- 
lets in the community, has available 
the broadest range of experts in all 
lines of insurance, any and all of 
whom would immediately become 
available for consultation with the 
insurance manager. 

(Continued on page 46) 





HANDLING 


WILLARD CROTTY, CPCU 


HE method or methods of han- 
Taine any political account would 
depend entirely upon the volume 
of political business handled by any 
given board. In the beginning, many 
years ago, the Insurance Placement 
Board of Dallas approached the City 
of Dallas proper, and was successful 
in procuring the insurance for the so 
called General Fund. The procedure 
for setting up the insurance on this 
particular entity was comparatively 
simple and the work was performed 
by a committee of member agents, 
gratis. As the years rolled by, not 
only were additional coverages sold 
to the City of Dallas, but additional 
entities were solicited and taken over 
by the Insurance Placement Board. 
Today the Insurance Placement 
Board of Dallas handles all of the 
insurance for : 


1. The City of Dallas 
2. The City of Dallas—Park De- 
partment 
3. The City of 
Schools 
(Continued on page 44) 
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SURVEYS 


BERNARD J. WELDON 


F THERE was ever a place in the 

insurance business where sound 

experienced judgment is needed, 
it is in analyzing exposures and 
making recommendations for pro- 
tection of municipalities. The budget 
of the municipality, the laws of the 
state, the insurance consciousness of 
the community and the loss experi- 
ence of the municipality govern to 
a large degree the need of insurance 
protection. Don’t spend a lot of time 
on proposals for insurance where the 
magnitude will scare the municipal- 
ity to continue self-insurance. 

One of the first steps in the 
preparation of surveys is to open 
the door of the municipality to the 
“experts” making the report. It is 
of paramount importance that the 
top man of the municipality must 
realize that this work is very valu- 
able to him; that it will give him in- 
formation he needs to better do his 
job. No one realizes more than he 
that an uninsured loss resulting in 
a demand for money from an empty 
pocket is something that the per- 
petual political opponent would pub- 
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licize to the four corners of the 
community, particularly if the loss 
had never been anticipated. Real- 
izing the importance of this work, 
the official should pass word down 
to all of his departments that a 
survey is being made and that all 
departments should furnish the “ex- 
perts” every courtesy and supply 
them with such information as they 
may need, and that any suggestions 
offered should be given serious con- 
sideration. 

The next important move is to 
decide who will do the work. The 
answer is easy. After it is decided 
what type of survey is to be con- 
ducted, that is fire, casualty, marine, 
etc., the best men in the community 
for making such insurance analysis 
should be used. The municipality 
is undoubtedly one of the largest 
insurance accounts in the entire com- 
munity and therefore the best talent 
is called for. It is well not to have 
too many men working on any one 
survey. One, two or three at the 
most is sufficient. Too many cooks 
tend to complicate the project. By 
using the best men in the community, 
they will have a working knowledge 
of the laws and practices of their 
town; they will know how best to 
use the rating bureau, adjusters and 
other company services to do the 
most effective job. They will have 
enough experience to make pleasant 
contacts with each of the depart- 
ments with whom they will work, 
realizing full well that an old ex- 
perienced department head can very 
easily upset the insurance applecart 
if he is not handled properly. 

With the door open and the work- 
ers picked, the next step is to de- 
velop the questionnaire, a very im- 
portant tool for the start of a good 
survey job. This should be well de- 
veloped with all unnecessary ques- 
tions eliminated so that only sound 


(Continued on page 50) 


COVERAGES 


C. A. MERIWETHER 


N DEALING with the application 

of “coverages and forms,” or better 

described as “insurance needs” of 
a municipality or other political sub- 
division, I shall divide these cover- 
ages into four general classes: 

1. Fire and allied lines, including 
auto and aircraft material dam- 
age. 

2. Marine and floater coverages. 

3. Casualty, liability and property 
damage. 

4. Criminal and fidelity losses. 

The size of the municipality has a 
distinct bearing on the kinds and 
amounts of insurance required. 

Let us first discuss fire and allied 
lines coverages, as these are appli- 
cable to every municipality, large or 
small. The survey gives us all of 
the information we need to plan the 
best insurance program. 

If available in your territory, by 
all means recommend that all build- 
ings and contents be insured under 
blanket form, affording broadest pro- 
tection at minimum cost. For ex- 


(Continued on the next page) 
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Coverages—Continued 


ample, in S.E.U.A. territory it is 
permissible to insure on a 90% to 
sound value basis, thus affording 
the municipality full indemnity in 
event of total loss to any one build- 
ing and its contents, although the 
aggregate amount of insurance on 
all insured property is based on only 
90% of the total value, thus afford- 
ing 10% free insurance. 

In all instances, we recommend 
that the fire insurance policies be 
extended to include the perils in- 
sured in the extended coverage en- 
dorsement, and, in certain instances, 
to include vandalism and malicious 
mischief. The well-informed agent 
will be familiar with conditions in 
his territory and should be in po- 
sition to properly advise his clients, 
as to the possible catastrophe loss 
peculiar to his risk. For example, 
certain sections of the country are 
subject to providential losses, such 
as earthquake, windstorm and hail, 
which are not prevalent in other 
sections. In certain localities and 
on certain types of risks, you may 
deem it wise to recommend explosion 


insurance, and vandalism and mali- 
cious mischief. 

There are two plans of term in- 
surance generally used by munici- 
palities in effecting a savings in their 
insurance program—the budget plan 
and the stagger plan. It is up to the 
agent to be informed as to the 
financial condition of his client or 
prospect and recommend the most 
economical program. 


Do Not Overlook 


On large premium policies, re- 
gardless of term, do not overlook 
the unearned premium endorsement. 

Do not overlook the U&O values 
on municipal properties operated by 
the municipality for profit, such as 
airports, amusement parks, and pub- 
lic utilities. Rental income from 
leased properties, such as municipal 
markets, sometimes reaches a stag- 
gering figure and should be pro- 
tected by rents insurance, which 
will reimburse them for 
income sustained through insured 
perils. Do not overlook “builder's 
risk,” which should include fire, ex- 
tended coverage, and vandalism and 


loss of 
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malicious mischief, to protect the 
owner's and contractor’s interests. 

The value of ‘automotive equip- 
ment will vary: with the size of the 
municipality, but is of equal im- 
portance in all locations and should 
be insured against material damage. 
Your recommendations on collision 
insurance are a matter of individual 
risk analysis. These same conditions 
will apply to municipally-owned air- 
craft. 

The survey will reveal the ad- 
visability of recommending water 
damage and water damage legal lia- 
bility insurance. 


Marine and Floater Coverages 


The City of Atlanta owns a valu- 
able cycloramic picture of “The 
Battle of Atlanta.’’ In case you don't 
know when this was, “It was the 
occasion of Sherman’s March to the 
Sea and we ‘fit’ the damyankees.” 
This is a fine example of a fine arts 
risk. I am sure there are many 
other such exhibits throughout the 
country which should be properly 
insured. In addition to the physical 
loss and damage is the loss of in- 
come from admissions to these vari- 
ous exhibits. 

Bridges and tunnels represent 
enormous expenditures of public 
funds and should be adequately in- 
sured as to physical loss to the 
taxpayer and loss of income to the 
political subdivision. 

There are certain municipalities 
which have need for watercraft in- 
surance, tool and equipment floaters, 
radium floater, musical instrument 
(city-owned symphony) _ floater, 
camera floater, television equipment 
floaters, horse and wagon floaters, 
exhibition floaters. All of these cov- 
erages, depending on local condi- 
tions, may be the means of replacing 
valuable property which is so often 
overlooked by the City Fathers. 
There is a wide variance in forms 
and cost, depending upon the hazards 
insured. 

Don’t forget your installation 
floaters on valuable equipment, and 
be sure to include breakage while 
handling. An installation floater in- 
sures the property from the time it 
becomes at the risk of the assured, 
regardless of location, and includes 
the perils of transportation plus lo- 
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cation coverage until installation is 
This type of coverage 
can be purchased on a named-peril 
or all risk basis. 


completed. 


Valuable papers, and_ records, 
should not escape your attention as 
subjects for insurance. You will 
find that in.many instances these 
values are material, and the pur- 
chaser of insurance is not aware that 
these values can be insured on prac- 
tically all risk basis. 


Casualty, Liability and Property 
Damage 


On this subject, extreme care has 
because of local 
ordinances and state laws. These 
conditions should be revealed in the 
survey. In our City, Police Depart- 
ment, Fire Department and Sanitary 
Department, cars and trucks are 
operated in a proprietary capacity, 
and, therefore, not liable to the pub- 
lic for damage injuries. 


to be exercised 


Recently, through approval of 
council, a number of claims, pri- 
marily involving property damage 
to others as a result of negligence 
of Sanitary Department truckdriv- 
ers, were approved for payment. 
Therefore, regardless of the lack of 
legal liability because of govern- 
mental immunity, there remains the 
municipality’s moral liability to re- 
imburse for bodily injury or prop- 
erty damage caused by its negligent 
acts. Insurance companies will en- 
dorse policies agreeing to waive the 
political subdivision’s immunity to 
suit in event of claim. 


Other Exposures 


But what about all the other lia- 
bility exposures? Waterworks’ cars, 
school buses and autos, owned and 
non-owned, employees’ cars, prod- 
ucts lability on school lunchrooms, 
airport restaurarts and waterworks’ 
systems, etc., transportation systems, 
airport liability, municipal airshow 
liability, teams liability, aircraft lia- 
bility, liability for special events, 
such as parades, fairs, exhibitions, 
waterworks premises, school build- 
ings and grounds, athletic stadia, 
housing projects, hospitals, auditori- 
ums, and all other municipally- 
owned property, including elevators 
located in all public buildings? This 
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is indeed a subject which requires 
much research beyond the informa- 
tion brought’ out in the survey and 
must be intelligently presented in 
order to bring out the full merit of 
the proposed coverage. 

Don’t forget contingent liability 
on property leased to others and 
protective liability on jobs performed 
by independent contractors. Con- 
tractual relations with others will 
be brought out in the survey and 
necessity for insurance determined. 





The successful agent 
or broker renders his client 

a lasting service when he recommends 
a GENERAL ACCIDENT Comprehensive 
Personal Liability policy. The broad and 
modern protection afforded by this pol- 
icy... designed to give the protection every- 
one needs at the lowest possible cost... is 
another example why more and more 


agents are turning to the 


GENERAL idea on 
LIABILITY INSURANCE 








In a nutshell, propose a compre- 
hensive general liability policy to 
cover the known and unknown haz- 
ards, but be sure to explain the 
audit features of this contract. If 
you are not familiar with this con- 
tract, contact your casualty con- 
nections. They are able and ready 
and willing to render assistance. 

Boiler and machinery is very often 
overlooked from an insurance stand- 
point as this is a highly technical 


(Continued on the next page) 
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Now IS THE TIME TO SELL 
STOREKEEPER'S LIABILITY 


and our NEW FORM 
is the coverage to sell! 


Tuis is the season of crowded stores and crowded sidewalks 
+ « « when sales and stock clerks are working under pressure .. . when 
part-time novice clerks are employed. Under these conditions, even 
the most thoughtful and careful storekeeper is not able to maintain 
normal control, and the chances of accidents and lawsuits are greatly 
multiplied. 

To protect their business investment, storekeepers need wider 
liability insurance coverage than ever—but at a price they can afford 
to pay. That’s where the new Ohio Casualty Storekeeper’s Liability 
policy fits into the picture. It offers five broad coverages in one 
package policy—at a reduced over-all premium. 

Premises, Products, Contractual, Protective exposures and 
Medical Payments coverage are provided. Property Damage and 
Bodily Injury coverages are included. 

Alert, responsible agents, interested in selling the newest and 
broadest coverages, will recognize the big opportunity to open new 
accounts among small and medium-size retailers with this new contract. 


An effective sales-aid in the form of an 
attractive color folder describing the 
policy is available to help make selling 
as simple and easy as possible. 





THE OHIO CASUALTY 
INSURANCE COMPANY 


Fast, friendly, coast-to-coast claim service 


HOME OFFICE ® HAMILTON, OHIO 


Crowded Sidewalks, 
Crowded Aisles mean 
Extra Hazards for Storekeepers 





Coverages— Continued 


line and unfamiliar to many agents 
Do not let this deter you. Call on 
your boiler and machinery company 
for service and advice. They are 
technically trained in a highly spe- 
cialized line and will advise you 
and your client on the proper coy- 
erages to fit the particular risk 
Plate glass is sometimes a major 
item and should not be overlooked. 
special attention should be given 
to cathedral and art glass. Work- 
men’s compensation insurance 
should include all employees. 


Criminal and Fidelity Losses 


When you think of criminal or 
fidelity losses, don’t think of bur- 
glary, robbery or embezzlement 
alone. Think in terms of an all loss 
contract, embracing all types of crim- 
inal or fidelity losses and extending 
to cover disappearance and destruc- 
tion, and propose the coverage in 
amounts large enough to cover any 
probable loss from theft, burglary, 
kidnapping, embezzlement, fire or 
other catastrophe which could result 
in a loss of money and securities. In 
certain instances, key positions may 
require excess cover. In certain 
other instances, certain elected offi- 
cials may be required to furnish a 
bond specified by State law to cover 
them and their employees. 

You may not be able to sell this 
entire bill of goods to your City 
Manager or other body who can 
sign on the dotted line, but deep 
down you know that you have given 
him a chance to vote. That is a 
privilege which should not be denied 
any prospective buyer of complete 
insurance protection. 


From an address before the National Associa- 
tion of Insurance Agents 


COMMISSIONERS' MEETING 


HE development of interstate 

rating plans was called for in a 
resolution passed at the meeting of 
the commissioners of Zone 2 of the 
National Association of Insurance 
Commissioners. Cooperation with 
the national agents and brokers as- 
sociations was recommended with 
the hope that progress might be made 
before the December meeting of the 


N.A.I.C. 
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INSURANCE and the MANUFACTURER 


HE insurance agent has only 

four items to sell: knowledge, 

integrity, courage and thorough- 
ness. These are among the scarcest 
of business commodities. They are 
the most sought after by the buyer 
of insurance, but the least consid- 
ered by a large segment of the in- 
surance-selling industry. 


Insurance Executive 


In attempting to discuss problems 
in the insurance industry from the 
manufacturer’s viewpoint, it is neces- 
sary to outline the position of the 
manufacturer’s insurance executive. 
When the manufacturer acquires an 
insurance manager he says to him— 
“Here is our insurance program; 
analyze it. If the program is good, 
keep it alive. If the program is bad, 
show me where, why, and what you 
recommend. We will keep the same 
agents and companies, if they are 
pulling their honest weight. If they 
are not, we will put the entire pro- 
gram up for competitive bidding. 
Your duty is to see that we do not 
suffer any crippling financial loss 
which might have been averted by 
insurance. Our protection must be 
complete at a cost which is both 
equitable and competitive. You may 
not allow friendships between your- 
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RUSSELL B. GALLAGHER 
Insurance Manager 
Philco Corporation 


self or this company’s officers and 
any agents or companies to influence 
your recommendations. This is the 
policy of this company.” 

To some people in the insurance 
business, the agent’s duty is simply 
to solicit business, deliver policies 
and collect premiums ; to deliver re- 
newals and collect premiums; to 
transmit loss reports to the com- 
panies and deliver the company’s 
settlement checks. Beyond the in- 
itial act of solicitation that agent 
sinks to the level of a delivery boy. 


A Delivery Boy 


But what does the manufacturer 
expect of his insurance agent? Cer- 
tainly he expects more than de- 
livery service, because he could 
arrange that within his own organ- 
ization. The manufacturer retains 
the services of the agent to facilitate 
negotiations with the insurance com- 
pany, to advise him on his insurance 
program, to obtain the insurance 
coverages which properly meet the 
manufacturer’s needs, to keep him 
abreast of insurance legislation which 
may affect the manufacturer. These 


are but a few of the duties of the 
insurance agent, once he has been 
appointed the manufacturer’s pur- 
chasing agent. These duties are ex- 
pressed as generalities, let’s get down 
to specific cases, starting with the 
original solicitation. 


Pre-Approach Work 


Before an agent calls on the manu- 
facturer he should do a little pre- 
approach work. Social drinking, 
golf and pressure by mutual ac- 
quaintances does not come under this 
heading. Pre-approach work means 
learning about the manufacturer’s 
business, products, methods of pro- 
duction, sale and distribution, his 
plant and equipment, his suppliers, 
the amount of business he does and 
with whom. Where and how an 
agent gets this information will de- 
pend on his ingenuity, perhaps his 
good-fortune, but it will not be ob- 
tained in a day, a week or a month. 
This information should be collected 
and recorded against the day when 
he will solicit the account. 

Before an agent solicits an account 
he should set up a tentative pro- 
gram of insurance based upon the 
information he has collected. If the 
manufacturer sells his product to a 
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Ins. & Manufacturer—Continued 


large number of stores, his insurance 
needs are entirely different than they 
would be if he were to sell semi- 
fabricated parts to larger manufac- 
turers for assembly. The agent 
should check his fire rates, a simple 
procedure, to see if they approximate 
the rates of other manufacturers 
occupying similar plants. Then, 
when he ealls on the manufacturer, 
by appointment, he will have a spe- 
cific reason for asking for his time. 





The proposal should be a general 
service plan. It should point out the 
advantage of having a completely 
coordinated insurance program, il- 
lustrating it by referring to the tenta- 
tive plan already prepared. At this 
moment the agent is not trying to 
make a sale, he is still acquiring in- 
formation for his history file. If 
he is sufficiently convincing, he may 
ask the manufacturer for the op- 
portunity to discuss various prob- 
lems with his department heads to 
obtain the necessary information to 








ou can help reduce fires and acci- 
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make a complete analysis of his ex- 
posures, recommendations of an 
overall plan of insurance and a quo- 
tation on its cost. 

I do not feel an agent should ask 
to see the client’s insurance policies 
before he delivers his plan for three 
distinct reasons : 

First, he has a stronger case if 
he is able to say “Regardless of what 
insurance you carry, these are my 
recommendations. Let’s see how 
they compare with your present pro- 
gram.” This is a strong attack, 
difficult to evade. 

Second, he will weaken his case 
if the manufacturer gets the im- 
pression he is nothing but a second 
guesser who never speaks first. 

Third, if an agent’s plan is not 
sufficiently sound he should not have 
the privilege of robbing a more astute 
agent who has set up a sound pro- 
gram. 

I.et us assume the agent is success- 
ful in his solicitation and his pro- 
gram is accepted. He must then 
deliver the coverage prescribed. 
Every manufacturer differs from all 
other manufacturers in some respect, 
large or small. Coverages should be 
drawn to fit the client’s needs; he 
should not be expected to conform 
to a standard pattern. When the 
client needs a non-standard cover- 
age, the agent should get it for him. 
He should not permit an underwriter 
to fob him off with the argument 
that it has never been done, it’s 
against the company’s underwriting 
rules or, even, the law of the state. 
If necessary, he should draw up his 
own plan, take it to his insurance 
commissioner and get his opinion 
on its legality and acceptance by 
his department. Then sell it to an 
open minded underwriter. Don't 
think that this is not being done 
every day. 


Equitable Cost 


If an agent’s number one company 
offers him a cost which he feels is 
not equitable to his client, he must 
consider his client’s interest first. 
The ability of a client to pay a pre- 
mium should never be made the 
measure by which a rate is arrived 
at. The rate must be adequate but 
it is up to the agent to see that it 
is not excessive. He should not shop 
a line up and down the street but 
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he should know what the boys next 
door are doing. 

When a coverage is advisable, 
when an increase in rate is neces- 
sarv, when the amount of insurance 
coverage is insufficient—the agent 
should stand up and say so. The 
client will admire him for it, if he 
can back up opinion with sound 
reason or fact. If a client is un- 
reasonable in demanding a differ- 
ential in cost or an unfair loss ad- 
justment, the agent should take him 
aside and give him sound advice 
unflavored by personal desire. It’s 
not necessary to talk down to him, 
however, he is mature, even if he 
doesn't understand insurance jargon. 
Also, he is still the principal not 
the agent. 


Substantial Knowledge 


An agent’s knowledge of insurance 
contracts and insurance markets 
should be substantial. To repeat, 
he cannot accept the opinion of an 
underwriter when it is at variance 
to his client’s needs. While it is 
important that he be friendly with 
his company men he should not be 
so friendly that he hates to “raise 
sand” when he gets a brush off! 
He should be friendly enough to get 
the elastic treatment special risk 
work requires! Remember, the com- 
pany men recognize a “weak sister” 
as far away as they can see one, 
and give just what the book pre- 
scribes. An underwriter will rate 
an agent on his knowledge of the 
business. 

When an agent has an account, 
he must handle it properly and not 
neglect it in order to get new busi- 
ness. He must learn all he can 
about each account. Analyze it and 
discuss it with his company men. 
A call on an established client should 
not be just a social one. The agent 
should have a purpose, discuss it, 
get a decision and get out. He should 
never drop in to “see what I can 
do for you, today.” The client sub- 
consciously transposes the prepo- 
sition and the pronoun. “What can 
I do you for today ?” 

On the subject of neglecting busi- 
ness, permit me to refer to a young 
acquaintance who made up a work 
schedule, calling only on accounts 
which had been with the same agents 
for longer than five years. He sold 
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40% of the prospects to whom he 
told his story, when he proved that 
neglect had raised hob with their 
insurance protection. He never used 
cost as a weapon because he found 
that the average medium-to-large 
account usually places protection be- 
fore cost. 


A Complete Organization 


The manufacturer believes his 
agent should have an organization 
and not be a one-man show. An 
organization built “in depth” has 
reserves like a football team. Let 
the great-one be the quarter-back 
but have young, vigorous youth 
pressing from below to keep him 
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on his toes. This does not mean 
that the account should be handed 
to a junior solicitor, a common fail- 
ing. Someone other than the boss 
should know what is happening, par- 
ticularly when he is not available to 
carry the ball. If an agent will spend 
some of the agency income toward 
developing an organization for better 
service, the dividends will be great. 
Consider the impression it makes 
on a client when an agent has to go 
outside his own office and bring in 
the company man each time he needs 
to discuss even a common coverage ? 
Would it not be better to develop 
this skill in the agency? 


(Continued on page 96) 
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On December 31, 1942, a huge fabricat- 
4 ing building in a Providence, Rhode Island ship- 








few and far between — thanks to the combined |} 
» yard went up in flames. Production losses were | efforts of plant managements, Underwriters’ || 
said to be slight, but property loss was heavy — Laboratories, Inc., and the stock fire insurance 
> estimated at more than $1,000,000. Luckily | companies associated with the Laboratories, 
? 
‘‘An idea isn’t responsible for the people 
1948 — DECEMBER hath 31 days “sang ae EP 
? y who believe in it. 
» 


1— W.—1918, President proclaimed breweries closed. 
?|| 2—Th.—1823, Monroc Doctrine announced. 
&|| 3—Fr.—1946, John L. Lewis found guilty of contempt of court. 
‘ 4—Sa.—1942, W.P.A.’s liquidation ordered. 
5—Su.— Protect yourself against losses in 1949. Have your property insurance 

> reviewed now! 
$|| 6—M.—1830, U.S. Naval Observatory established. 
7—Tu.— 1946, Winccoff Hotel fire in Atlanta, Ga. 121 killed. 
? 8—W.— ) First Quarter, 8:57 A. M., E. S. T. 
» 1941, Congress declared war on Japan. 
&|| 9—Th.—1917, British took Jcrusalem. 
10— Fr. —1817, Mississippi admitted to the Union. 
4 11— Sa.— 1936, Edward VIII abdicated to marry Mrs. Wallis Simpson. 
|| 12—Su.—1800, Washington, D.C. became capital of U.S. 
‘ 13— M. -1918, American troops crossed the Rhinc. 

14—Tu.—1799, Washington dicd at Mount Vernon. | 


for our fighting men, such warplant disasters were 
q 
H 


v|| 15— W.—Enxpert advice usually means money saved—call your insurance Agent or 
S Broker! 
$ 16—Th.—(%) Full Moon, 4:11 A. M., E. S. T. 
$ 17— Fr.—1903, Wright Brothers’ first successful hop. 
18 — Sa.— 1737, death of Stradivarius, violin maker. 
¥| 19—Su.—1928, first autogyro flown. 
#|| 20—M.— 1860, South Carolina seceded from the Union. 
- 21—To.—1945, Gen. George S. Patton, ]r., dicd in Germany from injurics received in 


4 
J} 23—Th.— re Last Quarter, 0:12 A. M., E. S. T. 
1913, Federal Reserve Bank System established. 

‘ 24— Fr. — 1852. Congressional Library fire, Washington, D.C. 
+ | 25—Sa.—Christmas Bap 
\ 26 — Su.—1776, Battle of Trenton, New Jerscy. 
27 -M.—1939, Earthquakes in Turkcy take 50,000 lives. 
P| 28—Tw.—1846, Iowa admitted to the Union, 29th State. 
+1} 29—W.—1851, first American Y.M.C.A. established in Boston. 
+ 30 Th. — New Moon, 4:44 A. M., E. S. T. 

1903, Iroquois Theater fire, Chicago, 602 killed. 
>|| 31 —Fr.—Start the New Year off with a businesslike check-up of all your property 
q insurance policies. Call your Agent or Broker today! 
5 
4 
4 
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OBSERVATION for December: There are about 600,000 build 
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OF AUTOS IN U.S. 


NEAR 40,000,000 


ENP OW 
Bea. 
is IYNElaDy orPtiw evPree Swres w 


Givepxer , 


.-.. and every owner 
is a prospect! 


Forty million automobiles, multi- 
plied by today’s average inflated 
value, represent a tremendous dollar 
investment. The logical protection 
for this investment is insurance, and 
prudent owners recognize its long- 
run economy. 

There is today, therefore, an un- 
precedented opportunity, and a re- 
sponsibility, for agents and brokers 

. an opportunity for new business, 
and the responsibility to see that 
your present clients maintain ade- 
quate coverage. 

Why not make your objective, tot 
simply the business easily obtained, 
but a bigger and bigger share of 
those forty million cars? 

Automobile insurance provides 
you with a large field of oppor- 
tunity for increased earnings. Since 
ownership of a car is personal, this 
subject should also make a good 
“door opener” for other classes of 
a client’s business. 

As always, your Fire Association 
Group personnel stands ready to 
answer any insurance questions you 


may have. 

Fire Association Group, 401 Wal- 
nut St., Philadelphia 6, Pa. Branches 
in Atlanta, Chicago, Dallas, New 
York, San Francisco, Toronto. 


Try these ideas in your 
local, and direct mail 
advertising. 
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AVAILABLE GARAGE PLAN 


CHARLES G. LANDRESSE 


HIS successfully operated plan 

inaugurated in May of 1947 for 

the purpose of reducing auto- 
mobile loss cost has not only re- 
ceived acclaim from the insurance 
industry but the unqualified support 
of adjusters, agents, brokers, auto- 
mobile dealers and independent auto- 
motive reconstruction shops. It was 
brought into existence as a result of 
all phases of the insurance business 
reaching a determination in open 
meeting that something had to be 
done to remedy practices which were 
causing the loss to the companies of 
hundreds of thousands of dollars an 
nually. The plan is specifically the 
brain child of the Automobile Gen- 
eral Adjustment Association of San 
Francisco. 


An Open Meeting 


In May of 1947 a meeting was 
called in San Francisco to which all 
branches of the insurance business 
writing automobile physical damage 
coverage were invited. Its purpose: 
to devise ways and means of reduc 
ing the tremendous loss cost which 
was continually mounting in the 
automotive repair business. The rep- 
resentative group which met asked 
for constructive suggestions to meet 
the issue. The Automobile General 
Adjusters Association, composed of 
company claims men having direct 
supervision over physical damage 
losses recommended the adoption of 
the “Available Garage Plan” which 
ultimately came into being and is 
operated under the supervision of 
the National Automobile Club. 


For December, 1948 


This plan calls for a thorough in- 
vestigation of automobile repair 
shops, dealers and independents, de- 
siring to make their services avail- 
able for insurance repair work. In- 
tegrity, general and financial reputa- 
tion in the community, equipment, 
ability to complete repairs to major 
wrecks are a few of the more im- 
portant qualifications given consid- 
eration. 


Procedure of Investigation 


Such investigation follows the pro- 
cedure as outlined below : 

1. A request in writing from the 
owner or manager of the shop. This 
is a “must.” 

2. An investigation by a N.A.C. 
panel garage field man. The in- 
tegrity and financial standing are 
checked first in Dun & Bradstreet, 
Retailers Credit and most important 
insurance companies whom applicant 
states are his customers. 





EDITOR'S NOTE 


Adjusters, agents, brokers and under- 
writers have all felt concern over the 
mounting loss ratio on automobile physi- 
cal damage contracts and the high cost 
of repairing damaged cars. Throughout 
the country various plans to cope with 
the situation have been developed. In 
our July issue, Herbert L. Lockwood in 
“Automobile Repair Costs" described 
what has been done in Chicago. The 
advisory committee of the Automobile 
General Adjusters Association of San 
Francisco felt that Mr. Lockwood did not 
do justice to the California plan. We are 
very happy to present a complete de- 
scription of the California plan submitted 
by the San Francisco association. 











3. If above reports clear, a care- 
ful inspection of the premises is made 
for equipment, space, fire hazard, 
ec. 

4. An investigation is made to find 
whether the applicant is familiar 
with insurance reconditioning pro- 
cedures. (This is quite important. ) 

5. Check is made to determine 
the shop’s willingness to accept and 
use plan’s standardized uniform se- 
quence and estimate sheets. 

6. Application is submitted for 
completion and signing of agree- 
ment. Agreement is as follows: 


“The undersigned hereby request 
GE siacicidkncewibacs Garage 
and/or Repair Shop be considered 
available for insurance recondi- 
tioning work and distinctly under- 
stands that the furnishing of in- 
formation as herein below set 
forth is not to be considered as 
any contract or promise of engage- 
ment of services in any manner or 
form and is given by the under- 
signed freely and voluntarily for 
purposes of information only.” 


7. After applicant is qualified his 
name will appear on the Available 
Garage List. This list is mailed 
monthly to all claims managers, staff 
adjusters and independent adjusters. 
(1,000 copies monthly. ) 

The use of shops members of the 
plan is purely optional on the part 
of the companies. Bidding on repair 
jobs by shops not members of the 
plan is encouraged. Any shop with- 
out discrimination has an oppor- 

(Continued on the next page) 
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Garage Plan—Continued 


tunity to bid on any damaged car 
although bidding should be along the 
same lines as the “available” shops 
through use of the uniform sequence 
and estimate sheets which are gladly 
furnished on request. Companies 
using the plan generally indicate a 
desire that at least one of the listed 
available garages be given the op- 
portunity to bid. From that point 
on the awarding of the job is for the 
determination of the adjuster as- 
signed to the loss. 

Through the operation of the plan 
two very important and revolution- 
ary methods of estimating insurance 
losses have been developed. The 
“sequence sheet’? which calls for 
standard sequence in estimating and 
the “uniform estimate sheet” the fol- 
lowing of which permits all bidders 
to figure on the same operations, 
have been accepted with much en- 
thusiasm and are used by shops 
who are members of the plan and by 
many shops not listed as available. 


Instruction in Estimating 


Schools of instruction in the 
matter of efficiently estimating auto- 
mobile repairs have been fostered 
and successfully conducted. These 
schools, attended by adjusters, both 
staff and independent as well as com- 
pany men have already been in op- 
eration in San Francisco, Oakland 
and Sacramento; in the 
Oakland and Sacramento they have 
been held under the supervision and 
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with the cooperation of the local de- 
partments of education. Others will 
be held as the scope of activities is 
expanded. 

The operation of the plan has 
eliminated to a considerable degree 
many of the practices and proce- 
dures causing higher insurance loss 
During the war years many 
of these conditions came into wide- 
spread use. No concerted action 
could be taken at the time because 
of shortages in manpower and ma- 
terials; companies having connec- 
tions where repairs to their as- 
sured’s cars could be taken care of 
expeditiously felt themselves indeed 
fortunate. Cost was not a particular 
factor and certain expensive and 
costly practices overlooked. But time 
was to bring about a drastic re- 
versal of form. 

Mounting loss ratios and the un- 
favorable impact of the automobile 
operations of the companies soon 
made themselves felt, to the extent 
that the market for automobile in- 
surance dried up. Agents were fran- 
tic in their efforts to meet the situa- 
tion; automobile dealers, banks and 
financial institutions wondered just 
how long they would be able to cope 
with it. For once in the history of 
automobile insurance the companies 
decided to do something at the 
source of the most aggravating and 
disturbing factor, the skyrocketing 
cost of repairs which contributed to 
such a great extent in high loss cost. 

The insurance companies who are 
proponents of the Available Garage 
Plan now operating in northern 
California feel that they are on the 
right track and that the plan has 
contributed in a large measure to- 
ward bringing down insurance losses 
for the many companies sponsoring 
and using the plan. 

A closer association between auto- 
motive repair shops, dealer shops, 
adjusters and company claims de- 
partments has resulted in an ap- 
proach to a harmonious entity where 
trust and confidence are paramount. 
The plan’s administrators constantly 
check jobs undergoing repairs in the 
various shops and wherever a com- 
plaint is filed by a company or ad- 
juster the situation is immediately 
investigated with a view toward ef- 
fecting some amicable adjustment. 
Some of the cases handled are 
quoted : 


cost. 


Case #1—Dealer repaired car—de- 
livered it to owner without replac- 
ing damaged fan. Car driven to 
Texas and fan blades’ went 
through radiator core and hood, 
Owner had to pay $157.00 for re- 
pairs in Texas. Result—dealer 
had to refund $157.00 to owner 
and replace damaged hood. Say- 
ing to insurance company over 
$200.00. 

Case #2—Shop charged $45.00 to 
straighten frame—inspection indi- 
cated frame was not damaged, 
Charge eliminated at saving to 
company. 

Case #3—-Two garages in collusion 
with owner on $100.00 deductible. 
Saving to company $100.00. 

Case #4—Used car dealer endeay- 
ored to have representative secure 
new engine for him by accusing 
available garage and adjuster of 
collusion. Investigated and com- 
pany saved the cost of new engine 
—estimated saving $300.00. 

Case #5—Garage charged 100% in- 
crease in tow bill. Case adjusted 
and refund made to insurance 
company. 


No "Token" Bids 


The situation so long prevalent 
where garages in collusion would 
make only “token” bids against each 
other has been eliminated and shops 
are actively engaged in real com- 
petitive bidding with resultant sav- 
ings to the companies. Unsuccessful 
bidders, whether on the available list 
or not, are afforded the opportunity 
of inspecting the successful bid to 
ascertain just where they failed ; this 
innovation in loss procedure has been 
received most favorably. 

Starting out with 14 shops in the 
San Francisco Bay Area in 1947 
and now with 117 shops in northern 
California stretching from Bakers- 
field to Chico the Available Garage 
Plan has demonstrated that auto- 
mobile loss costs have been brought 
down through intelligent application 
of the principles of fair play, co 
operation and the recognition that 
private enterprise if given a chance 
is well able to solve its own diff 
culties. 

It is hoped that the plan can be 
expanded statewide in the immediate 
future. 
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N the New York to Buffalo highway 

in the town of Canajoharie stands a 
handsome low-lying stone structure—fam- 
ous throughout Mohawk Valley as the Van 
Alstyne House. Now the Fort Rensselaer 
Club, place of social functions, it was once 
the chief meeting place of a hardy band of 
pre-Revolutionary patriots. 

When Marte Janse Van Alstyne built his 
house in 1749, he was constructing not only 
a home but a vantage point from which he 
could closely supervise and protect his near- 
by mill. So successful were he and his part- 
ner in this and other enterprises that Cana- 
joharie soon gained a wide reputation as a 
lively and important trade center. 





Furnished with early Americana gathered from the neighborhood 


Van Alstyne’s - 


Headquarters Jor a Cause 








A view of Van Alstyne’s before preservation was undertaken ) 
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With the approach of the Revolutionary 
War, Canajoharie became the Valley’s knot 
of resistance in the pending fight for free- 
dom. As early as 1774, in defiance of Tory 
overbearance, a group of local patriots or- 
ganized the Tryon County Committee of 
Safety, choosing as their meeting place the 
home of a sympathetic Van Alstyne. Shortly 
after, this same body of men fired the first 
shots of the war west of the Hudson River. 

Never palisaded but always a strong 
point of defense, Van Alstyne House served 
as legislative, judiciary and military head- 
quarters for the committee through 1775. 
The plans and decisions made here during 
this time did much to bring about the final 
independence of that sparsely settled 
country. Almost two years before the 
Declaration of Independence, these 
patriots of Tryon County had bound 
themselves to follow the regulations 
set forth by the First Continental 
Congress. 

Thereafter, the fame of Van AI- 
styne House was such that many dis- 
tinguished men and women went out 
of their way to pay it a visit. General 
Washington himself, and his staff, 
dined and lodged here in 1783. A 
later guest, Tom Moore the Irish 
poet, inspired by this attractive site, 


was said to have here begun his famous 
poem with the following opening lines: 

“From rise of morn to set of sun 

J've seen the mighty Mobawk run” 

Today the Van Alstyne House—its archi- 

tecture and masonry faithfully preserved by 
the Fort Rensselaer Club—retains its origi- 
nal style and dignity. Furnished in true 
Colonial style, it houses also many valuable 
Mohawk Valley documents, relics and his- 
toric works of art. It remains a fitting me- 
morial to the enterprising forefathers whose 
resourceful efforts were a great contributing 
factor in winning the American cause for 
independence. 


. * -_ 
The Home, through its agents and 
brokers, is America’s leading insurance 


protector of American Homes and the 
Homes of American Industry. 


* THE HOME x 
Snaurance Company 


Home Office: 59 Maiden Lane, New York 8, N.Y. 
FIRE e AUTOMOBILE ° MARINE 


The Home Indemnity Company, an affiliate, 
writes Casualty Insurance, Fidelity « Surety Bonds 
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Oregon, claimed by Russia, Spain, England 
and the United States, became part of our 
territory in 1846. The state is divided by the ¢ 
Cascade Mountains; the east characterized by 
rolling terrain conducive to pastoral endeavors, , 
the west studded with lofty mountains covered 
with forests representing 4 of the nation’s stand- 
ing timber. The Beaver State is first in the raising 
of hops and produces large quantities of winter wheat, 
oats, fruits and nuts. Many acres provide range land for 
cattle; the mineral resources are largely undeveloped. Indus- 
trially, the state is known for its milling and timber products, 
meat packing and canning. Breath-taking views of loveliness greet 
the tourist along the 300-mile coastline as well as in the interior. Crater 
Lake, said to be one of the world’s most beautiful, is noted for its clear color 
and great depth. The Columbia River, source of inexhaustible water power, pro- 
vides numerous cascades while Multnomah Falls offer inspiring cliff scenery. From 
snow-capped Mt. Hood to Azalea State Park, from Crown Point to Bonneville 
Dam, from the ‘‘marble halls’’ of Oregon Caves to the Bridge of the Gods, diver- 
sified opportunities provide fields for diversified insurance. 
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PRODUCTS LIABILITY 


bility insurance, products lia- 
bility insurance has its roots in 
the law and it deals with the legal 
obligation of the manufacturer or 
vendor to the person or persons who 
have suffered injury in consequence 
of the sale or distribution of prod- 
ucts, goods or merchandise or from 
certain services related thereto. 
The law covering the existence 
and application of this obligation has 
been a long time in the making and 
the law books are filled with cases 
that have been important enough 
for one reason or another to reach 
the higher courts whose decisions 
are published. Countless other cases 
have been tried and adjudicated in 
the lower courts on the basis of prin- 
ciples laid down by the supreme 
courts. 


[sts all other branches of lia- 


Current Rule 


A manufacturer or a vendor is 
liable to pay for damage suffered by 
the purchaser or user of his product 
if he, the manufacturer or vendor, 
has been guilty of negligence in the 
preparation of the product or if he 
has expressly or impliedly warranted 
that it is fit and suitable for the 
purpose for which it was sold. These 
remedies, or means of recovery of 
damages, are separate and distinct. 
One is based solely upon negligence 
and the legal action is for a tort, i.e., 
a wrong done. The other remedy is 
an action for breach of contract. The 
proof required of the plaintiff to sup- 
port his claim for damages is quite 
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different in the two kinds of legal 
action. Obviously, it is one thing 
to prove negligence resulting in a 
defective or dangerous product and 
something else again to prove a 
breach of a contract whether it be 
an implied contract or an express 
contract. 


Early Concept 


In an earlier day the injured per- 
son had rather hard sledding to se- 
cure damages from the manufacturer 
even in some cases where his negli- 
gence was quite apparent or even 
conceded. Thus, in the historical 
decision of Winterbottom versus 
Wright, an English case decided in 
1842, which has influenced many 
thousands of subsequent cases for 
good and for bad, a coachman was 
injured by reason of a defective 
wheel. The court was not concerned 
with the existence or lack of negli- 
gence in the making of the wheel. 
It decided the plaintiff could not re- 
cover for his injury because there 
was no duty of care owing to him by 
the manufacturer since he was a 
complete stranger to the contract 
under which the coach was sold. 
How far we have come in our con- 
cern for the injured person is illus- 
trated by the famous decision of 
Justice Cardozo in MacPherson 
versus Buick (N. Y. Court of Ap- 
peals, 1916, 111 N.E. 1050) and 
even more recently in Carter versus 
Yardley, a 1946 decision of the 
Massachusetts Supreme Court, in 
which that court dramatically aban- 


dons its earlier views as unsound and 
as being an insupportable adoption 
of the judges’ reasoning in the Win- 
terbottom case. 

It is interesting to compare the 
statements of the judges in these 
cases for they tell the story of the 
development of the law. In 1842 
Lord Abinger speaking for the court 
said : 

“There is no privity of contract 
between these parties; and if the 
plaintiff can sue, every passenger, 
or even any person passing along 
the road, who was injured by the 
upsetting of the coach, might bring 
a similar action. Unless we confine 
the operation of such contracts as 
this to the parties who entered into 
them, the most absurd and out- 
rageous consequences, to which I can 
see no limit, would ensue.” And 
Rolfe, B., supporting him added 
this: 

“This is one of those unfortunate 
cases in which there certainly has 
been damnum, but it is damnum 
absque injuria; it is, no doubt, a 
hardship upon the plaintiff to be 
without a remedy, but by that con- 
sideration we ought not to be in- 
fluenced. Hard cases, it has been 
frequently observed, are apt to in- 
troduce bad law.” 


Beginning of Present Trend 


In 1903, Sanborn, then speaking 
as a judge on the United States 
Circuit Court of Appeals, embraced 
the Winterbottom case and the deci- 

(Continued on the next page) 
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sions that had been influenced by it, 
but found that the case before him 
fell within one of the several excep- 
tions to the rule of non-liability 
which, in the interests of justice, had 
evolved to soften the harshness of 
the Winterbottom decision. 

“But while this general rule is 
both established and settled,’ San- 
born said referring to Winterbottom 
again, “there are, as is usually the 
case, exceptions to it as well defined 
and settled as the rule itself. There 
are three exceptions to this rule. 
The first is that an act of negligence 
of a manufacturer or vendor which 
is imminently dangerous to the life 
or health of mankind, and which is 
committed in the preparation or sale 
of an article intended to preserve, 
destroy, or affect human life, is ac- 
tionable by third parties who suffer 
from the negligence. The second ex- 
ception is that an owner’s act of 
negligence which causes injury to 
one who is invited by him to use his 
defective appliance upon the owner’s 





premises may form the basis of an 
action against the owner...The third 
exception to the rule is that one who 
sells or delivers an article which he 
knows to be imminently dangerous to 
life or limb to another without notice 
of its qualities is liable to any person 
who suffers an injury therefrom 
which might have been reasonably 
anticipated, whether there were any 
contractual relations between the 
parties or not.” 


Abandonment of Old Rule 


In 1916 the case of MacPherson 
versus Buick Motor Company came 
before the great New York jurist 
Cardozo, later member of the U. S. 
Supreme Court. A defective wheel 
had caused injury to the plaintiff. 
The question before the court was 
whether the motor company, who 
purchased the wheel from another 
manufacturer, owed a duty of care 
and vigilance to any one but the im- 
mediate purchaser, i.e., the dealer 
from whom plaintiff purchased the 
car. 





It’s part of the American Christmas spirit — 
to give the greatest gift of all... health, life 


It began in 1907, this idea of buying Christ- 
mas Seals to overcome tuberculosis . . . 
each Christmas since, the crescendo has swelled. 
Last year, it reached a mighty chorus of more 
than 15,000,000 American families. 


You probably were included; thank you, and 
thank you again. If not, join in. Add even a 
tiny remembrance to the bottom of this year’s 
Christmas list. Send your contribution to your 
Tuberculosis Association today, please. — 
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Judge Cardozo, in writing the 
majority opinion in favor of the 
plaintiff, made these significant state- 
ments : 

“If the nature of a thing is such 
that it is reasonably certain to place 
life and limb in peril when _negli- 
gently made, it is then a thing of 
danger. Its nature gives warning of 
the consequences to be expected. If 
to the element of danger there js 
added knowledge that the thing will 
be used by persons other than the 
purchaser, and used without new 
tests, then, irrespective of contract, 
the manufacturer of this thing of 
danger is under a duty to make it 
carefully. That is as far as we are 
required to go for the decision of 
this case. 

“We have put aside the notion 
that the duty to safeguard life and 
limb, when the consequences of negli- 
gence may be foreseen, grows out 
of contract and nothing else. We 
have put the source of the obligation 
where it ought to be. We have put 
its source in the law. 


To-day's Conditions 


“The dealer was indeed the one 
person of whom it might be said 
with some approach to certainty that 
by him the car would not be used. 
Yet the defendant would have us say 
that he was the one person whom 
it was under a legal duty to protect. 
The law does not lead us to so in- 
consequent a conclusion. Precedents 
drawn from the days of travel by 
stagecoach do not fit the conditions 
of travel to-day. The principle that 
the danger must be imminent does 
not change, but the things subject 
to the principle do change. They 
are whatever the needs of life in a 
developing civilization require them 
to be.” 

Now we come down to January 
17, 1946 and listen to Justice Lum- 
mus speaking from the Supreme 
Judicial Court of Massachusetts, 
(64 N.E. (2d) 693) : 

“The time has come for us to 
recognize that that asserted general 
rule no longer exists. In principle 
it was unsound. It tended to produce 
unjust results. It has beeu abar- 
doned by the great weight of author- 
ity elsewhere. We now abandon tt 
in this Commonwealth.” 
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In place of the discredited rule 
Lummus asserted the following : 


“In principle, a manufacturer or 
other person owning or controlling 
a thing that is dangerous in its na- 
ture or is in a dangerous condition, 
either to his knowledge or as a result 
of his want of reasonable care in 
manufacture or inspection, who deals 
with or disposes of that thing in a 
way that he foresees or in the exer- 
cise of reasonable care ought to fore- 
see will probably carry that thing 
into contact with some person, 
known or unknown, who will prob- 
ably be ignorant of the danger, owes 
a legal duty to every such person to 
use reasonable care to prevent injury 
to him. In the application of the 
principle it is immaterial whether or 
not the conduct of a defendant 
amounted to a breach of the con- 
tract between him and the immediate 
buyer from him. The duty is not 
created by contract, but is an in- 
stance of the general human duty not 
to injure another through disregard 
of his safety. 

“The doctrine of the MacPherson 
case is now generally accepted. Its 
acceptance has brought all dangerous 
things into the same class as the 
‘inherently dangerous’ things to 
which the principle already stated 
has always been applied. The Mac- 
Pherson case caused the exception 
to swallow the asserted general rule 
of nonliability, leaving nothing upon 
which that rule could operate. 
Wherever that case is accepted, that 
rule in truth is abolished, and ceases 
to be part of the law.” 


Majority Accord on General 
Propositions 


While there is still much confusion 
and difference between the holdings 
of the courts of the various States 
it is possible to set down these gen- 
eral propositions as portraying at 
least the view of the majority. 


First—A manufacturer or vendor 
is liable to the purchaser with 
whom he directly contracts for 
breach of warranty of fitness or 
suitability. The warranty may be 
express or implied. In the case of 
food and drugs there is always a 
warranty implied from the mere 
fact of sale that the commodity is 
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Our Advice 
Lo Property Owners 


> ANY TIME 
ALL THE TIME 


“What you need is a competent broker or 
agent who not only knows insurance contracts, 
but also knows his way around in the insur- 
ance markets. Such an expert can relate your 
insurance to current economic conditions and 
set up a program to meet your own special 


(from an Atlantic newspaper advertisement) 
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fit for use and will not cause in- 
jury or harm to the purchaser. 
Second—A manufacturer or 
vendor is liable to any person who 
is harmed or injured by his prod- 
uct if he has been negligent in its 
preparation. In such situations, 
it does not matter whether the in- 
jured person was the purchaser 
or a complete stranger to the con- 
tract of sale although he must be 
one or of a class the manufacturer 
or vendor could reasonably expect 
would be exposed to danger by 
reason of his negligence. 
Third—In more than thirty states 
the Uniform Sales Law has been 


enacted and it creates a statutory 
duty on the manufacturer or 
vendor to respond to the pur- 
chaser’s specifications with an ar- 
ticle that is fit and suitable for 
the purchaser’s purpose—and that 
is also merchantable. 


From the ancient doctrine of 
caveat emptor, let the buyer beware, 
we have come substantially to a more 
modern doctrine, caveat venditor, let 
the vendor beware, a doctrine which 
even the most conservative of us 
must admit is more in harmony with 
considerations of justice and fair- 


(Continued on the next page) 
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ness. After all, why should an inno- 
cent person suffer injury without 
redress against the one responsible 
for his injury. He should not only 
have remedy against the maker or 
vendor of the faulty product but his 
way to recovery should not be im- 
peded by ancient and clumsy legal 
barriers. 


Recent Decisions 


To see how the law works both 
for and against the manufacturer and 
vendor let’s scan some recent deci- 
sions. 

A manufacturer of perfume was 
held to be liable directly to the pur- 
chaser who bought it from a retailer 
in Carter v. Yardley, the decision of 
the Massachusetts Court to which 
reference was made earlier. The evi- 
dence supported a finding of negli- 
gence on the ground the perfume 
contained some harmful ingredient, 
dangerous not only to this user but 
others, thus overcoming a defense 
based on the plaintiff’s peculiar sus- 
ceptibility to substances not gener- 
ally harmful. 


An evening gown treated with 
nitro-cellulose as sizing is an in- 
herently dangerous article, the New 
York Supreme Court decided in 
1944 when it reversed the action of 
the lower court and reinstated the 
jury’s verdict for the plaintiff who 
sustained injury when her gown 
suddenly ignited in the course of a 
New Year’s Eve party. The action 
was directly against the manufac- 
turer and was based on negligence. 
Noone v. Perlberg, Inc., New York 
Supreme Court Appellate Division, 
June 28, 1944. 

Failure of the manufacturer to 
inspect material used in the manu- 
facture of the heating element of an 
electric stove was negligence for 
which he was held accountable in 
Roettig v. Westinghouse Electric 
and Manufacturing Company. 
(U. S. District Court, Eastern Dis- 
trict of Missouri, January 31, 1944.) 
The element exploded due to a short 
circuit and the court considered the 
plaintiff’s injuries worth $1,000 plus 
costs, although I dare say the plain- 
tiff had a much larger sum in mind. 

Eight thousand dollars was not 
too much for the injuries sustained 
by the plaintiff, a fireman, as the 





result of an exploding fire extin- 
guisher, in the opinion of the Illinois 
Appellate Court sustaining a judg- 
ment against the manufacturer, 
Kregar v. Geo. W. Diener Manu- 
facturing Company—January 18, 
1944. 


Foreign Material 


North Carolinians are superb 
judges of good tobacco and no one 
can make them believe that a fish 
hook has any place in a plug of the 
chewing kind. The jury, as could 
be expected, found the defendant 
guilty of the negligence charged and 
the Supreme Court found no fault 
with its verdict for the plaintiff. 
Caudle v. F. M. Bohannon Tobacco 
Co.—North Carolina Supreme 
Court, October 8, 1941. 

It seems the Illinois Appellate 
Court stretched things pretty far in 
overturning verdicts for both vendor 
and manufacturer in the croup kettle 
case (Lindroth v. Walgreen Com- 
pany, June 13, 1946). The infant 
plaintiff was badly burned in a fire 
that began when the kettle became 
dry and overheated. The plaintiff's 
mother alleged an express warranty 
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on the part of the vendor and negli- 
gence by the manufacturer. It was 
negligence, it was claimed, to fail 
to provide a thermostat on the kettle 
which would interrupt the flow of 
electricity when dangerous tempera- 
tures were reached. The appellate 
court sided with the plaintiff and 
held there was a prima facie case 
of negligence on the part of both de- 
fendants. I am told that a verdict of 
$65,000 was returned in this case. 

One is caused to wonder if the 
same principle might not apply to 
many common household articles— 
the electric iron, the toaster, even the 
lowly stew pot and steam kettle, 
which will also burn when the water 
has evaporated. 


"Enriched" Flour 


How did your biscuits taste this 
morning? I hope they were not 
made of the same high quality “en- 
riched” flour the Jones family used 
one morning down in Alabama. 
Their enriched flour contained along 
with other things a quantity of cal- 
cium arsenic. The manufacturer 
contended his processes were per- 
fect and no inference of negligence 
could be supported. The jury 
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thought otherwise and the Alabama 
Supreme Court could find no re- 
versible error in the verdict—Ballard 
& Ballard v. Jones—March 1, 1945. 

The need for explicit instructions 
in the use of a product and its thor- 
ough testing before placing it on the 
market is brilliantly illustrated by the 
decision in Ebers v. General Chem- 
ical Company (Michigan Supreme 
Court, January 2, 1945). According 
to the plaintiff the defendant’s in- 
secticide not only eradicated the 
peach tree borer but his peach or- 
chard as well. This he didn’t like 
and he sued for damages contending 
the defendant was negligent in issu- 
ing improper directions for the prod- 
uct’s use and also in failing to test it 
in Michigan before introducing it for 
sale there. Despite the fact the de- 
fendant had tested the product ex- 
tensively in the laboratory and in 
other states and had prepared the 
product in accordance with the in- 
structions of the U. S. Department 
of Agriculture, the Michigan Court 
felt the question of negligence for 
its failure to also test the product 
in Michigan and the adequacy of 
the directions furnished with the 
product, were questions of fact for 
the jury. Accordingly, it reversed 


the trial court which had directed a 
verdict for the defendant and granted 
the plaintiff a new trial. 

It seems clear and reasonable that 
a manufacturer should warn those 
who will use his product of its char- 
acteristics which make its use in a 
normal and expected fashion dan- 
gerous under some conditions. Thus, 
a manufacturer of a waterproofing 
primer should warn of the primer’s 
low flash point. His failure to do so 
resulted in an explosion while the 
primer was being applied to the in- 
terior of a water tank, causing the 
death of an employee and damage 
to the property of his employer. 
There was no error in submitting 
the question of negligence to the 
jury or in its finding for the plaintiffs 
in the opinion of the U. S. Circuit 
Court of Appeals in the case of 
Lyons v. Standard Oil Company— 
U. S. Circuit Court of Appeals—8th 
Circuit—October 22, 1942. 

Another case to the same effect is 
Maize v. Atlantic Refining Com- 
pany, 41 Atl. (2nd) 850. The plain- 
tiff in this case recovered $10,000 
for the death of his wife who died 
from inhalation of fumes from 
Safety-Kleen while cleaning rugs 


(Continued on the next page) 
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indoors. In discussing the question 
of the defendant’s negligence the 
Pennsylvania Supreme Court said— 
“That the fluid the defendant manu- 
factured and sold for general use in 
cleaning fabrics is highly dangerous 
is proved by the tragic result in this 
case. That housewives and others 
would use the fluid in places that 
were not ‘well ventilated’ by fre- 
quently changing currents of air 
might reasonably have been foreseen 
by the defendant. The word ‘Safety’ 
was so conspicuously displayed on 
all four sides of this can of dangerous 
fluid as to make the word ‘Caution’ 
and the admonition against inhaling 
fumes and to use only in a well ven- 
tilated place seem of comparatively 
minor import.” 

While the obligation to furnish 
adequate warning labels is one that 
is strictly enforced, the manufac- 
turer is not expected to foresee and 
warn against the freak accident or 
the mis-use of the product even 
though injury results from a dan- 
gerous ingredient. 

Alcaro v. Jean Jordeau, U. S. 
Circuit Court of Appeals, 3rd Cir- 
cuit, October 27, 1943, was such 
a case. The defendant manufac- 
turer produced a depilatory cream 
that contained calcium sulphide, a 
substance that is injurious on con- 
tact with the eyes. The plaintiff 
failed in her effort to prove the de- 
fendant negligent for his omission to 
disclose the dangerous ingredients of 
the product and to give instructions 
as to the care necessary in the use 
of the tube. 
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That finger nail polish would be 
applied over a child’s clothes and 
then ignited was a bit more than the 
manufacturer could reasonably an- 
ticipate in the opinion of the Mis- 
souri Appellate Court in the case of 
Lawson v. The Benjamin Ansehl 
Company, May 9, 1944. The plain- 
tiff had argued that since the polish 
contained an element which was 
dangerous when exposed to flame 
the bottle should have carried a 
warning label. The appellate in re- 
versing a finding for the plaintiff 
pointed out the product was harm- 
less when used in the way it was 
intended to be used and defendant 
had no cause to expect it to be used 
in the manner it was by the plain- 
tiff's minor child who died from his 
injuries. 

We once were accustomed to 
think of products liability in terms 
of foreign substances in food and 
drink and harmful drugs, proprie- 
tary medicines and cosmetics. In- 
deed cases in those categories for 
sometime bounded the area in which 
the underwriter was willing to ven- 
ture. That the field of products 
liability is as broad as industry itself 
is illustrated by the cases already 
cited and by these additional cases 
on which mention is made only 
briefly. 


Additional Cases 


In Dawson v. McWilliams, the 
U. S. Circuit Court of Appeals, 5th 
Circuit, December 15, 1944, upheld 
a judgment for plaintiff whose hus- 
band was killed when a loop socket 
slippéd from the cable to which it 
was attached. 

A trip press sold by the defendant 
to the plaintiff’s employer was in- 
volved in the case of Rice v. E. M. 
Bliss Co. (N. Y. Supreme Court, 
May 20, 1946). This court re- 
versed the lower court which had 
dismissed the complaint saying the 
plaintiff had established a prima 
facie Case. 

Tingey lost his life and Hulsizer 
suffered personal injuries when an 
explosion occurred as they were us- 
ing the defendant’s product, a chem- 
ical used in heat treating of steel. 
The California Court of Appeal af- 
firmed judgments for the plaintiffs 
saying the doctrine of res ipsa lo- 
quitur was applicable on the facts 


presented, which showed the condi- 


tion of chemical had not been 
changed after it left defendant’s pos- 
session—Tingey v. E. F. Houghton, 

The manufacturer of a child's 
game was held liable for an eye 
injury in Gittelson  v. Gotham 
Pressed Steel Corporation (N. Y, 
Supreme Court, Appellate Division, 
June 21, 1943) even though the part 
which caused the injury was supplied 
by another manufacturer. 

No review of products cases js 
complete without a ladder case. The 
New York Supreme Court, Appel- 
late Division, July 1, 1942, in Whit- 
ing v. Chesebro-Whitman Co. up- 
held the verdict for the plaintiff. 


Decisions Holding Non-Liability 


Not all cases go against the de- 
fendant although the temptation on 
the part of the underwriter to make 
you think so is at times overpower- 
ing. For example, the defendants 
prevailed in the following cases but 
only after prolonged and expensive 
litigation. 


Markulics v. Maico Co. Inc., Cali- 
fornia District Court of Appellate, 
April 17, 1946—burns alleged due 
to wearing hearing aid. 

Mansz v. McWhyte Co., U. S. 
Circuit Court of Appeals, 3rd Cir- 
cuit, May 8, 1946—breaking of wire 
cable allowing scaffold to fall. 

Gorman v. Murphy Diesel Co., 
Delaware Superior Court, Novem- 
ber 12, 1942—explosion of diesel 
engine. 

Gilbride v. James Leffel & Com- 
pany, Ohio Appellate—May 16, 1942 
—collapse of a boiler. 

Bragg v. Ohio Chemical & Manu- 
facturing Company—NMissouri Su- 
preme Court, December 16, 1941— 
dentist died in trying out an anal- 
gesia machine. 

Strother v. Villere Coal Company 
—Louisiana Court of Appeals, No- 
vember 2, 1943—explosion caused 
by bullet in coal. 

Lee v. Walworth—U. S. District 
Court, December 11, 1940—defec- 
tive pipe elbow causing employee's 
fall from scaffold. 

The mere fact that a commodity 
may do injury does not show a 
breach of warranty that it is safe and 
suitable for the purpose for which it 
was sold. Thus, the U. S. Circuit 
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Court of Appeals held the defendant 
free of blame in Sawyer v. Pine Oil 
Co. (U. S. Circuit Court of Appeals 
—5th Circuit—June 7, 1946) for in- 
iury caused when its product 
splashed into the plaintiff’s eye while 
she used it to clean a sink. The court 
concluded its opinion with this in- 
teresting statement. “Certain it is 
that persons in the general use of 
benzene, household ammonia, lysol, 
naphtha, and other similar agents, 
are aware of the fact that painful 
consequences will result if they are 
used in such a manner as to allow 
them to get into the eye, but these 
potential consequences do not result 
in a discontinuance of their use nor 
in the conclusion that they are unfit 
for the use to which they are in- 
tended to be put.” 

When the Jones Store Company 
sold a $1.98 colored blouse to one 
Marra way back in October of 1938, 
it probably rang up the sale and 
considered the transaction closed. 
But things didn’t work out that way. 
Five years and four months later the 
transaction finally came to an end 
and favorably, at least, for the store. 
In the meantime, it had been sued 
and held liable for $3,000 damages 
for an infectious dermatitis at- 
tributed to a harmful element in the 
dye which faded onto the plaintiff's 
skin. The store lost the second 
round too as the Appellate Court 
also believed the plaintiff should re- 
cover. It took the Supreme Court 
of Missouri to bring the sale of that 
blouse to its final conclusion. Just 
imagine the overhead on that sale. 
Jones Store Company v. Shain— 
Missouri Supreme Court—March 6, 
1946, 


Breach of Warranty 


While any person may, under the 
most modern decisions, proceed di- 
rectly against the manufacturer for 
damages caused by his negligence, 
only those who are parties to the 
contract of sale may proceed on the 
theory of a breach of warranty. 
Thus, the husband could not re- 
cover on warranty for an injury to 
his wife from a permanent wave set 
bought from the defendant in a 
transaction to which he was a 
Stranger. Pearl v. Wm. Filenes & 
Sons, Massachusetts Supreme 
Court, January 4, 1945. But the IIli- 
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nois Appellate Court held that an 
implied warranty of fitness extended 
to a third party for whom a sandwich 
was purchased. Blarjeska v. Thomp- 
son’s Restaurant—February 14, 
1945, 

The vendor of a product contained 
in the original package may be held 
under the statutory warranty even 
though he had no knowledge of its 
ingredients or any opportunity to in- 
spect the contents. Reynolds v. New 
Jersey Products Company, New Jer- 
sey Court of Appeals, February, 
1947, 

A contaminated can of chili con 
carne was the basis for the similar 
holding against the retailer in Martin 
v. Great Atlantic & Pacific Tea 
Company—Kentucky, 1946—192 
S.W. (2d) 201. 

Recent decisions are eroding the 
security of the once useful defense 
that the plaintiff’s injury was due to 
an idiosyncrasy or peculiar suscepti- 
bility to things which are not gen- 
erally productive of harmful results. 
Thus, in a most recent lipstick case, 
Reynolds v. New Jersey Products 
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Company, supra, the court said 
“The mere fact that only a small 
proportion of those who use a cer- 
tain article would suffer injuries by 
reason of such use does not absolve 
the vendor from liability under the 
implied warranty created by the stat- 
ute; otherwise, in every action to 
recover damage for the breach of an 
implied warranty, it would be neces- 
sary to show that the article sold 
* * * would be injurious to every 
user.” 

Similar results occurred in Zirpola 
v. Adams Hat Stores, Inc.—122 
N. J. L. 21 and Bianchi v. Benholm 
& McKay Company (Massachu- 
setts), 19 N.E. (2d) 697 and Smith 
v. Burdine’s, Incorporated (Flor- 


ida), 198 So. 223. 
(To be Continued) 





Handling—from page 24 


4. The County of Dallas 
5. The Dallas City—County Hos- 
pital System 
6. The Public Housing Authority 
of Dallas County 
7. The County Industrial Home 
8. The County Convalescent Hos- 
pital 
9. Other 
entities 
The premiums today run into sub- 
stantial figures, and the servicing of 
these many accounts require con- 
siderable handling. For this reason, 
the board now has one member agent 
charged with the direct responsibil- 
ity of servicing these accounts for 
the benefit of the board, and a 
reasonable monthly expense allow- 
ance is granted that agent for such 
service as rendered. It is hoped that, 
in the years to come, the Insurance 
Placement Board will be able to 





miscellaneous _ political 





locate an individual on a full-time 
basis to perform these duties. Aside 
from the above mentioned expense 
allowance which is a very nominal 
percentage of the total income, all 
commissions are distributed once 
each year to all member agents in 
good standing. The commissions are 
divided, equally, regardless of the 
size of the agency and amount of 
dues it has paid into the local as- 
sociation. Another important matter 
to be remembered is that commis- 
sions on this political business are 
distributed only on an earned basis. 

This board has obtained an offi- 
cial ruling from the Internal Revenue 
Department, approving its method 
of operation and declaring it to be 
a non-profit organization. The or- 
ganization of any Insurance Place- 
ment Board should be such that it 
will be determined tax-free and care- 
ful study, in all instances, should be 
given to this point. 
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The First Boston Corporation has been a major factor in 
maintaining primary markets in insurance company stocks 
for more than 18 years. Our 8 offices inter-connected by 
private wires assure you of quick, accurate, up-to-the- 
minute bid and ask quotations from source markets 


Markets 








Participation in the financing of a number of insurance 
companies complements our long trading experience and 
increases our ability to evaluate the investment merits of 
leading companies. From time to time, we issue special 
information bulletins on individual companies. 

Investors in insurance company stocks are invited to 
communicate with our nearest office. 
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Aside from the managing ageney 
as above mentioned, our organigg 
tion has a rotating board of direct 
who make a frequent check on ¢h 
managing agency and, in additig 
to this, aid the managing agency j 
doing contact work with the vario 
entities. 

The Insurance Placement Boag 
has, at its call, all member agencig 
for special aid when required. 
risks are reinspected at least 
nually, by appointed crews of agent 
and field men and, in this wa 
proper rate service is assured. 

A complete trial balance set 
books is kept by the manager of ogp 
local association and these books are 
periodically audited by a certifief 
public accountant. All bills for pre 
miums are handled by our local 
ager on Insurance Placement Boa 
billheads. All premiums are cof 
lected and paid by our local boa 
manager. ; 

Our general practice in the hag 
dling of the actual contracts of im 
surance is to place the business wif 
one of our local companies and t 
master policy is, in turn, ceded f 
other local companies and local ger 
eral agents by way of reinsuraneg 
The great bulk of property insur 
ance has now been set up on #@ 
blanket basis, subject to 90% co 
insurance which, under our regula 
tion, waives the distribution average 
clause. The amounts of insurance 
are based upon appraisals by each 
political entity’s engineering depart: 
ment, and these appraisals are ad 


justed each year. As a general rule | 
our practice is to write five year 





term policies with 20% coming 
for renewal each year. 

We believe that income from In 
surance Placement Board operatiot 
should be promptly distributed 1 
its member agents and not used fo 
any other purpose. The local it 
surance agents association, in ow 
opinion, should operate on its ow 
separate budget and the two shoul 
not be correlated. 

The method of handling politica 
insurance, as above outlined, is, i 
our opinion, sound in every respet 
and we believe that political author 
ities anywhere in the nation woul 
welcome this plan in their cof 
munity. 





From an address before the National Asso 
tion of Insurance Agents. 
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4. Loss of securities 


3. Loss outside premises 


5. Loss by forgery and alteration 


This Man can Tell you how 


some per- 


FE will tell you how Comprehen- 

sive Dishonesty, Disappear- 
ance and Destruction Insurance 
can give your business maximum 
protection against loss from com- 
monly -occurring employe dishon- 
esty, disappearance or destruction 
of money and securities . . . witha 
minimum of premium outlay. The 


“3D” policy does away with several 


yolicies and bonds... 
I 


haps overlapping or so widely 
separated as to leave dangerous 
loopholes. 

Ask this man—your local USF&G 
Agent—about this convenient pack- 
age of insurance protection. He 
knows your insurance problems. 
Consult him today. There is no 


obligation. 


U. &. F. & G. 


United States Fidelity & Guaranty Co., Baltimore 3, Md. 
Fidelity & Guaranty Insurance Corp., Baltimore 3, Md. 
Fidelity Insurance Co. of Canada, Toronto 


“Consult your Insurance 


Agent or Broker 


as you would your 
Doctor or Lawyer.” 








Approach—from page 24 


5. Because of its position in the 
insurance industry, the association 
would be able to enlist and secure 
the full cooperation of rating bureau 
representatives, company engineers 
and underwriters on a more com- 
prehensive basis than could any one 
agent or broker. 

6. The commission would be dis- 
tributing the commissions from its 
business to the largest possible num- 
ber of bona fide agents and brokers 


(approximately 120 offices) with- 
out sacrificing efficiency, something 
that could not be the case were an 
arrangement attempted without the 
backing of an association. 


The Insurance Manager 


It should be explained that the 
insurance manager, being a member 
of the association, receives a portion 
of the commission for his services 
and thus is in a position to devote 
the required time and attention to 
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servicing the line. After present! 
tion of the plan the committee ask 
for and received permission to pre 
pare the analysis based on a resoly. 
tion of the Port Commission, being 
awarded the business as has bee 
told heretofore. 

Because the selection of the jp. 
surance manager was a Wise om 
and the plan sound, the program wa 
a success from the beginning, |p. 
mediately, it attracted the attentig 
and interest of other public bodig 
and our local good government ¢. 
ganization, the Municipal League ¢ 
Seattle. The manager devoted coun. 
less hours in cooperation with jp 
terested companies, rating bureg 
representatives and other agents, ; 
arranging the Port insurance lin 
in the best possible manner. 


Extension of the Plan 


Success begets success and wit! 
the Port line in excellent shape, i 
naturally became easier to attack th 
next public line. In fact, in som 
cases the approach was invited b 
the public body. In the years tha 
followed, the King County Hospitd 
System, Housing Authority of the 
City of Seattle, Seattle Transit Sys 
tem, Central Blood Bank and mor 
recently the County of King have 
been added to the list of public ac 
counts serviced by the association. 

The approach in each of the above 
lines varied. Generally speaking 
contact was first made by one a 
more agents personally acquainted 
with one or more members of the 
authority. Usually the contact wa 
made by an agent or agents who had 
had previous dealings on insuranet 
matters with the board or one @ 
its members. 


Where doubts existed as to tht 
competence of the association and it 
plan the usual time-consuming & 
planations and approaches were éllr 
ployed, with the added arguments 
similar to the ones presented to the 
Port—always stressing the fact that 
a poor insurance program, in the 
event of loss, can back-fire and prove 
ruinously embarrassing to a_ publi 
official, especially if he happens * 
be an elected one. Too, illustration 
of what had been done for one 
more other public bodies along insut 
ance lines have proved helpful. 
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the form of letters, have been pre- 
sented to the body being approached. 
In the latter connection, reference 
of the Municipal League, which en- 
iovs a high reputation for imparti- 
ality and objectivity in matters con- 
cerning local good government, has 
been most important. It should not 
be overlooked, of course, that it is 
essential that the local good govern- 
ment organization, be taken into the 
association's confidence and shown 
every phase of the operation of the 
placement plan. Nothing short of 
complete frankness and an “open 
book” attitude will gain the support 
of an organization having the sup- 
port of the best elements of the 
citizenry. Once obtained, the back- 
ing of such an organization is not 
only invaluable in gaining new lines 
~it is probably even more impor- 
tant in insuring retention of the 
business. 


Sometimes, public bodies will 
point out that the law requires them 
to call for bids on insurance. This 
need not deter the association. The 
board needs assistance of a con- 
tinuing nature and the association 
is in a position to fill this need. 
Someone who understands insurance 
must draft the specifications. Query ; 
What limits?, what type of cover- 
age’, what type of carrier?, have 
any gaps been left unprovided for? 
and so on. Thus the association can 
urge that it be appointed as servicing 
agent in this capacity, after com- 
pleting a survey, call for bids, as- 
semble them and interpret them to 
the authority, and then place and 
service the business. 


Self-Insurance 


In approaching a body that in- 
sists on self-insurance, the usual 
arguments must be used. As we all 
know, self-insurance is usually con- 
lused with “no insurance” and a 
publicity authority with “no insur- 
ance” in time of catastrophe is in 
public disfavor. There are too many 
politicians who will remind the vot- 
ers that Mr. Incumbent “fell for” 
a self-insurance plan which cost the 
laxpayers a neat piece of change. 
Ut course, the approach presents a 
problem and it cannot be emphasized 
too strongly that frank talk by 
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Frequently, recommendations, in 











Growth... 


In a quarter of a century—General of America 
was founded in 1923—this organization has 
grown to be one of the nation’s largest capital 
stock companies. Coincident with our growth, 
many of our agents have grown to be the dom- 
inant insurance factors in their fields. We back 
them fully realizing that growth is a product of 


intelligent teamwork. 








GENERAL is the leader in providing new 
and better features in nearly every type of 
commercial insurance. 
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persons well-known and respected 
by members of the authority is the 
best approach. 

It is ironical that once a self-in- 
surance fund becomes fairly sub- 
stantial the authority begins to look 
for ways of protecting the fund 
itself. A neighboring community, 
after accumulating a sizeable fund 
accepted the proposal of some alert 
agents and purchased fire insurance 
on some of its better school prop- 
erties, using the interest from the 


fund plus a minor annual appropri- 
ation for the premium. 

While the following comments 
may not bear directly upon the sub- 
ject, in a sense they do, for no matter 
how good an association’s approach 
may be, it may not be good enough 
to land the order if the public body 
gets the notion that it represents a 
clique of agents interested only in 
grabbing off a commission. We have 
constantly strived, as should every 

(Continued on the next page) 
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Approach—Continued 


local board, to do an effective job 
of public relations. In other words 
we have attempted -to keep in the 
public eye in a favorable way. Our 
association, for example, makes a 
substantial monthly contribution to 
our local Safety Council, makes reg- 
ular contributions to the Red Cross, 
purchases a vast amount of fire 
prevention material for the Seattle 
Fire Department to use in the 
schools during Fire Prevention and 





COURTESY N. Y. C. FIRE DEPT. 


property. 













Blazing flames, dangerous fumes and falling timbers are a regular 
part of the fireman's life. He requires real courage and special 
training to minimize hazards and reduce loss of life and limb. 


But every day thousands of people take chances with fire through 
ignorance and carelessness. Unlike the fireman, they are not even 
aware of the dangers they face and do not have the fireman's 
special knowledge to protect them. 


Pearl American firmly believes that it is the agent's duty to preach 
the gospel of conservation of property from fire in his daily con- 
tact with owners. In a sense, his knowledge of fire prevention 
parallels that of the fireman. He should not hesitate to use it to 
help protect his clients and reduce the burning rate of our country's 
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325 Chestnut St. 26 Cliff St. 175 W. Jackson Blvd. 


Spring Clean-Up Weeks; and quite 
recently we have embarked upon a 
rotating billboard advertising cam- 
paign costing well over $3300 annu- 
ally. 

The copy urges the public to in- 
sure with confidence with a member 
of the association, and displays our 
seal. Also, the reader of the sign is 
advised to consult the yellow pages 
of his telephone directory for mem- 
bers of the association. We have 
purchased a line beneath each mem 
ber’s listing reading “Member King 


























County Insurance Association.” Lag 
year during Fire Prevention Weg 
a series of free billboards was q 
nated by one of the outdoor advye 
tising companies and the associatiq 


purchased posters to use on thes 
be yards. Significantly, the cI edit lines 
read: “Sponsored by Seattle Fj 
Department and King County | 
surance Association.” Also, 

sponsor a C.P.C.U. course and fy 
nish textbooks therefor to the Up. 
versity of Washington Extensi 
Service. Lastly, at our annual bag 
quet each year, which we attem 
to make a gala affair, we invite 
of the public officials whose ingg 
ance we handle. They get to kng 
us and we them—in other words 
constantly work to solidify our og 
tacts and to get across the fact ff 
our association is a vital and ig 
portant element in the communif 










































_ From an address before the National A 
tion of Insurance Agents. 


PACKAGING GLOSSARY 


NLAND marine men will bei 

terested in a list of standard defn 
tions of trade terms customarily 
in the packaging field, said to be tht 
first of its kind, compiled by ti 
Standards and Practices Committ 
of Packaging Institute, Inc. Titledd 
“Glossary of Packaging Terms,” tit 
192-page volume will be composé 
of 18 basic sections. These inclu 
a general section and separate st 
tions on adhesives, bags, boxes (it 
cluding folding and set-up pape 
board boxes, and wirebound box 
and crates), barrels, cans, carloading 
terms, closures, drums (both fib 
and metal), flexible packaging m& 
terials other than paper, glass cot 
tainers, interior packaging methoé 
(including cushioning and dehy 
drated packaging), labels, packaging 
machinery, paper used in packaging 
shipping containers and collapsibl 
tubes. Sections on wooden boxes 
plastics used in packaging, and othe 
packaging items will be include 
later. The Glossary was compile 
and edited by Gerry O. Manypent) 
managing editor of Packagitt 
Parade magazine, who is chairma 
of the Institute’s packaging glossa 
sub-committee. Copies are availabl 
at $2.75 from Packaging Institute 
342 Madison Avenue, New Yor 
City. 
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£ Disaster Strikes- 




















Reinsurance lessens the shock. While the public demand 

for television sets rises to heights no one would have dared to forecast 

a year ago—the manufacturers of video sets are gearing themselves 

to meet enormous production schedules. Rapid expansion is 

often the forerunner of catastrophic accidents and expensive shut-downs. 
Properly drawn reinsurance plays an important part in your 

protection of this fast-growing industry. Our experience can be useful 

to you in providing suitable safeguards to manufacturing and commercial 


organizations through reinsurance. 


99 JOHN ST. NEW YORK 7, . ¥. 6 EAST titre ST.. KANSAS CITY 6, MO. 





CASUALTY, FIDEtrttTty AND SURETY REINSURANCE 


Surveys—from page 25 


useful information is requested in 
developing the information for the 
questionnaire. I believe it is well to 
take it easy, particularly during the 
first interview with the clerk or 
secretary or whoever has the in- 
formation. A lot of course depends 
upon personal acquaintance and the 
experience one has with the particu- 
lar municipal organization. 

3v and large, I would say that for 
the initial interview only those ques- 
tions that the clerk has at his finger 
tips should be developed, such as 
locations of properties, individual 
in charge, etc. Then after he warms 
up to the interview and is certain 
that it won't be too burdensome, 
find out what type of records he has 
as to inventories, building costs, 
list of equipment and other such 
valuable information. It is important 
to have the information needed well 
in hand and to secure it with the 
least amount of burden to the official 
responsible, 


Fire Rating Bureau 


3efore starting the inspection of 
‘ach of the properties, it is advisable 
to have a copy of the fire insurance 
rating bureau’s surveys. These sur- 
veys may be secured from the bureau 
by furnishing them with an Agent 
of Record Letter. The survey will 
contain information as to building 
construction, areas, fire protection 
and occupancy and is a great help 
to any one making the inspection. 
It is also advisable to have a copy 
of the map of the property which 
is obtained from the Sanborn Maps 
that are available in every com- 
munity. Also a Letter of Recom- 
mendation is usually furnished by 
the bureau if requested which will 


give the person making the inspec- 
tions definite information on not only 
the penalties in the rating but also 
methods to be 
the hazards. 


used in correcting 


With all this information, the per- 
sonal inspection of the property is 
now in order. Actually the inspec- 
tion is a verification of the informa- 
tion contained on the rating report, a 
check of the map to be sure that it 
is accurate and the making of notes 
on construction details to be used 
later in valuation work. It is well 
also to make notes on contents and 
equipment so that a working know]l- 
edge will be secured for later dis- 
cussions. Notes should be made of 
extensive values in libraries, records, 
extraordinary equipment and prop- 
erty belonging to others. Safe and 
vault construction is important; 
money and_ securities exposures 
should be watched and any serious 
hazards to life or property must 
be noted. Steam boilers, machinery 
and pressure vessels should be ob- 
served. In fact, any and all loss 
possibilities that are a fit subject for 
insurance should be recorded. 


A word about values at this point 
is in order. In the insurance busi- 
ness, we consider the valuation of 
property to be the responsibility of 
the property owner. However, in 
public properties where depreciation 
and other bookkeeping operations 
are not required, the problem of 
valuations is generally one of the 
services of the insurance people. Of 
course an appraisal by a contractor 
or architect or professional appraiser 
is most important but it is seldom 
that the budget of a municipality has 
sufficient funds to pay for this kind 
of a service. Therefore, if the job is 
to be done, it is usually the insurance 
engineers who are called upon. 
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| INDUSTRIAL and COMMERCIAL 


Thirty nine years of factual appraisal service to 
America’s more conservative business institutions. 


District offices in principal cities. 


IMPARTIAL VALUATIONS 
of 


PROPERTY 
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It is well to be certain that the 
municipality understands that the 
estimates of values of buildings are 
not appraisals and that they were 
made in an endeavor to arrive at an 
insurable value for insurance pur- 
poses, using methods accepted gen- 
erally by adjusters. If there’s any 
question about these individual 
values, the municipality should en- 
gage an appraiser or have one of 
their own qualified employees work 
out a valuation. The insurance com- 
panies recommend that the following 
statement be used whenever an esti- 
mate of values has been made by 
their people. 

“The estimate for determining the 
amount of insurance to be carried js 
approximate and as of this date, and 
cannot be considered as binding on 
either the assured or the company 
as to the actual value of the prop- 
erty.” 


Contents Valuation 


As to the valuation of contents, 
it is generally the practice of the 
municipality to make a_ physical 
count and appraise these items. As- 
sistance should be given by the in- 
surance interests to be sure that the 
valuation is based on the replace- 
ment cost as of the time the survey 
is made less a reasonable depreci- 
ation. On occasions when the rec- 
ords are not complete and it is very 
difficult to secure a physical count, 
insurance people have assisted in the 
valuation of contents, particularly 
where the insurance is written 
blanket. Information is needed here 
to guide the municipality in assign- 
ing proper values to buildings where 
permitted in the form. 

With this complete information 
at hand, it is possible to work out 
different types of insurance protec- 
tion including loss by fire, extended 
coverage, vandalism and malicious 
mischief, earthquake, replacement 
cost insurance and rental value in- 
surance. 

In making a survey of the ex 
posures of automobile protection, 
the insurance of course is broken 
down into the two main divisions, 
physical damage and third party lia 
bility. Before the physical damage 
and third party liability can be 
figured, a complete list of all the 
equipment must be secured together 
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with loss experience during the past 
three or five years. It is customary 
under automobile coverages to sub- 
mit the information to several differ- 
ent companies and secure bids, par- 
ticularly where the schedule is large. 

Physical damage coverage should 
be purchased, for a loss to the auto- 
motive equipment particularly where 
it is kept in a central garage, could 
be a catastrophe. 


The automotive bodily injury and 
property damage need depends 
largely on the laws of the com- 
munity. However, even in those in- 
stances where the laws do not hold 
the municipality responsible for third 
party liability, this insurance is fre- 
quently carried with the insurance 
company waiving the government 
functions as a defense. Also bodily 
injury and property damage insur- 
ance protects the drivers who with- 
out insurance might be held person- 
ally liable for accidents. 


General Public Liability 


Public liability protection for the 
operations of the municipality should 
be considered. Here again, the laws 
of the State govern to a large degree 
the type of protection needed. It 
is well to keep in mind that many 
municipalities today are going be- 
yond the scope of their limits under 
the law and whenever they exceed 
their municipal functions, it is neces- 
sary for them to be insured as any 
other private carrier. It is question- 
able if the city has full rights under 
the law for defense in operations of 
this kind. Also, under our budget 
system of operation, serious losses 
due to accidents through fire, wind, 
etc. may not be repaired or re- 
placed immediately due to lack of 
funds available. Situations of this 
kind have definite need of insurance 
protection and it is part of the duties 
of the survey committee to find 
these situations. 


Money exposures should be de- 
termined. This information is se- 
cured from the treasurer through 
whom all money transactions pass. 
Here a proposal for all risk money 
and securities insurance should be 
completed from which several in- 
surance carriers should offer bids 
for this broad form protection. 


(Continued on the next page) 


For December, 1948 














UTILITIES 
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ST. LOUIS, MO. 
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FIRE INSURANCE 
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TOPEKA, KANSAS 
ESTABLISHED 1917 
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The Value 


ofa 


Good Name 


“Who steals my purse 
steals trash. . . 


But he that filches from 
me my good name 


Robs me of that which not 
enriches him, 


And makes me poor in- 
deed.” 


Shakespeare said it, and we be- 
lieve he would have made an 
outstanding insurance agent. 
For in insurance the value of 
a good name cannot be over- 
estimated. There is no easy 
way to acquire a good name. 
No amount of money can buy 
the confidence and good will 
it inspires. A good name can 
be earned only by years of con- 
sistently sound service and 
prompt payment of all just 
claims. In view of Hanover’s 
and Fulton’s outstanding rec- 
ord we feel that Bard of Avon 
would be the first to pardon us 
for pointing with pride to our 
own good name. 


* 


THE HANOVER 
FIRE INSURANCE CO. 


OF NEW YORK 
Org. 1852 


THE FULTON 
FIRE INSURANCE CO. 


NEW YORK 


* 


HOME OFFICE 
11t John St., New York, N. Y. 


WESTERN DEPT. 
Insurance Exchange Building 
Chicago 4, Ill. 


PACIFIC COAST DEPT. 
340 Pine Street 
San Francisco 4, Cal. 
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Surveys—Continued 


It is necessary under the various 
state'laws for certain municipal offi- 
cials to be bonded. The laws fre- 
quently state the amount of the bond 
necessary. In addition, it is custom- 
ary for other employees to be bonded 
even though they are not covered 
by the law. A _ special bond, the 
Public Official Blanket Bond, is 
available for municipalities offering 
broad blanket bond protection at 
very nominal rates. The usual 
blanket bond application is com- 
pleted in these cases, and quotations 
received from several companies. 

Municipalities frequently have 
large values in street and road equip- 
ment. The street departments are 
usually located in a separate section 
of the community and all the equip- 
ment is gathered together in one 
yard and often under one roof. A 
catastrophe loss is possible through 
fire and the perils of the extended 
coverage endorsement. These values 
should be determined and insured 
under a marine contract, for recog- 
nition is given in the rate for the 
lesser hazards while on the road, 
and protection is given for damage 
both on and off the premises. 

In practically all municipalities, 
insurance on steam boilers is carried. 
Surveys for steam boiler protection 
are almost universally made by the 
boiler engineer of the insurance com- 
panies. It is sometimes desired to 
have two or three of the leading 
boiler companies each make pro- 
posals, for in that way the com- 
petitive spirit is introduced and the 
one giving the most protection for 
the least cost, will receive the busi- 
ness. Here the agent’s committee 
should carefully scrutinize the pro- 
posals of the boiler company to be 
sure that there is no duplication of 
coverage with the explosion pro- 
tection of the extended coverage en- 
dorsement. These duplications in 
protection are experienced in fired 
and unfired objects other than steam 
boilers such as tanks and water heat- 
ers. 

Many municipalities are now op- 
erating airports, some, even at a 
profit, and there is need for airport 
liability insurance to indemnify the 
municipality as operator for its 
legal liability, bodily injury or prop- 
erty damage accidents. If repairs 


are made or petroleum products sold, 
policy should include products lia- 
bility protection. No doubt many 
of the airports will have airmeets 
and if so, the coverage should in- 
clude this additional exposure. Also 
contractual liability coverage may be 
needed if the airport has agreed to 
hold harmless individuals for acci- 
dents. These airports will permit 
owners of aircraft to store their ships 
on the premises and hangar keeper's 
liability coverage is needed to assume 
the legal liability of the municipality 
to owners of aircraft which have been 
left in their care, custody or control, 
There is no set market for the cost 
of this protection and it is neces- 
sary to complete applications and 
submit to markets available for pre- 
mium quotations. 


Final Report 


The report of the survey of ex- 
posures may be made by taking one 
major class at a time or by present- 
ing the complete picture in one re- 
port. It is important that the final 
analysis of the exposures classify 
them into their three generally ac- 
cepted classes (a) essential (b) de- 
sirable (c) available. It is recog- 
nized that the laws of the community 
will determine, particularly in third 
party coverages, under which of the 
three classes the various insurance 
contracts will fall. 

The final report also may include 
such items of “showmanship” as the 
committee believes necessary to 
properly put over the program. 
Some reports include diagrams, 
showing insufficient _ protection. 
Others include detailed reports on 
fire prevention and protection men- 
tioning particularly any serious life 
hazards. 

It is apparent, therefore that the 
local situation will determine to a 
large extent the type of final report 
written. The main point is that the 
exposures should be properly and 
thoroughly analyzed so that the com- 
mittee when talking to the proper 
authorities, will have full facts to 
back up their statements. It is gen- 
erally found that authorities will 
follow verv closely the recommenda- 
tions of the committee if they know 
what they are talking about. 


_ From an address before the National Associa 
tion of Insurance Agents. 
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‘“Unforeseen events ... need not change and shape the course of man’s affairs” 


WHAT PRICE 


THE PRESSURE of temptation that causes an em- 
ployee to steal may be the price of an expensive 
gem ...or the cost of a wife’s operation. 

You, the employer, never know... until some- 
one on your payroll gives way to temptation— 
and steals from you. An employee, for example, 
known and trusted by you, may be plotting fraud, 
forgery, embezzlement, even as he looks you in 
the eye. Or, goaded by some personal crisis, he 
may already have stolen from you. 

Your one sure safeguard against loss 
from employee dishonesty is a blanket 
Fidelity Bond covering every person on 


iG 


One of a continuing 
series on the constant risks of 
employee dishonesty, this ad- 
vertisement is published to 
aid Maryland agents and 
brokers in selling more blan- 
ket Fidelity Bonds in larger 
amounts. 


TEMPTATION? 


your payroll ... for you never know who may be 
exposed as a thief. And because embezzlements 
today sometimes run into six figures, you need 
coverage in far greater amounts than ever before. 

Whether your business is large or small, 
you'll find that guaranteed honesty is the best pol- 
icy. That means a Fidelity Bond (dishonesty in- 
surance) in an adequate amount. And the man to 
see for the peace of mind this protection can bring 
you...is your Maryland agent or broker. 

Remember: Because your Maryland agent 
knows his business, it’s good business for you 
to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


MARYLAND ADVERTISEMENTS APPEAR REGULARLY IN 
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“INSURE UNITED PACIFIC’ 


FIDELITY and SURETY 


FIDELITY & SURETY DEPARTMENT 


HEAD OFFICE 
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DEPARTMENTAL OFFICES 
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SAN FRANCISCO LOS ANGELES 
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ALLSTATE Insurance Company 
Chicago, Illinois 


Automobile Rates 


A new rating plan for automobile liability and prop- 
erty damage risks has been approved by the New York 
Insurance Department. Introduced and being followed 
by the company, the plan is divided into twelve classi- 
fications instead of the four used by the members and 
subscribers of the National Bureau of Casualty Under- 
writers. Departmental approval brings forth for the first 
time two automobile rating plans effective concurrently 
in New York State. The Allstate’s filing afforded the 
Department its first opportunity to act on a plan dif- 
ferent from that of the National Bureau and is in line 
with the Superintendent’s declarations favoring com- 
petition on rates. New bodily injury rates provide for 
an over-all average reduction of 15%, with certain pre- 
ferred classes benefiting to a greater extent. New rates 
for property damage are about 10% below those filed 
by the National Automobile Underwriters Association. 


AMERICAN BONDING Company 


Baltimore, Maryland 


New Officers 


Herbert L. Dunn, for the past several years vice 
president and agency manager of the parent company, 
Fidelity and Deposit Company of Maryland, has been 
named to succeed John G. Yost as president. Mr. Yost 
has retired after forty-five years of combined service 
with the parent company and its subsidiary. Mr. Dunn 
joined the Fidelity and Deposit in 1911 and was elected 
assistant treasurer in 1920, in 1927 he was appointed 
assistant to the vice president in charge of the company’s 
agency department, subsequently he was appointed as- 
sistant agency manager and in 1934 was elected a vice 
President of both the Fidelity and Deposit and its affiliate 
and placed in full charge of their agency department. 

Donald L. Buckler, associate agency manager, was 
elected first vice president of the American Bonding. 
Mr. Buckler has been with the Fidelity and Deposit 
since 1928. In 1937 he was called into the home office 
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to serve as assistant manager of the company’s agency 
department and was advanced to associate manager in 
1946. 

Both Mr. Dunn and Mr. Buckler will continue in 
their former capacities with respect to the management 
of the companies’ agency department. 


AMERICAN HOME Fire Assurance Company 
New York, New York 


Initial Dividend 
This company, formed in 1928, will pay an initial 


dividend of $0.25 per share on December 20 to stock- 
holders of record December 8. 


AMERICAN MOTORISTS Insurance Company 


Chicago, Illinois 


Increases Auto Dividend ° 


A 15% dividend on all expiring automobile liability 
and property damage policies will be paid by the Ameri- 
can Motorists commencing January 1, 1949. The cur- 
rent dividend is 10%. 


AMERICAN Re-Insurance Company 
New York, New York 


Stock Purchase 


This reinsurance company has purchased privately a 
majority of the capital stock of the American Reserve 
Insurance Company. President Robert C. Ream of the 
American Re-Insurance and President Edward L. 
Mulvehill of the American Reserve jointly announced 
November 19, “the association of these two companies 
will bring about one of the strongest reinsurance units in 
the United States, fully equipped to handle all phases of 


(Continued on the next page) 
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AMERICAN RE-INSURANCE—Continued 


multiple line reinsurance.””’ The American Reserve will 
continue to operate under the same management. The 
American Re-Insurance handles casualty, fidelity and 
surety reinsurance. The two companies combined re- 
ported for the year 1947 net premium writings of ap- 
proximately $14,300,000 about two-thirds of which was 
recorded by the American Re-Insurance. The latter 
company’s financial statement on December 31, 1947 
showed total admitted assets of $30,436,883 and capital, 
net surplus and voluntary reserves of $13,505,741. On 
the same date the American Reserve possessed total 
assets of $8,008,650 and capital, net surplus and vol- 
untary reserves totaling $2,692,710. 
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The majority stock of the American Reserve was 
purchased at a price of $30.30 per share. The same 
price was also offered to all other stockholders of the 
American Reserve. Initial acquisitions comprised ap. 
proximately 56% of the outstanding shares. 


CANADIAN MENNONITE Mutual Insurance 
Company, Steinbach, Manitoba 


Licensed 


This organization was licensed to transact fire and 
weather insurance, including mercantile insurance, by 
the Province of Manitoba during October. 


CASUALTY Underwriters, Inc. 


St. Paul, Minnesota 
To Increase Capital 


Stockholders of this company met on November 5, 
1948 to hear a report on the progress which the com- 
pany had made to date and approved plans to raise 
$100,000 additional capital. With the additional re- 
sources the company plans to expand underwriting 
facilities to include general casualty lines in addition to 
the automobile coverages now being written. This com- 
pany was organized in February through the voluntary 
efforts of more than 150 agents, who provided the neces- 
sary capital funds. This meeting was attended by these 
agents as stockholders of the company and at the meeting 
a total capital and surplus of $100,000 was subscribed 
to by them, of which approximately 50% was paid-in 
in cash. 


CONTINENTAL Casualty Company 
Chicago, Illinois 


T.D.B. Plan 


Continental Casualty has informed New Jersey em- 
ployers that they can save 60% of their new tax under 
the temporary disability benefits law by using the 
company’s “individually measured AAA or AA plan.” 
Literature from the company is available. 


COOPERATIVE Insurance Mutual 


Milwaukee, Wisconsin 
Merged 


This mutual insurance company was merged into the 


American Farmers Mutual Insurance Company, St 


Paul, Minnesota, effective October 20, 1948. 
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EMPLOYERS’ Group 


Boston, Massachusetts 
Adopts Age-Used Classification 


An entirely new experience rating plan for automobile 
property damage risks, based upon an age and use 
classification, will be put into effect in Massachusetts 
on January 1, 1949 by the Employers’ Group. Within 
the ranks of the National Bureau of Casualty Under- 
writers this same plan had been seriously considered by 
certain carriers but was abandoned as it was not agree- 
able to a majority of the members. 


EXCELSIOR !nsurance Company 


Syracuse, New York 
New Director—Dividend 


At a recent board of directors meeting W. Howard 
Stewart was elected a director to replace Laurence B. 
Starr who retired several months ago. Mr. Stewart 
is head of the firm of Helmbold & Stewart, an agency 
founded 80 years ago. 

The 25th consecutive semi-annual dividend in the 
amount of 15¢ per share was declared November 8 to be 
payable December 21 to stockholders of record Decem- 
ber 1. 


FIDELITY AND CASUALTY Company of 
New York, New York, New York 


Hale Anderson Retires 


Hale Anderson retired voluntarily as vice president 
of the Fidelity and Casualty Company of New York 
on November 1. Mr. Anderson has long been recognized 
as an outstanding underwriter, particularly in the bond- 
ing and surety field and for many years represented 
the company on important committees. 


FIDELITY AND DEPOSIT Company of 
Maryland, Baltimore, Maryland 


Stock Dividend—Resident Vice President 


The board of directors of the company at a meeting 
held on November 10 recommended the payment of a 
$600,000 stock dividend on March 3, 1949 and reduc- 
tion in the par value of stock from $20 to $10 per share 
subject to the approval of the stockholders at the annual 
meeting to be held on February 16, 1949. Outstanding 
stock is $2,400,000 consisting of 120,000 shares, par 
value $20 per share and authorized capital stock $6,- 
000,000. Adoption of the proposal by the stockholders 
would produce capital of $3,000,000 consisting of 300,- 
000 shares, par value $10 per share. Should earnings 
Justify, the board contemplates placing the new stock 


(Continued on the next page) 
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FIDELITY & DEPOSIT—Continued 


on a regular quarterly dividend of 65¢ per share or the 
equivalent of an annual dividend of $6.50 per share on 
the basis of the present capital stock as compared with 
$6.00 paid in recent years. 

William S. Price, for the past ten years manager in 
Houston for this company and its affiliate, the American 
Bonding Company of Baltimore, has been named resi- 
dent vice president in that city. Mr. Price has been 
associated with the companies since 1929. 


FIREMAN'S FUND Indemnity Company 


San Francisco, California 


T.D.B. Plan 


Entrance into the temporary disability benefits field 
in New Jersey was recently announced by Fireman’s 
Fund. The company offers a single policy form pro- 
viding weekly benefits identical to those required by 
the New Jersey Workmen’s Compensation Law and 
in addition benefits are increased 50% for the period 
that an employee is hospital confined. 


GERMANTOWN Fire Insurance Company 
Philadelphia, Pennsylvania 


First Dividend 


At the regular meeting of the board of directors of 
this company held Thursday, November 18th, a divi- 
dend was declared of $1.00 per share. The dividend is 
payable December 20th to stockholders of record 
December Ist. This is the first dividend declared by 
the company since its conversion from a mutual to a 
stock company in January, 1946. 





HARTFORD ACCIDENT & Indemnity Company 


HARTFORD FIRE Insurance Company 


Hartford, Connecticut 


Names New Officers 


At recent boards of directors meetings of these 
companies William <A. Forrester, Jr. was elected 
financial vice-president, and secretary, Barnard Flax- 
man, was made assistant vice president while secretary 
Francis T. Fenn assumed the duties of treasurer under 
the title of secretary-treasurer. 


LEXINGTON Insurance Company 


Boston, Massachusetts 
Licensed 


This company was incorporated and licensed under 
the laws of Delaware on November 10, 1948. It has an 
initial paid-in capital of $100,000 and a surplus of $50,- 
000. Underwriting operations will be limited to fire and 
allied lines. 


LINCOLN LIFE Insurance Company of 
Georgia, Augusta, Georgia 


Licensed 


This organization incorporated September 14 and was 
licensed on October 20 with a paid-in capital of $25,000 
and a surplus of $100,000. Under the license received 
from the State of Georgia it will be permitted to write 
accident and health insurance. 
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LLOYDS of New Mexico Insurance Company 
Las Vegas, New Mexico 


Licensed 


This Lloyds was licensed and began business on 
August 20 with a guaranty fund of $56,200 paid in by 
six underwriters. Formed primarily to handle finance 
business this Lloyd’s organization is writing automobile 
fire, theft and comprehensive coverages. Automobiles 
up to three years old are underwritten at manual rates. 
Higher than manual rates are charged on older models. 
The attorney-in-fact is J. G. Charlton. Underwriters 
are Mr. Charlton, J. W. Beattie, J. I. Charlton, N. S. 
Charlton, L. C. Lewalling and L. J. Lewalling. 


LUMBERMENS MUTUAL Casualty Company 


Chicago, Illinois 
Purchases Building 


Lumbermens Mutual Casualty has contracted to pur- 
chase the 42 story Chicago Civic Opera Building for 
$10,735,000. James S. Kemper, chairman of the mu- 
tual, said the company “is in an exceedingly liquid posi- 
tion and therefore the directors consider it wise to 
convert some of the funds into tangible assets that will 
merease investment income.” The Civic Opera struc- 
ture, one of the largest modern office buildings in the 
country, was completed in 1931 at a cost of $23,000,000. 
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MANHATTAN Casualty Company 
New York, New York 


Incorporating 


This new stock carrier with capital of $350,000 and 
a minimum surplus of $175,000, is being formed by 
interest affiliated with the Manhattan Mutual Automo- 
bile Casualty Company, Inc. The new organization will 
write automobile liability and property damage cover- 
ages. The proposed incorporators are: W. T. Bachmann, 
W. W. Bachmann, Edgar Bloch, Robert A. Brown, 
John Conant, Milton Katz, G. B. Penner, Harry Rich, 
John F. Sweeny, Ludwig Weil, John Woike, Richard 
Woike, Andrew H. Wood. 


MASSACHUSETTS Accident Company 


Boston, Massachusetts 
Restoration Payment Ordered 


Massachusetts’ Insurance Commissioner, Charles F. 
J. Harrington, has directed, effective November 1, 1948, 
a 214% restoration of original indemnities under Non- 
Can policies of the defunct Massachusetts Accident 
Company. The Commissioner’s action is in accord with 
provisions of a reinsurance and management agreement 
with the Union Mutual Life Insurance Company, Port- 
(Continued on the next page) 
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MASSACHUSETTS ACCIDENT—Continued 


land, Maine, which assumed the management of the 
Non-Can fund of the Massachusetts Accident in Febru- 
ary, 1940. The directive requires that $174,024 of the 
surplus developed under this management, up to date 
December 31, 1946 and shown in the annual statement 
of the Non-Can Fund on that date be used for restora- 
tion payments and reserves for payment of additional 
indemnities. Of the total, $67,208 will be used to make 
restorations and interest payments, $47,367 to increase 
the active life reserve as of December 31, 1946 and 
$59,449 to increase claim reserves as of the same date. 


MEMPHIS HOSPITAL Service & Surgical 


Association, Memphis, Tennessee 
Licensed 


This organization was licensed during the month of 
October by the Tennessee Insurance Department. It 
replaces the Memphis Hospital Service Association. 


THE MOBILE Fire and Marine Insurance 
Company, Mobile, Alabama 


New Company 


This company began business on August 4 with 
$100,000 capital and $50,000 surplus. It writes auto- 
mobile fire, theft and collision insurance and fire and 
windstorm coverages on protected buildings only. 


MUTUAL FIRE & Automobile Insurance 


Company, San Antonio, Texas 
Licensed 


On October 11, this company was licensed by the 
Texas Insurance Department to write fire, lightning, 
tornado, rent or rental value, extended coverage, marine, 
automobile fire, theft and collision, windstorm, hail and 
comprehensive coverages with a paid-in surplus of 
$20,500. 


NATIONAL Fire Insurance Company 


Hartford, Connecticut 
Official Staff Advancements 


Colonel F. D. Layton and H. B. Collamore now serve 
as chairman of the board of directors and president, re- 
spectively, of this company and its four subsidiary in- 
surance companies. Advanced from the presidency, 
Chairman Layton continues actively in the manage- 
ment as senior officer and also as chairman of the finance 
and executive committees of the various companies. He 
joined the National Fire organization in 1907 and was 
elected president in December 1928. H. B. Collamore, 
formerly executive vice president, has been associated 
with the National Fire Group since 1912. 
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THE NATIONAL SERVICE Automobile 


Insurance Company, Fort Worth, Texas 


New Company 


This new stock company began business October 10 
with capital of $100,000 and contributed surplus of 
$25,000. Underwriting facilities at present are confined 
to automobile physical hazards only. Management is 
directed by the insurance management firm of Roberts 
& Rhea, serving as general agents. This office also acts 
as attorneys-in-fact for Fort Worth Lloyds and as Texas 
Managers of the Merchants Fire Insurance Company 
of Indiana. Officers of the National Service Automobile 
Insurance Company are: President, Cleaves Rhea, Rob- 
erts & Rhea; vice president, Fred D. Thompson, vice 
president Government Employees Finance Corporation ; 
secretary, Frank F. Roberts, Roberts & Rhea; treas- 
urer, Barton L. Smith. The directorate includes D. F. 
Anderson, J. W. Floore, J. W. Potter and the previously 
named officers. 


NEW JERSEY MANUFACTURERS Casualty 


Insurance Company 


NEW JERSEY MANUFACTURERS Association 
Fire Insurance Company 
Trenton, New Jersey 


Dividends to Policyholders 


The directorates of these companies have declared 
the regular 20% dividend, an extra 5% dividend, and a 
special extra 5% dividend or a total of 30%, on net 
premiums under policies expiring during the first quar- 
ter of 1949. Approval of these dividends has been 
granted by the Department of Banking & Insurance 
of the State of New Jersey. 


NORTHWEST Casualty Company 
Seattle, Washington 


Increases Capital 


In further expansion of its long-range employee bene- 
fit program, the Northwestern Mutual Fire Association 
of Seattle has announced a second issue, designated as 
series B, of 6% cumulative, non-participating, non- 
voting, preferred stock of the Northwest Casualty, its 
subsidiary. Sale of the 30,000 new shares at par, $10 
each, is limited to employees of the casualty company 
and the parent organization. With the addition of the 
new funds, the Northwest Casualty Company’s cap- 
italization of $1,300,000 will comprise $700,000 of com- 
mon stock owned by the Northwestern Mutual Fire As- 
sociation and $600,000 in preferred issues held by the 
employees. 
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“Building 
AGENTS’ SALES” 


@ Yes, the Hawkeye-Security Companies build 
sales for Agents. First, they offer full Casualty 
and Fire policies, designed to give your clients 
maximum protection. 


@ Too, they service Agents speedily and efficiently. 
Claims are paid promptly . . . no red tape 
to hamper Agents. Field Representatives work 
closely with Agents. Yes, the Hawkeye-Security 
Companies are good companies to % business 


with. 


Hawkeye Casualty Co. 


DES MOINES, IOWA 


Security Fire Insurance Co. 


DES MOINES, IOWA 


GEORGE OLMSTED, 
Chairman of Board 
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PUBLIC EMPLOYEES Mutual Insurance 
Company, Seattle, Washington 


In Process of Formation 


As soon as qualifying shares are secured this organi- 
zation will apply for a charter to write automobile 
comprehensive and collision, fire and burglary cover- 
ages. Robert J. Handy, Seattle agent and manager of 
the Seattle Teachers Credit Union, is promoting the 
organization of this new insurance enterprise. 


RHODE ISLAND Insurance Company 


Providence, Rhode Island 
New Director 


California License 


A suit has been instituted by this company to restrain 
the Insurance Commissioner of California from inter- 
fering with the property and conduct of its business in 
California. A show cause order of the Superior Court 
of San Francisco is returnable on December 22. 


RICHMOND Insurance Company 
New York, New York 


Richmond-Westchester Merger 


Absorption of this company by the Westchester Fire 
Insurance Company, New York, has been approved by 
the board of directors and stockholders of each company 
and will be effective as of August 31, 1948 upon approval 
by the New York Insurance Department. The merger 
agreement provides that the capital stock of the merged 
company shall be $2,000,000 divided into 1,000,000 
shares, par value $2 each, of which 220,000 shares will 
be issuable to Richmond’s stockholders in the ratio of 
1.10 shares for each of the 200,000 $5 par shares pres- 
ently held. Westchester’s stockholders will receive the 
remaining 780,000 shares or 1.95 shares for each of the 


‘present 400,000 $5 par shares. The exchange is based 


on the net asset value of each company as of August 31, 
1948 plus 40% credit of unearned premium reserves 
except marine, which carries an allowance of 30%, un- 
authorized reinsurance and a credit for non-admitted 
assets less dividends payable November 1. The enlarged 
Westchester on basis of August 31 statement figures has 
total assets of $40,843,000 including $23,237,000 cash 
and United States Government Bonds, and total liabili- 
ties of $22,895,000, including $15,390,000 in unearned 
premiums, leaving surplus to policyholders of $17,- 


948,000. 


THE RUBY GENERAL Insurance 
Company, Ltd., Delhi, India 


Enters Canada 


This company was recently granted a Dominion 
license to write fire and allied lines. Representing the 
company as chief Agent in Canada is Theo. Hare of 
Vancouver, British Columbia. 
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ST. LOUIS Fire & Marine Insurance 
Company, St. Louis, Missouri 


Refinancing 


Stockholders of the St. Louis Fire & Marine have 
approved recapitalization plans which will add $246,000 
to the company’s resources. This will be accomplished 
through a reduction in the par value of the common 
stock from $5 to $3.75, releasing $37,500 to surplus, 
and the sale of 9,600 shares of common stock at $10 
per share, par value $3.75 and 1,500 shares of class C 
preferred at $100 each, par value $1. Upon completion 
of the additional financing, capital will be $250,000, con- 
sisting of 39,600 shares of $3.75 par common, 50,000 
shares of $1 par Class A cumulative preferred, 10,000 
shares of $4.80 par Class B cumulative, convertible pre- 
ferred and 3,500 shares of $1 par cumulative non-con- 
vertible Class C preferred. 


UNITED STATES Casualty Company 
New York, New York 


New Secretary 


Stanley G. Martin, formerly assistant secretary, has 
been elected secretary. Mr. Martin joined the United 
States Casualty in the late 1920's, at which time he 
resigned his post as vice president of the Independence 
Indemnity Company, Philadelphia, Pennsylvania. 


UTILITIES MUTUAL Insurance Company 
New York, New York 


New Vice President 


Geo. J. Stone, formerly superintendent of claims, has 
been elected vice president, general manager and director 
of the mutual. Mr. Stone succeeds Chas. E. Morrison, 
who resigned from these offices after more than thirty 
years of service. 


THE WASHINGTON MUTUAL Fire 


Insurance Company, St. Louis, Missouri 


Mutuals Merge 


This mutual, which began business in January, 1858 
and was the oldest fire company in the State of Missouri, 
has been merged into the Western Millers Mutual Fire 
Insurance Company, Kansas City, Missouri, e‘fective 
September 6. As of December 31, 1947 the company 
Teported total admitted assets $89,590, liabilities $47,508 
and policyholders’ surplus $42,082. Net premium vol- 
ume during 1947 amounted to $51,597. 
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THE WESTERN Fire Insurance Company 


Fort Scott, Kansas 
Capital Increase 


The Western Fire Insurance Company, Fort Scott, 
Kansas, is increasing its capital stock from $600,000 to 
$1,000,000. Additional shares, $10 par value stock, are 
to be sold to The Western Casualty and Surety Com- 
pany at $20 per share to also provide $400,000 addi- 
tional surplus. 
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ATLANTIC CITY’S 
HOTEL of DISTINCTION 


Devoted to the wishes of a discriminating clien- 
tele and catering to their every want and embrac- 
ing all the advantages of a delightful boardwalk 
hotel. 

Spacious Colorful Lounges—Sun Tan Decks atop 
—Open and inclosed Solaria—Salt Water Baths in 
rooms—Garage on premises. Courteous atmos- 
phere throughout. 











@ 
When in Atlantic City visit the 
| FAMOUS FIESTA LOUNGE 
RENOWNED FOR FINE FOOD 
—___._—_—— 
OPEN ALL YEAR 

Under Ownership Management 

Exclusive Penna. Ave. and Boardwalk 
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LEADERSHIP 


a most crucial problem con- 
fronting the insurance business 
is the need for leadership,” D. S. 
Butler, Insurance Commissioner of 
West Virginia, told the Insurance 
Club of Pittsburgh. Expanding the 
thought, the commissioner called 
for: (1) leadership which is not 
afraid (‘““We should not be hesitant 
to defend those practices which are 
consistent with sound underwrit- 
ing”) ; (2) leadership which is self- 
reliant (“Too many decisions these 
last few years have been made by 
lawyers and not enough by insurance 
men”) ; (3) leadership which sub- 
ordinates immediate gain to long 
term results (“Most of the unhappy 
situations which confront all busi- 
ness today have developed as a re- 
sult of yielding to pressures”) ; (4) 
leadership which possesses integrity 
(“He is most respected who is 
known as a man of integrity”) ; and 
(5) leadership in government 
(“There is a distinct need for more 
business leadership in government 
—an enlightened leadership which 
will respect the rights of minorities 
and opposing interests”’). 








SPEED 4 THE ACCEPTANCE OF YOUR 
BOND RISKS BY KEEPING ANCHOR'S 
Blaser COUNSELLOR" CABINET AT YOUR 


A simplified system for the preparation of Bond 
oy on ggiieaaeammaaa the entire business for 
the Agent. 

Application supply folders with indexed, man- 
ual-colored tabs carrying complete instructions 
for submission of risks: in addition, copyrighted 
factual information of an educational nature, 
in condensed form. 

Anchorating Assures Smooth Saleing 

Short Form Applications Simplified Rate Manual 


/ 
ANCHOR CASUALTY CO. 


sT PAUL 1 MINN 





ELECTION REPERCUSSIONS 


A? A result of the recent guber- 
natorial elections, new commis- 
sioners will be appointed in any- 
where from six to a dozen states. 
These include not only such states 
as Connecticut, Illinois, Indiana, 
Michigan, Montana, Ohio and Utah 
where the administration changed 
hands but some in which new gov- 
ernors of the same party were 
elected. 

In Illinois, three candidates are 
most frequently mentioned: Ernest 
Palmer, who was Director of In- 
surance under former democratic 
Governor Henry Horner and who 
is a past president of the National 
Association of Insurance Commis- 
sioners; Frank Young, attorney for 
the department during Mr. Palmer’s 
administration ; and Harry Hershey, 
who was democratic candidate for 
governor in 1940 and formerly was 
attorney for the liquidation depart- 
ment. The picture in Massachusetts 
is not clear but in Tennessee John 
sritton, a Knoxville agent who pre- 
viously served in the office, is con- 
sidered the most likely candidate. 
The terms of W. Ellery Allyn, Con- 
necticut, and David A. Forbes, 
Michigan, have still some time to 
run. Commissioner Sterling Alex- 
ander of Iowa will continue in office 
but W. Lee Shield of Ohio will no 
doubt be replaced. 


PEOPLE CAUSE FIRES 


N THIS pithy statement, “People, 
not buildings and their contents, 
cause fires, and it is caution exer- 
cised by people that can prevent 
fires,” John J. Ahern of the Illinois 
Institute of Technology, recently 
summed up the whole philosophy of 
protection against fire. “Fire pre- 
vention is essentially simple,” he 
said, “theoretically, we can construct 
a building of gun powder, and so 
long as human beings stay away it 
will be essentially safe.” 
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NOT COMPENSATION 


EDICAL and funeral expenses 

of workmen’s compensation car- 
riers and self insurers should not be 
construed as compensation in de- 
termining the base for contributions 
to New Jersey's “one percent fund.” 
This fund provides for compensation 
payments to persons totally disabled 
under ordinary workmen’s compen- 
sation insurance coverages and is 
maintained by contributions equal to 
one percent of annual total com- 
pensation to employees. The New 
Jersey Supreme Court ruled last 
month that the state legislature was 
clear in its intent that medical and 
funeral expenses were not to be con- 
sidered as “Compensation.” 


MULTIPLE LOCATION 
HEARINGS 


HE question of rating multiple 

location fire risks continues as a 
thorny problem with final agreement 
apparently still distant. After the 
New York Insurance Department 
refused to allow the Interstate Un- 
derwriters Board to function as an 
advisory organization, a hearing on 
interstate rates was called by the 
Department for November 4, fol- 
lowed by three additional hear- 
ings. As the fire companies were 
unable to support statistically the 
position of debits and credits pro- 
posed last June by H. C. Conick, 
U. S. manager of the Royal-Liver- 
pool Group, the New York Fire 
Insurance Rating Organization 
withdrew its filing on I.U.B. rates 
before the November meetings and 
substituted as a temporary measure 
a plan of averaging state rates. This 
met with criticism from the New 
York Insurance Department on the 
grounds that it was a step backward 
rather than forward and, if accepted, 
would place in question some of the 
estabiished rate making procedures 
used by other rating organizations. 
A solution to the problem is not 
only hampered by lack of supporting 
statistics but by the fact that a plan 
which would be sound from an un- 
derwriting point of view might not 
stand up legally. 

After its hearings, the New York 
Department reserved its decision un- 
til after the first of the year. 
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Election Year Provides a Big 




















) Ba soyyyy at : 
ol VS, 2, 
— 

‘ X \ 







} 
t 


| -for the Agent 












Many public officials of various 


branches of government, includ- 






ing township, city, county, state 






and federal, are required by law 






or regulation, to file bonds guar- 






anteeing faithful performance of 





duties. 






In this election year our agents 





are fulfilling their civic duties, 






by assisting newly elected officials 






to qualify for offices, by meeting 











established bond requirements. 


This is a prolific source of busi- 
ness for the agent. We shall be 
glad to send, on request, the 
bulletin “How to Get Public 
Official Bonds.” 








CENTRAL SURETY AND INSURANCE (RPORATION 
R. E. McGINNIS, President 
HOME OFFICE KANSAS CITY, MISSOURI 
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COLLECTION WARNING 


HE following warning was given 

at the recent meeting of the In- 
surance Club of Pittsburgh by 
Charles H. Bokman, vice president 
of the New Amsterdam Casualty 
Company, “No policy is sold—no 
premium earned—no commission 
due until the premium has been col- 
lected and paid to the carrier. We 
are fast approaching the end of the 
sellers’ market of the past few years. 
We are on the brink of a buyers’ 
market with competition—stiff com- 
petition—in the offing. The storm 
warnings are up. Unhesitatingly, we 
recommend—watch collections.” 


T D B PLANS 


—" may be the time for the 
insurance industry to favor un- 
employment disability, if such legis- 
lation permits private companies to 
write the insurance factor, declared 
Ps. Be 
statutory disability division of the 
Loyalty Group, at a meeting of the 
New Jersey A. & H. Association 
and New Jersey Women’s A. & H. 
Association. As indicative of the 
anticipated mushroom like growth of 
this business, Mr. Curran pointed 
out that such a bill will be intro- 
duced in twenty-two state legisla- 
tures in 1949, 


Curran, supervisor of the 
































Chicago’s Largest Office Building 
A Distinguished 
Insuranee Address 


The concentration of leading insurance firms—fire, 
casualty, marine, life, and allied lines—in the Insur- 
ance Exchange Building makes 175 West Jackson 
Boulevard a distinguished insurance address—the 
logical first choice of similar firms seeking a Chicago 


office. Full rental information promptly on request. 


INSURANCE EXCHANGE BUILDING 


America’s Greatest Insurance Building 


L. J. SHERIDAN & CO. 
Management Agent 
175 WEST JACKSON BOULEVARD, CHICAGO 4 
Telephone Wabash 0756 























DINEEN ON LARGE RISKS 


PEAKING before the New York 

State Association of Insurance 
Agents last month, Superintendent 
Dineen declared, “For twenty years 
the casualty 
pounding home to producers and to 
buyers the application of graded ex- 
pense loadings and, where the size 
of the risk warrants, of loss modifiers 
as well. The stock fire insurance 
industry has been endorsing the 
same idea for twenty years on so- 
called I.B.U. risks . . . Making due 
allowance for the difference in insur- 
ance principles applicable to the vari- 
ous lines of business, one fact stands 
out, namely, that if the New York 
Department were to accept at their 
face value the arguments informally 
advanced to it prior to the com- 
mencement of the hearing on rates 
for multiple location risks now in 


business has _ been 


progress, we would have no alterna- 
tive except to give serious consider- 
ation to inaugurating a review of all 
the rate structures with a view to- 
ward eliminating all price discounts 
based directly or indirectly on the 
size of the premium.” 


AUTOMATIC CALCULATOR 


NDEMNITY Insurance Company 

of North America has created and 
is distributing to its agents, for pres- 
entation to bankers, a new wheel 
calculator which shows both “mini- 
mum” and “fair” amounts of cover- 
age under blanket bonds with rela- 
tion to total deposits. The “Bankers’ 
Automatic Calculator,” as it is called, 
also helps bankers to figure the 
elapsed time between any date and 
any other date within a calendar 
year. 

By a simple twist of the wheel, a 
banker is able to see whether he is 
carrying an adequate amount of 
banker’s blanket bond protection. It 
is also possible for the bankers to 
quickly calculate the number of days 
which have elapsed from any start- 
ing date up to and including the 
termination date. This makes the 
new calculator invaluable for interest 
calculations and similar transactions 
where elapsed time is computed. 
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lx BOMBAY the wind roars—tears up a warehouse .. . 
In Boston a small firm shudders. But it’s in no danger— 
its foreign interests, foresightedly, were protected through 
the American Foreign Insurance Association. Its loss will be 
investigated abroad, and paid promptly here at home in 
hard American dollars, as the policy specified. 


That’s how American Foreign Insurance Association 
works with American firms from coast to coast—firms 
with interests abroad. American Foreign Insurance Asso- 
ciation extends the sound protection they must have to 
stay healthy—backs and services that protection: 





* With more than 30 years specialized 
experience underwriting risks abroad. 

* With more than 200 agencies —and 44 
foreign branches—in principal cities around 
the world. 
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* With complete coverage — fire, casualty, 
marine—all classes of insurance except life. 


* With research facilities to keep abreast of 
constant changes in foreign insurance laws, 
regulations, and currencies. 


* With the combined strength and stability of 
25 member companies — America’s finest. 


* With payment of claims promptly, in full, 
and in U.S. dollars, when assured so specifies 
in policy. 


As an agent or broker, bear in mind these facilities 
are yours to use, for your greater profit! Write us for 
full help on specific risks. Remember—the foreign field 
is your new horizon—capitalize on it! 


AMERICAN FOREIGN INSURANCE ASSOCIATION 


80 MAIDEN LANE « NEW YORK 7, NEW YORK 


CHICAGO OFFICE: INSURANCE EXCHANGE BUILDING, 175 WEST JACKSON BLVD., CHICAGO 4, ILLINOIS 


OMPLETE INSURANCE COVERAGE IN FOREIGN LANDS 











INSURANCE GENERAL AGENTS 


CALIFORNIA 


NEW JERSEY 





SPEAR AND COMPANY, INC. 
Organized 1921 


0. 0. Lauckner, Incorporated 
ESTABLISHED 1911 
HENRY W. BAROFSKY, Pres. 
68-70 Hudson Street, Hoboken, N. J. 
Complete and Efficient Nationwide 
Service 


NEW YORK 








FLORIDA 


TELEPHONE 
WH Itehall 3-96460 


THE 
WRIGHT 
New York 7.0. ¥. AGENCY, Inc, 
METROPOLITAN—SUBURBAN—INLAND 


MARINE AND WORLDWIDE BINDING 
FACILITIES 





NORTH CAROLINA 








HUNTER LYON, INC. 
GENERAL AGENT 
P. O. Box 2770 
MIAMI 30 
Serving Floride Agents 


A. W. MARSHALL & CO. 
One of New Jersey's Leading General Agencies 
31 CLINTON STREET, NEWARK, N. J. 


FIRE—CASUALTY—BONDS—AUTO 
INLAND MARINE—LIFE 


———. 


JAMES 0. COBB AND COMPANY 
111 CORCORAN STREET 
DURHAM, N. CAR. 
Virginia — North and South Caroling 














WALKER & LIPPITT 


SUPERVISING GENERAL AGENTS 


JACKSONVILLE MIAMI 
239 West Adams St. First Federal Bullding 


VAN HOUTEN & SHERWOOD CO. 
W. F. TURNER, President 
Established 1870 777 Bergen Ave. 


JERSEY CITY, N. J. 
Every Insurance Facility 


OHIO 








THE INLAND AGENCY 


Specializing In 
FINANCIAL RESPONSIBILITY RISKS 
OHIO ONLY 
Pays You 25%, Commission 


2120 Leveque Lincoln Tower 
COLUMBUS 15, OHIO 








KENTUCKY NEW YORK OKLAHOMA 
MISSISSIPPI] VALLEY Insurance and Reinsurance 
UNDERWRITERS ANDREW J. CORSA & SON U.S.A. Canada Mexico 


410 Speed Building—Louisville, Ky. 
GENERAL AGENTS 
Kentucky—Tennessee 
Fire and Allied Lines 
Inland Merine—Hail 


Established 1885 


GENERAL AGENTS 


145 Montague St. 
BROOKLYN 2, N. Y. 





LOUISIANA 


_Ghves DARGAN & COMPANY 


804-4 Insurance Building, 
Oklahoma City 2, Oklahoma 








R. KIRK MOYER AGENCY, INC. 
Managing General Agents 


RICHARDS BUILDING 
NEW ORLEANS 12, LOUISIANA 


Horr, Evuison & Frost, Inc. 
INSURANCE UNDERWRITERS 
118 William Street, New York 7, N. Y. 





Waitinc Att Crasszs or INSURANCE 
Locat anp Country WipE 


J. R. POLLARD 
GENERAL AGENT 


First Nat’! Bldg. 
Oklahoma City, Okle. 


Fire — Merine — Casualty 











MASSACHUSETTS TEXAS 
FAIRFIELD & ELLIS 
JOHN J. KELLE, INC. 
* Joba Se. New York a 62 William St. 180 Montague St. JAMES H. ALDRIDGE COMPANY 
N. Y. 5, N.Y. Bklyn. 2, N. Y. INSURANCE MANAGERS 


General for Several Reliable 
Agents Companies 
FAIRFIELD, ELLIS & GRANT, LTD. 
460 St. John St., Montreal, Canada 
REINSURANCE NEGOTIATED 


GENERAL AGENTS 
Fire and Casualty 


P.O. Box 1155, 
AUSTIN, TEXAS _ 





MONTANA 











H. S. DOTSON COMPANY 


MONTANA GENERAL AGENTS 
Granite Building 
Helena, Montana 


NELSON & STROSS 
INSURANCE UNDERWRITERS 
Representing Stock and Mutual Companies 
FIRE AND CASUALTY 
Graybar Bidg. 420 Lexingten Ave. 
NEW YORK I7, N. Y. 

Lexington 2-9870 








NEW JERSEY 


Insurance and Reinsurance 


U.S.A. Canada Mexico 


AVENS, DARGAN & COMPANY 
Gros digo 


Cravens, Dargan Bulldings, 








Houston |, Texas 
— 





——_ 














HORACE R. FREESTON 
GENERAL AGENT 
1025 BROAD STREET, NEWARK 2, NEW JERSEY 


General Insurance Including Transportation, 
Fire and Cawalty 








WHITE & CAMBY, INC. 
50 East 42d Street 
New York City, N. Y. 
MIDTOWN’S LEADING AGENCY 








| 
J. E. FOSTER & SON 
GENERAL AGENTS 
PETROLEUM BUILDING 
FORT WORTH 2, TEXAS 


ee 
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TEXAS 


WEST VIRGINIA 


CANADA 





—_— 


T. A. MANNING & SONS 
Insurance Managers 
Established 1904 


DALLAS 1, TEXAS 








FRANK RIMMER & COMPANY 


HOUSTON DALLAS OKLA. City 


Marine, Fire & Allied Lines 
General Agents For 
TEXAS, OKLAHOMA, ARKANSAS 





ALFRED PAULL & SON, ING. 


Supervising General Agents 
For Over 50 Years 


HAWLEY BUILDING WHEELING, W. VA. 


JONES & PROCTOR BROS., LIMITED 
GENERAL INSURANCE BROKERS 
100 Adelaide St., West, 
Torente. 





CANADA 








FOUNDED 1864 
ROBERT HAMPSON & SON, LIMITED 
Canedian Re; tatives 
FIRE, MARINE & CASUALTY COMPANIES 
Brokerage & Service Depts. 


. John St.. Montreal 
et ath Benk Bidg., Toronto 











REDMOND & SHAUGHNESSY 
LIMITED 
SERVICING OUTSIDE 
BROKERS FOR OVER 
25 YEARS 


315 St. Secrament Street, Montreal 








WALTER SOUTHGATE COMPANY 


insurance Managers & General Agents 


REPUBLIC BANK BUILDING 
DALLAS, TEXAS 








JOE W. SUMMERS 


GENERAL AGENT 
TELEPHONE C. 4-184! 
419 E. MARTIN STREET 
SAN ANTONIO 5, TEXAS 








FRANCIS M. HANN LTD. 
British Columbia General Agents 
560 HOWE ST. 


TELEGRAMS 
UNDERWRITE 
VANCOUVER 


VANCOUVER 
CANADA 





REED, SHAW & McNAUGHT 


Established 1872 
Complete Insurance Facilities 


360 St. James St., W. Montreal, Que. 
64 Wellington St., W. Toronto, Ont. 














UTAH 








HOBSON, CHRISTIE & COMPANY LTD. 
GENERAL AGENTS 
Established i698 

326 WEST PENDER ST. 
VANCOUVER, 8. C. 
Telephone PAcific 4157 














WILLIS, FABER & CO. 
of Cenede, Limited 
INSURANCE BROKERS 
Board of Trade Bidg. 
Parent Office 


WILLIS, FABER & DUMAS, LTD. 
London, Englend. 


Montreal 








THE KOLOB CORPORATION 
Generel Agents 
Uteh, idehe, Montena, Nevede 
COMPLETE INSURANCE SERVICE 


330 Judge Building 


Rebert Heward J.M. Williams J. & h 34 
D. Oliver 


ROBERT HOWARD & te, 


LIMITED 
INSURANCE BROKERS 
CANADA CEMENT BLDG. 


A. E. WILSON & COMPANY, LIMITED 
GENERAL INSURANCE AGENTS 
Lumsden Bidg. Teronto 


Service Threughout Ceneda 


Selt Leke City, Utch MONTREAL, QUEBEC 


























WINDSTORM DEDUCTIBLE AIRPORT FIRE PROTECTION 


if the insured desires full coverage. 
It is hoped this will placate the 
agents without destroying the ad- 
vantages of the deductible. 

In that portion of his presidential 
report to the Massachusetts Associ- address dealing with the same sub- 
ation of Insurance Agents attacked ject, B. F. Weaver told the mem- 
the companies on the method they bers of the South-Eastern Under- 
had used in adopting it. He char- writers Association that, “I am 
acterized their handling of the matter greatly impressed by the public ac- 
as an example in bad public re- ceptance of and, as far as I can 
lations and charged that, “Not only _ learn, the absence of buyer resistance 
did the companies fail to sound out to a windstorm and hail deductible. 
the producers on probable public However,” he continued, “there 
reaction to the deductible, but they seems to have been some lack of 
also failed completely to furnish any proper internal co-ordination by 
answers to the questions which the company executives in not informing 
new departure was sure to bring our field forces as to our position 
from public and producers alike.” and the sound reasons therefor. This 

A committee of company execu- has reacted unfavorably on the task 
tives is considering modification of of introducing the deductible pro- 
the $5 addition to the minimum gram to the public and in particular 
Premium charged in New England to the agent.” 


HILE accepting the need for a 
$50 windstorm deductible, 
Dana J. Lowd in his presidential 


IRPORT fire protection far 

below the standards common in 
American industry is one of the man- 
agement shortcomings contributing 
to the current difficulties of the fly- 
ing business, reported William H. 
Rodda, secretary of the Transporta- 
tion Insurance Rating Bureau, Chi- 
cago, in an address before the Na- 
tional Safety Congress and Exposi- 
tion, at Chicago. Mr. Rodda stated: 
“The flying business in the United 
States lost by fire last year some- 
thing over $9,000,000 worth of air- 
planes and hangars, and this figure 
does not include the additional mil- 
lions lost because of interruption of 
business following fires. When these 
losses are not insured individual 
operators must pay them as part of 
their costs.” 
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MASSACHUSETTS 





BONDING and INSURANCE 


COMPANY 


WALLACE FALVEY, President Home Office: BOSTON 
NEW YORK CITY OFFICE: 130 William Street 


Tel. BE 3-1700 


EXPERT CONTRACT BOND UNDERWRITERS 


In Successful Operation for Over 40 Years 


Originators of bonds covering some of the 
largest projects in the United States, including 
Golden Gate Bridge, San Francisco, Grand 
Coulee Dam, Washington and numerous others. 


Sound and Constructive Underwriters of 


FIDELITY 


and CASUALTY INSURANCE 





and SURETY BONDS 


— ne a rr ag a eg ae ae 
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CELESTE LL LITE LNTE ES: 
OFFICE EQUIPMENT DIRECTORY 


Current literature and prices on any of the following products and services may be had without 
* obligation, from selected manufacturers. We will also obtain any available information on items not listed. * 








































































FILING CABINETS MACHINES, REPRODUCING SERVICES 
1. Card File 25. Composing 62. Accounting System 
2. Fibre Board 26. Direct Copying 63. Fire Protection 
3. Insulated 27. Duplicating 111. Floor Maintenance 
4. Metal 28. Micro-filming (Non-Slip) 
5. Micro 29. Mimeograph Slip Sheet 64. Office Planning 
6. Portable 30. Typewriter, Electric 115. Photocopying 
7. Rotary 31. Typewriter, Manual 65. Record System 
8. Stencil 66. Sales Incentives 
a Weeden MACHINES, MISCELLANEOUS 125. Truck Alarm Systems 
- i SUPPLIES, GENERAL 
FILING SUPPLIES . Gheckwriting 68. Business Forms 
11. Fasteners 9 a _— 69. Duplicating Supplies 
12. Folders - Intercommunication 71. Erasers (Specialized) 
13. Index Tabs 36. Stapling 112. Floor Polish (Non-Slip) 
14. Supports 37. Paper Fastening 72. Loose Leaf Books & 
Systems 
MACHINES, ACCOUNTING OFFICE ACCESSORIES 73. Marking Devices 
| 15. Adding 38. Ash Trays & Stands 75. Paper Perforators 
| 16. Billing 105. Bulletin Boards 76. Pens 
| 17. Bookkeeping 39. Cash Boxes 77. Pencils 
18. Calculating 40. Chair Cushions 78. Pencil Sharpeners 
| 109. Payroll 4}. Currency Trays 81. Staple Removers 
19. Tabulating 42. Desk Lamps 
| 43. Desk Pads SUPPLIES, TYPEWRITER 
| MACHINES, MAILING 44. Desk Trays 82. Cleaning Material 
, 20. Dating Stamps 45. Drawer Trays 83. Copyholders 
21. Envelope Sealers 46. Moisteners 113. Eradicable Ribbon 
| 22. Mail Openers 47. Name Plates 85. Justifier 
23. Postal Meters 48. Pen & Ink Sets 86. Line Indicator 
) 24. Postal Scales 49. Waste Baskets 87. Pads 
| 5 Sorters 88. Ribbons & Carbons 
) + a — TELEPHONE ACCESSORIES 
|} | Te BEST'S INSURANCE NEWS!| 52° Cobnets 90. Cord Cover 
75 Fulton St., New York 7, N. Y. 53. Chairs 92. Sn: so 
Please forward complete information 34. Desks 94. Sil ~ 
| and prices on the tems checked. 55. Fluorescent Lighting 95. St gl 
‘ 5 108. Incandescent Lighting +. 
ee ge eeeerene i 
ee soil ee MISCELLANEOUS 
No. on 58. Stools 116. Advertising Specialties 
eo . eames euagae 59. Tables 103. Birthday Cards 
.* —-------—- No. ------------ 60. Wardrobes 117. Display Material 
' Othe : 97. Fire Extinguishers 
ieee 98. First Aid Kits 
lei enesiermiceincenrciineaeninsainit PAPER 104. Greeting Cards 
Fen N 119. Card Index 99. Leather Goods 
- Sn eens 120. Duplicator 114. Policy Wallets 
Attention of ________ 70. Envelopes 100. Promotional Gifts 
a aE Sa 121. Letterhead 107. Recording Door Lock 
ae 122. Policy 101. Silencer for Dictating 
— ll 123. Ledger Machines 
iceman 124. Thin (Copy) 102. Visual Policy Jackets 
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PAPER FASTENER 


NEW paper fastener designed for 

time-saving operation has been intro- 
duced by Cushman and Denison Manu- 
facturing Company. By bending the 
prongs down before, not after the locking 
unit is placed in position, a saving of two 
hours a day in filing time is claimed. 
There is also the added security of 
covered prongs. The fastener is available 
in one and two inch capacity for 234” 
center holes. 
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NEW MODEL ELECTRIC 
TYPEWRITER 


HE NEW and improved electric 

typewriter designed by International 
Business Machines Corporation retains 
the valued features of the older model 
while incorporating a number of new ones. 
Among these are the _ readily-adjusted 
multiple copy control, four-position ribbon 
control, keyboard margin set, electric 
ribbon rewind and line position reset. 
It is available in either the standard or 
the executive model. Correspondence 
prepared on the executive model, looks 
like fine printing because all characters 
are given the amount of space each re- 
quires, rather than an equal amount of 
space regardless of the width of the char- 
acter. With this model, the right-hand 
margin as well as the left-hand margin 
may be aligned. 











ACCIDENT DEMONSTRATOR 


N ADDITION to aiding in visualizing a 

trafic accident, the Magno Saf-T-Board 
can be used in court trials to show exactly 
how the accident occurred. It is a flat 
board, 30” x 40’, on which model auto- 
mobiles placed to demonstrate an acci- 
dent are firmly held. One side shows a 
typical set of city street intersections 
while on the other side there are country 
roads. Manufactured by Bart Ring. 


























KEY CASE 


IMPLY turning the dial on this handy 

“Dial-A-Key” key case releases the 
particular key wanted, the rest remain 
securely locked in, they cannot spill. A 
click system keeps the dial in proper 
position for removing each key or for 
locking all of them. Made by Enger-Kress 
in a variety of fine leathers and colors. 





OFFSET-PLATE MAKER 


HE PLASTIPHOTER is a new de 

vice for conveniently preparing photo- 
graphic offset plates in an office and is 
designed for firms utilizing a volume of 
direct-mail advertising, sales letters, bul- 
letins or any other material requiring the 
preparation of a photographic offset plate. 
It will prove of special value to users of 
offset presses such as Multilith and 
Davidson. Reproduction of _ half-tone 
illustrations is also possible. Office per- 
sonnel can make the plate without special 
training. Developed by Remington Rand, 
the machine is only 15 inches wide, 9 
inches long and 3 feet high. 
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VERY organization has a 

training problem whether it 

maintains a specialized training 
division or not. Every company 
faces a continuously changing per- 
sonnel; each new employee brings 
afresh the complicated problem of 
integrating a new personality into 
the existing social group. The prob- 
lems of orientation alone in the 
average company are a major issue 
if efficiency and morale are to be 
maintained. In the current tight 
labor market that has existed for 
several years skilled clerical and 
machine operators are difficult to 
find and frequently too high priced 
to warrant hiring if salary progres- 
sions are not to be upset. If we 
cannot obtain the skilled we must 
accept the unskilled and train within 
the company. Training needs and 
costs must be assessed and some 
adequate answer found. As _ the 
problems of the organization grow 
in size the solutions may vary but 
some definite program is an in- 
escapable requirement. 


The Simplest Form 


The simplest form of training pro- 
gram consists in direct on-the-job 
training where the new clerk is 
shown the job by his or her 
predecessor or a fellow worker. This 
is apt to be slow and inefficient and 
as productive as the varied personal- 
ities of the teachers. Some people 
are poor instructors; others have a 
natural ability to explain understand- 
ingly. But somehow the job gets 
done and the new employee even- 
tually becomes a satisfactory per- 
former in most cases. How much 
wasted time and frayed nerves are 


involved in this method no one 
knows, 
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MAC HENRY SCHAFER 
Second Vice President 
National Trust Company 
Chicago 


At the opposite end are the 
highly integrated vestibule training 
programs of some large organiza- 
tions where full-time instruction is 
given; where the curriculum and 
class-room activities remind one of 
a large urban high school. The new 
employee may be assigned to train- 
ing full-time and do no productive 
work until the period of instruction 
and practice is over. If the volume 
of trainees is high and the flow 
fairly constant such a program may 
be the correct answer. Concentra- 
tion and specialization have some 
advantages, but the cost of such a 
program is high and its flexibility in 
times of changing demands is open 
to question. 

1 am going to describe a training 
program that is in some ways a 
hybrid, intermediate in scope between 
these two extremes. It combines the 
advantages of work on the job with 
specialized skill training and orienta- 
tion. It has worked well for us in 
the recent years of stress and some 
of the values we have discovered in 
it probably have become a permanent 
part of the organization. This pro- 
gram did not come into being in its 
present form overnight ; it has grown 


THIN PAPER BOOKLET 


HE ESLEECK Manufacturing Com- 

pany, specialists in the manufacture of 
thin papers, has compiled an attractive 
and instructive booklet of the various 
types and grades of this paper which are 
available for general office uses. Samples 
of fourteen grades in white and, where 
available, in various colors are included. 
Copies of the booklet will be sent, with- 
out obligation, to interested parties. 


OFFICE EFFICIENCY 


TRAINING CLERICAL WORKERS 


up out of needs primarily brought on 
by the war situation. As the volume 
of demand drops, some of its features 
will be pruned away. It should be 
tlexible to the needs of the company. 


Our bank, The Northern Trust 
Company, is the largest State 
chartered bank in Illinois. It pro- 
vides all banking services through 
its trust, banking, bond, and savings 
departments. We employ about 1200 
In Illinois there is no branch 
banking so that we have the ad- 
vantage of having our city of 1200 
concentrated in one general location. 
Not that geography and scattered 
Hoors and many corridors do not 
produce many problems for the 
newer residents! At least most of the 
varied departments and divisions are 
reasonably accessible from any loca- 
tion. 


peo] le. 


Page Staff 


To service these many floors and 
locations the bank has maintained a 
page staff for many years for the 
delivery of interoffice mail and the 
many other duties that make up 
what used to be the “office boy” 
function. “Career girls” now carry 
on these duties and it was upon the 
foundation of this page group and its 
supervision that the training pro- 
gram grew up. This was a fortunate 
thing from the cost angle because the 
training grew up around a necessary 
function that served all parts of the 
bank and about a group of people 
who are naturally the main replace- 
ment pool for other higher-ranking 
jobs. It could branch out from there 
as a point of reference and can 
always be contracted around the 
basic function without a major pain- 
ful operation. Starting with simple 

(Continued on the next page) 
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graduation periods. It is necessary 
to hire beyond immediate needs to 


Training Workers—Continued 


orientation classes in 1940, to tide over the dry employment 
familiarize newcomers with the period between graduations. 
mysteries of the banking business, The average clerical trainee 


spends from two to four hours daily 
in classroom and practice periods 
and the balance of the time on the 
various floor duties throughout the 
bank. The balance between training 
time and productive work varies de- 
pending on the size of the staff, 
work-load peaks, replacement needs, 
etc. Time that might otherwise be 
wasted on the floors in slack periods 
can be absorbed in class, study, and 
practice. It takes a neat bit of 
juggling from time to time to keep 
the operation functioning smoothly ; 
but it can be successfully managed 
with proper attention. 


the project has grown to include 
adding machine, typing, shorthand, 
spelling and remedial grammar, 
proof machine, Burroughs bookkeep- 
ing, Ediphone, and other instruction 
as needs have arisen. 


Training Division 


The immediate staff of the page 
and training division includes one 
supervisor who is one of the bank’s 
older women employees with a wide 
background in banking operations 
and who possesses a flair for han- 
dling younger people. She is not a 
trained teacher, but has the capacities 
and abilities to do the job. Under 
her are two women instructors who 
divide most of the classroom work 
and also help on other functions of 
the division. The group of clerical 
trainees varies during the year from 
35 to 75 young beginners. The staff 
peaks at the end of June and 


Orientation 


One of the most valuable activities 
in the curriculum is the class in 
orientation in which policies, busi- 
ness procedures and methods of the 
bank are analyzed and discussed. 
Tours are made through the various 
departments of the bank and the 


February coincident with high school 
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many loyal agents. 











inh Ewing Galloway 
NEWARK is an important transportation center by rail, air, highway 
and sea and a prominent distribution point for many of the nation’s 
leading. products. The “Four Corners” at Broad and Market Streets are 
one of the busiest traffic spots in the world. In this city which was founded 

in 1666 by thirty Connecticut Puritans one of our branch service offices 

is located. 


HAROLD W.WITTICH and SIDNEY J. BROWN, Special Agents 
20 CLINTON STREET, NEWARK, NEW JERSEY 





COMPANY 
Providence, Rb 











Chicago Clearing House. The ob. 
jectives are: To familiarize the new 
employee with bank policies, external 
and internal controls, and methods: 
To acquaint the individual with the 
functions of the departments and To 
prepare the employee to assume re- 
sponsibility more confidently. 

We try to give 10 to 20 hours of 
this type of instruction to all the 
new girls. The dividends this pro- 
gram pays cannot be accurately 
measured but we know that our 
girls are better informed, adapt more 
quickly to the bank’s social customs, 
that faulty selections can be deter- 
mined earlier and remedied by cor- 
rection or release, and that we 
obtain a better insight into their 
capacities and possible future devel- 
opment sooner by working closely 
with them in the early days of 
employment. 

Typing skills are important on 
many junior clerical posts in the 
bank so that typists are one of our 
greatest replacement needs. Many of 
the trainees attend the typing classes, 
They are divided into beginners, 
intermediates and advanced groups 
depending on the level of their skill, 
Many have had previous training in 
high school and _ merely need 
brush-up and speed practice; but 
others only start with the desire to 
learn. Considerable drill and timed 
tests are used. 

Phonograph rhythm records are 
helpful for drilling. Music has a 
three-fold purpose for the typist: To 
produce even rhythm; To improve 
accuracy and to increase speed. 

In addition to the trainees, many 
people from other departments who 
are interested in improving their 
skill also attend class regularly. 
Sometimes by improving a_ latent 
skill the employee can be upgraded 
as openings occur. 


Dictation 


We do not teach beginning short 
hand; but a dictation .review for 
those who desire to improve their 
skill and speed is part of the pro- 
gram. Some of these girls have an 
opportunity to do actual work in the 
departments from time to time to 
increase their confidence and ability 
to the point where they may be 
candidates for junior stenographic 
positions. Those who desire 
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learn shorthand as beginners are 
encouraged to go to one of the pro- 
fessional night schools to acquire the 
fundamentals. The bank pays one 
half the tuition cost as an incentive. 

Sometimes we are supplementing 
and reviewing material that ought to 
have been learned in high school: 
For example, a class in spelling drill 
and fundamental grammar review is 
held from time to time. This is 
particularly important for dictation 
machine division trainees. Stress is 
laid on banking vocabulary as there 
are many terms in the banker’s 
dictionary that are unfamiliar to the 
layman. 


Adding Machine Instruction 


Instruction in the operation of 
the adding machine is given to those 
apprentices who may go into posi- 
tions where this knowledge is es- 
sential. The fundamentals of ma- 
chine operation and the development 
of speed and accuracy are stressed 
through the use of manuals and 
practice dummy checks. 

During the last year we have 
added dictating machine training to 
the curriculum. We have a large 
central dictating machine division 
and experienced operators are diffi- 
cult to employ. In recent years 
junior typists were transferred to 
this division and given instruction on 
the job. Difficulty in progression 
was consistently encountered largely 
due to the fact that the girls assigned 
to the instructional phase were not 
teachers at heart and looked on the 
training activity as an irritating task 
that interfered with their other 
duties. We finally set up two tran- 
scribers in the training division and 
gave selected learner-typists the 
dictating machine work. More rapid 
development has resulted. The how, 
where, and who of training is some- 
times a matter of compromise and 
experiment until the best solution is 
found. 


Accuracy and Efficiency 


The highest degree of accuracy 
and efficiency is our principal ob- 
jective in handling commercial 
checking accounts. The bookkeeper 
who posts the ledgers and statements 
has important responsibilities in re- 


cording the transactions on customer 


For December, 1948 





HERE IT 1S! 


The 





Intermediate Division of 


Continental Casualty Company has now a stream-lined program 
of Accident and Sickness Coverage that is second to none to be 
found anywhere.—First Day to Lifetime non-prorating coverage 
on both accident and sickness—On or off the job—Substantial 
Principal Sums—Increased benefits while in hospital—Air 





Travel covered—Doctor’s bills for non-disabling injuries—No 
automatic termination age—Simplified Classifications—W omen 
receive same coverage as men. Special policies for the over- 
aged with full first day coverage—Special policies for Govern- 
ment employees. Hospital policies that defy all competition. 
Merchandising material designed for today’s needs. Liberal 
Underwriting and Claim service. 


There is true and justified pride behind every one of these 
policies we issue. You too will share this pride by offering your 
clients the ultimate in protection at a price they can afford. 
The Intermediate Division will be glad to furnish you with full 


information upon request. 











310 SO. MICHIGAN AVE. « 


accounts. To attain our high stand- 
ard, individual instruction is given 
bookkeeping trainees. This work is 
done in the operating department 
and not in the separate school. Two 
of our selected bookkeepers who are 
thoroughly familiar with all methods 
and operations are assigned to this 
highly specialized training. They 
must be sympathetic teachers as well 
as good bookkeepers. It takes about 
120 hours in class instruction and 
practice posting working with a 
regular bookkeeper before the be- 
ginner is ready to take over her own 


Intermediate Division 


CONTINENTAL 
CASUALTY COMPANY 


CHICAGO, ILLINOIS 


book; in total it takes 44% to 5% 
months before peak efficiency and 
accuracy are reached. 

We have a large I.B.M. tabulating 
division with the usual key punch 
and machine room operations. Here 
untrained girls are sent outside the 
bank for six weeks on _ half-day 
schedules to the local school main- 
tained by the International Business 
Machines Company. The other half- 
day during this period is spent in 
learning our systems and forms on 
the job. Some time ago we did the 


(Continued on the next page) 
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Training Workers—Continued 


machine training in the division but 
have found that the 1.B.M. school 
does a concentrated job that is help- 
ful and our own replacement volume 
is too small to warrant in-bank- 
training. 

Supervisory training is a field in 
which we have conducted programs 
from time to time. Such training is 
the responsibility of the personnel 
department and the senior members 
of the staff have worked on these 
programs. Orientation and training 
of college men is another field re- 
served for the senior members of the 
staff. 


Aptitude Tests 


The training division itself has 
other duties besides operating the 
page staff and the classroom work 
assigned directly to it. Another duty 
of the division is to administer 
aptitude tests to new applicants for 
positions. After a preliminary inter- 
view in the employment office, the 


applicant (unless applying for a 
specialized position) is brought to 
the training division for the ap- 
propriate tests. We do not have as 
highly developed a testing program 
as some companies but we do use a 
minimum battery that we have 
found useful in predicting the pos- 
sible success of an applicant for 
bank work. 

Occasionally the training division 
is called on for special assignments. 
For example: Some time ago we 
felt that the younger less-experienced 
contact men in the banking and bond 
departments who were out in the 
field calling on customers were lack- 
ing in an adequate background of 
banking operations. The training 
division arranged a series of lecture- 
discussions, in cooperation with the 
various operating divisions involved, 
that were stimulating and useful. 

The staff of the training division 
also takes part in the program of 
school visits and calls on high school 
placement counsellors during the 
year. In recent months we have 
visited 35 city and suburban high 









S 






Agent X: "Flexible you say—how's that?” 


Manager Y: “There are three separate 
and distinct basic policies. All three are 
issued with various elimination periods— 
and with a wide choice of optional extra 
benefits. You can tailor a policy to fit the 
prospect's needs—and his pocketbook.” 


Agent X: "Can you give me a brief out- 
line of the indemnities provided?” 


Manager Y: “Sure, jot this down—Ac- 
cident Benefits (beginning the Ist day if 
desired) are payable from one year to 
LIFETIME and Sickness Benefits (beginning 
the 8th day if desired) are payable from 
one year to 100 MONTHS. All policies 
provide for RECURRENT DISABILITIES and 
the shorter term plans are written NON- 
MEDICALLY. In short, Mr. X, | don't hesitate 
to say we're offering ‘‘non-can” at its best!’ 





BROKERAGE BUSINESS INVITED 


For your copy of the kit, write or phone 
your nearest Provident Office today. 


NON-CANCELLABLE DIVISION 


ae 
PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 


LISTEN IN while Agent "X” 


gets the facts on our new 
Non-Cancellable line 


Agent X: ‘You say supplemental cover- 
ages are available with all of those plans? 


Manager Y: | That's right—your prospect 
can select from no fewer than four dif- 
ferent hospital riders paying from $4.00 
to $7.00 per day for 90 days for room 
and board—and choose between two sur- 
gical schedules paying maximum fees of 


$150.00 or $250.00.” 


Agent X: "Sounds like you have a really 
saleable line, Mr. Y—can you sent me some 
literature giving the details?” 


Manager Y: "i'm mailing you a complete 
pocket-size kit containing rate cards, under- 
writing rules, specimen policies and a sam- 
ple of our new circular-application which 
includes a handy proposal form.” 


Agent X: ‘“Thanks—that's real service. 
We'll be doing a lot of non-cancellable 
business together—but quick!” 
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schools to keep in touch with th 
graduates who enter the labor marke 
and to promote bank employmey 


as a career. You have to search fg 
employees these days and a friendy 
relationship with — selected schogl 
counsellors has become a_helpfj 
source of our prospects. Our traip 
ing division also keeps in close tou 
with changes in this important em 
ployment market through they 
contacts. 


Visual-aids 


In conducting these various oriey 
tation and training operations almos 
all the recognized techniques of jn 
struction are used. Special mentio; 
should be made of visual-aids as pan 
of such a program. Charts ané 
manuals, sound-slide, and 16 mm 
sound and silent motion picture 
have been extensively used. Man 
valuable and useful films are ayail- 
able for rent or purchase. We have 
even gone to the extent of producing 
our own productions where the us 
warranted the cost. These have been 
all the way from brief silent shorts on 
specific operations to a 30 minute 
sound color-film movie “War On 
Waste” made during the war to 
encourage savings in time and 
materials and stimulate employee 
suggestions. 

This brief sketch of our training 
program can only give you a quick 
look at the main outlines of the 
various activities involved. There is 
little that is unique in our situation 
It is an expression on the part of 
management to meet the problems i 
changing and shifting personnel; tv 
train replacement needs as quickly 
and efficiently as possible ; to combat 
loose thinking and slip-shod attitudes 
prevalent in the community ; to instill 
team spirit and conformity to a 
cepted group practices. There isa 
need for attention and care—a show- 
ing of interest in people if they are 
to be well-adjusted to the work 
situation. This is especially true ol 
the younger group that is apt to k 
infected with the “I don’t cate 
philosophy that the emotion-stirring 
war situation and the recent years 
political thinking have bred. Today 
we secure conformity through educ 
tion. 


From an address before the Life Office Ma 
agement Association. 
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AM merely going to touch on a 

few fundamentals of selling dis- 

ability insurance, there are many 
others but my space is limited. 

First, in the matter of funda- 
mentals is that which I shall call 
conviction. By conviction I mean 
that the person selling must believe 
that what he is offering will do what 
it is intended to do. That convic- 
tion must be more than just lip serv- 
ice—words that are repeated with- 
out feeling them. You can teach a 
parrot to say, “Everybody needs 
disability insurance,” but it takes 
more than parrot-like statements to 
sell the business. 


Lifeblood of the Industry 


I have always agreed with the 
contention that salesmanship is the 
lifeblood of the industry—but that 
salesmanship does not stop with the 
relationship between the salesman 
and the prospect. It is essential in 
every phase of the business from top 
management on down to the pros- 
pect. That is why I contend that the 
successful company president should 
he salesman enough to sell (with 
conviction) the A & H business to 
all of his immediate underlings—his 
department heads, his supervisors, 
his managers. These individuals 
must be capable, in turn, of selling 
the A & H business to those under 
them—on down until the salesman in 
the field is sold—and sold thoroughly 
on the business. 

If that were done like it ought to 
be done, then we would not today 
have salesmen in the field selling 
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FUNDAMENTALS 


O. J. BREIDENBAUGH 


A & H who do not believe strongly 
enough in their product to buy it 
for themselves. 

Why do I believe in the impor- 
tance of conviction? Of the 349 who 
have come to the A & H classes in 
the universities throughout the coun- 
try 42% did not have any type of 





A & H protection when they came 
to the classes; more than 65% did 
not have more than the barest ac- 


cident protection. Many of them 
bought it after being sold on its im- 
portance, but that did not correct 
the fact that 90% of those who failed 
in the business after taking the class 
were from the group that did not 
buy A & H coverage even after 
taking the class and planning a 
career in the business. For your 
information, 20 of the 349 taking 


the classes have left the business to 
date. It was 18 out of this 20 that 
failed to buy A & H coverage for 
themselves. So I maintain first of 
all that the salesman must have 
conviction. He must see his product 
as having so much value that he 
buys it for himself. Until he does 
so he cannot hope to carry the con- 
viction with a prospect that is needed 
to meet the many objections. He 
must first meet his own objections 
before he can successfully meet those 
of the prospect. 


Motivation 


So much for conviction—The next 
fundamental is one of motivation. 
Perhaps there is no one fundamental 
that carries more possibilities for 
increased production than this one. 
In order to have production there 
must be a desire to produce. This 
desire must, of necessity, be tied up 
with other desires—but there must 
be desires. The person who is not 
working against something—who is 
not trying to meet a certain goal- 
who does not want something badly 
enough to work for it, will not be 
the consistent skilled salesman he 
ought to be. 

Unfortunately, too much of our 
motivation and most of our tech- 
niques in this line have been tied 
up directly with money. There are 
those who maintain that there can 
be no success in this business unless 
the salesman has an insatiable de- 
sire to make money. But money is 
only one symbol of the many de- 

(Continued on the next page) 
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Fundamentals—-Continued 


sires that make men do the things 
3y putting all of our eggs 
in one basket we sometimes lose 
the power of the motivation that 
comes from desires that are much 
more powerful than that of earning 
money. If its money that is the sole 
desire—then the man who gets out 
and sells and hits a streak of good 
luck soon has money enough that 
he loses his desire to keep selling. 


they do. 


Desire for Recognition 


Let us remember that there are 
other important motivations. To list 
a few—There is a desire for recog- 
nition. Most men like to feel im- 
portant. If we can tie up a man’s 
daily activities with something of im- 
portance, then he works to be recog- 
nized as important. Of course he 
makes money, but money is only a 
compensation for doing something 
important—it is not an end in itself. 
Then there is the desire to excel. 
If we can motivate a man to try to 
be the top man, he is driven to pro- 
duce by that desire. He does not quit 
until he is on top and able to stay 
there. He does not quit even though 
his income is far beyond that of 
which he ever dreamed. Other de- 
sires that serve as strong motives 
are the desires to succeed—the de- 
sire to serve—the desire to build— 
the desire to meet an obligation—the 
desire to please those in positions 
of importance—the desire to be a 
good fellow—the desire to serve 
humanity—the desire for security. 

First of all, then, we must recog- 
nize that there are many different 
ways to motivate. There are many 
different stars to which we may hitch 
the wagon. But knowing the basic 
desire that can keep us moving is 





Insurance ( ommpany 


not enough—we must know how to 
keep that desire as a prod—as a 
moving force behind us all of the 
time. 

There are many different ways 
to do this. Some of those suggested 
many times may best be expressed 


by: 


Plan your work then work your 
plan. 

Build a program for life—then do 
what the program demands. 

Let your wife provide the motiv- 
ation—you do the work. 

Just do what is demanded of you 
by a good supervisor. 

And many others. 





I will not try to elaborate on 
these. There is one pet, however, 
that I have which I have seen in 
action and to which I want to sug- 
gest that you give some thought. 
In my opinion there is nothing more 
powerful than group influence. Its 
workings are somewhat complex and 
difficult to understand, but still they 
are powerful. I wonder how many 
of you ever stopped to think just 
what makes you act the way you do. 
What makes you wear the kind of 
clothes you wear, drive the kind of 


car you drive, talk the way you 


talk, think the way you think. In 
reality, I believe you would find that 
most of the things you do and think 
are in response to the pressures you 
feel from the groups in which you 
find yourselves. You know, too, that 
there are certain groups that seem 
to give you a lift, seem to make you 
want to do things, while other groups 
that you get into seem to dampen 
your enthusiasm—seem to leave you 
clouded with feelings and ideas that 
thwart your best action. 

Now, my only suggestion to you 
is that you do review your own gen- 
eral group activities. Decide now 


just what groups seem to leave yoy 





wanting to move—and what group; 
seem always to get you off the beam 
Then make it a practice to get int 
those groups that give you the cop. 
stant lift you really need to x. 
complish wonders. Yes, you ca 
motivate yourself just by placing 
yourself under the type of influenc 
that will make you uncomfortabj 
if you do not do what you feel y, 

ought to do. Try it. , 


Selling Techniques 


So much for motivation. You car 
speak with conviction about A & H 
and you can be driven by a most 
intense desire to sell—still you may 
not be able to because you lack the 
knowledge of selling techniques. | 
would take an entire book to give 
you all there is on this subject. 

There is an effective way to ap 
proach a prospect—a more effective 
way than the one you are using 
now. If you are motivated strongl) 
enough you will find it. 

There is a way to add more power 
to your sales presentation. It may 
be in improving your voice—it may 
be that a few facts and figures will 
tell a more vivid story—it may be 
that you can replace a ten minute 
spiel by a powerful visual aid that 
will get the point across in a glance 
and save you about nine minutes for 
the next prospect. It may be that 
you need to select better prospects. 
There are at least ten tried and 
tested systems of prospecting—have 
you tried them all? Are you satis- 
fied with the plan you use? 


Can you meet objections head-on! 
Do you have an answer to ever) 
objection that makes your position 
stronger every time it is used? Do 
you have trouble in sensing the time 
for the closing? Do you talk too 
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much? Do you back down when it’s 
time to ask for the money? 

But let us move on to another 
important fundamental—For brevity 
let’s call it time evaluation. 

You have heard again and again 
that time is money to those in our 
business. Nothing was ever more 
true. Yes, time is money. That 
means it should be handled as such. 

Perhaps I can explain this best by 
saying that everyone should know 
just exactly what he is worth per 
hour of time worked—Yes, I will 
go even further—he should know 
what value in dollars and cents he 
should place on every minute of his 
time. We can take lessons on this 
rom our production industries. 
There isn't a large industry today 
but what can tell you just what every 
man is worth to the minute so far as 
his production time is concerned. 
That was basic in the steady en- 
gineering progress that today makes 
it possible for a man to produce ten 
and twelve times the number of items 
than he did just a few years ago. 

Ifit works for them, then it should 
work for us—for after all we are in 
4 production business and we need 


For December, 1948 


to become production-minded. To 
become production-minded we must 
learn to put a dollars and cents 
value on our time. 


Time Is Money 


Let us assume that you have spent 
a few minutes in assessing a value to 
your time. Let us say that you have 
found that every hour that you are in 
the presence of a prospect nets you 
three dollars in coin of the realm. 
You know that and you know that 
every minute is worth a buffalo 
nickel. Now with an evaluation thus 
assessed you are brought up with 
a start when you find that the 15 
minutes that you spend chatting with 
the neighbor down the hall cost you 
75 cents. Or worse yet, you find 
that you spent two hours in the office 
working on some routine office 
matters that you can hire someone 
to do for $1.00 per hour. Yes, those 
two hours on that type of work costs 
you $4.00. Two times 3 equals 6 
less. 2 equals 4. You lose $4.00 of 
that hard earned cash by failing to 
evaluate your time. And you can 
go even further—Let us assume that 


you spent 20 minutes sorting your 
prospects this morning. As a result 
you were able to find four that lived 
within 4 blocks of each other. Ac- 
tually by that 20 minutes of effort 
you saved yourself an hour and a 
half in travel time and also saved 
some shoe leather. In that one hour 
and a half you can see two more 
prospects—thus production soars. 
And 10 minutes on a telephone may 
result in appointments that will save 
you an hour or two of waiting in an 
office until your prospect can see you. 

Yes, time evaluation is a must to 
the salesman who is interested in 
production. Many a dollar flits away 
on the wings of lost time. 


Prestige 


My final point is a fundamental 
that pays off—Let us call it prestige. 
The attitude of the people who make 
up the buying public in any com- 
munity can make or break any 
A & H salesman. There is one sure 
way to make certain that the people 
in your area will think of you in 
the way that will be reflected by an 
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increasing volume of production. 
Prestige is the answer. You can be- 
come known as the A & H repre- 
sentative in your community. You 
can make it easy to establish contact 
with new prospects. 

Prospects like to do business with 
a person who gives the appearance 
of being successful. They will re- 
spond with a glint of recognition if 
they have heard your name favorably 
mentioned—even though you may 
have never seen them before. That is 
another reason that it pays to become 
affiliated with groups that are ele- 
vating and stimulating. Member- 
ship in those groups means that 


someone will talk about you to 
your friends. 

Maintaining an attractive, well 
kept office also adds to the weight 
that you will carry in the business. 
And we could add “Never knock 
a competitor; always pay your bills 
promptly ; use good sound attention- 
getting advertisements; be tolerant 
in politics, religion, and other fields 
where differences may irritate; par- 
ticipate in civic activities; make a 
speech before a PTA now and then. 

You ask why—Because the pres- 
tige that you gain from such activ- 
ities will add power to every word 
that you say to a prospect—It will 
lead some prospects right to your 
door—It will make all your selling 


easier—It will bring you profits thy 
you never dreamed possible. 

Prestige doesn’t come by chang 
or luck. It comes only by living 
and working according to a play 
It must be founded upon a desire jp 
serve—as must your business. 

If others sing your praises, the 
it is not necessary for you to tak 
about yourself to the prospect. Yq 
save a lot of time that way andj 
makes your presentation mor 
powerful. Also through prestige y 
boost the A & H business. If y 
do, then your prospect will boo: 
you. Both boosts will build you mor 
business. 





From an address before the National A 
sociation of Accident and Health Underwriters 





Looking Back... and AHEAD! ox. ws. 


& Globe Insurance Company Ltd. was just getting started in the United States— 
in a few rooms at 56 Wall Street and with a personnel consisting of two met, 
Alfred Pell (the L & L & G’s first authorized agent in the United States) and one 
clerk. Today the Company can point to service offices countrywide, staffed with 
experienced personnel, and a nation-wide network of capable field men who have 
been thoroughly trained in the Company’s Educational School. 
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dred years ago The Liverpool & London 


These established facilities and the planned activities which are gradually taking 
shape will serve as a constant reminder that the L & L & G keeps looking ahead 
and molding its services to keep pace with ever-changing times. 


THE LIVERPOOL Avo LONDON 
AND GLOBE INSURANCE 0. LD 


a major unit of the ROYAL-LIVERPOOL GROUP + 150 William St., New York 8, N. Y, 
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IN INDUSTRY © ON THE HIGHWAY © IN THE HOME 
7 ~The Agent's Stake in Safety 
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HE casualty insurance com J. DEWEY DORSETT the total underwriting loss on the 
lA panies, since the war terminated two automobile lines was $90,840, 
—_ three vears ago, have been con- ona very much lower scale. In 1946 362. 


fronted by a complete paradox. They — the stock companies licensed to write 


é ; : : é That brings us, it seems to me, 
.e having an unprecedented boom casualty insurance in New York 


to the core of this article, the agent's 


in business accompanied by a de State showed an underwriting loss stake in safety. 
cidedly grave depression in profits. of $40,663,648 on automobile lia- ; 
In other words, literally they are bility writings and $38,030,830 on What has caused these losses? 


facing want in the midst of plenty. automobile property damage, or an Extravagance or unsound manage- 
Consider for just a minute a few aggregate loss of $78,694,478 on ment in the companies? Everyone 
} knows that never since casualty in- 
surance came of age have the com- 
panies practiced more strict econ- 
omies and that management has been 
wise and prudent in the face of con- 
ditions which might have caused dis- 
aster under any less sound direction 
from the top. 


statistics, which are already well 
known but are worth repeating. 
The capital stock carriers licensed 
to transact casualty insurance in 
New York state had a countrywide 
premium volume of $1,436,061,197 
in 1947. Their underwriting profit 
m all lines combined—including 
fidelity and surety—was 0.9 per cent 
fthe earned premiums, or less than 
one per cent. Now let’s contrast 
that with just two more years, 
namely, the first and the last years 
fthe war. In 1941 the earned pre- 
mium for all lines was $714,612,825, 
from which the underwriting profit 
was 6.1 per cent. In 1945—the year 


ai aan __ 


Inflation? 


Is inflation to blame? It cer- 
tainly has contributed heavily to the 
companies’ losses in all lines but we 
can’t kiss off $126,000,000 worth of 
red ink by saying, “Well, do away 
with inflation.” The cost of every- 


a Japan threw in the sponge—the thing, from labor to court decisions, 
) earned premium was $876,579,172, has soared high into the far blue 
~ § irom which the underwriting profit yonder. But I’m afraid that anyone 
met, !' ; 


was 2.2 per cent. Putting it squarely who is dreaming of a return to pre- 
1 one on the line, although total premiums war levels is due for a shocking 
with § for all lines have just about doubled awakening. We all hope and believe 
have § since 1941, total profits have dropped 
to the vanishing point. 





: : . that costs will come down from their 
automobile lines alone in that one 


year. In 1947 the underwriting loss present astronomical ascent, but | 
: : “1a 4< doubt that they will ever get back 
aking for the two automobile lines was bs eile aia Cite tn eel eaciee™ 
shead Where Were the Losses? $47,796,898. . s 
There you have it. In the last Is it because rates are too low? 
two calendar years, a total under- Obviously they are too low for the 
_ In what lines have the losses been writing loss of $126,491,376 on auto- companies to so much as break even 
I ineurred? The answer is, over- mobile liability and property damage under present conditions, let alone 
whelmingly in automobile liability insurance alone—and in passing, if make a profit. Certainly the insur- 
1) and automobile property damage in- anyone is thinking that in the pre- ance companies are entitled to a fair 
) § SUrance, with glass, burglary and ceding few years profits were suffi- profit in return for the protection 
‘.¥. theft, boiler and machinery, and mis- cient to wipe out that loss they are and services they render. In the past 
cellaneous lines showing losses but misled. Over the past seven years (Continued on the next page) 
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two or three years automobile insur- 
ance rates have been raised a num- 
ber of times, but they have not kept 
pace with the cost of claims and 
we are still in the red. It is probable 
that some additional increases will, 
of necessity, be put into effect. But 
there isn’t a sound insurance man 
in America who doesn’t know that 
the companies can raise their rates 
sufficiently to overcome such heavy 
losses only at the peril of reaping 
unfortunate results. 


Rate Approval 


In the first place, we must obtain 
the approval of insurance super- 
visory authorities from state to state, 
and the difficulties that are en- 
countered there are well known. In 
the second place, rates may reach a 
point where public reaction can force 
all of the state governments to create 
state funds. None of us want to see 
that happen. Practically every agent 
in the country would lose substantial 
commission income and no one may 
foretell where that ball will stop once 


it starts rolling. The blunt truth is 
that the day of state insurance prob 
ably would have arrived. 

We all know that government can 
never provide as sound and inex- 
pensive insurance coverage for the 
people as the privately operated in- 
surance companies are doing. But 
if the people think the state can do 
the job better and cheaper, let’s not 
make the mistake of assuming that 
government will shrink from the 
mandate. Public officials who want 
to hold their jobs don’t get into 
arguments with the voters, who can 
turn them out any election day. 
Services that are performed by in- 
surance companies will be dropped 
and costs hidden in the word “taxa- 
tion.” Sooner or later the people 
will wake up, but it will be too late 
then. I have never known a state 
to adopt an insurance fund statute 
and later admit its mistake to the ex- 
tent of repealing the law. 

These are unpleasant facts and no 
one dislikes more than I the necessity 
of discussing them, frankly, honestly 
and realistically. But even the un- 
pleasant truth has a better side, one 
that is within reach, one that will 
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benefit 


everyone—the public, the 
agents and the companies—if all ¢ 
us who earn our daily bread in th 
great insurance business lose y 
more time in understanding ang 
practicing it. It is nothing more no 
less than our common stake in safety 


Loss Prevention 


In the early years of our busines 
insurance men believed that loss pre. 
vention would merely produce log 
business. Emphasis was placed o 
the production of more and mor 
business, and those early pioneers 
sowed well. 
rapidly that soon the companies 
realized they must do something t 
reduce hazards, which is simply an- 
other way of saying loss prevention, 
which in turn is merely another way 
of saying accident prevention, 

Safety engineering departments 
were developed in the companies, 
some of the larger agencies created 
their own safety engineering divi- 
sions, and once again the men of 
insurance proved the quality of their 
steel. Accident prevention clicked, it 
rewarded the insureds with low pre. 
mium rates and the companies with 
increased business. If it had failed, 
our rate structures would be so hig! 
that today government _probabl) 
would be providing the public with 
most of its insurance and we would 
be toiling in some other vineyard 
The time has now come when we 
must take the full step, recogniz 
that our ultimate success lies in the 
direction of loss prevention, and g 
out together—agents and companies 
side by side—to bring under contrd 
the national American tragedy @ 
preventable accidents, which ever) 
year kill more than 100,000 men, 
women and children, injure 10,00); 
000 more, and rack up an economic 
loss running into mutti-billions 0 
dollars. 

Let’s consider just two or three 
of the things insurance producets 
can do to protect their great agent) 
system and benefit their community | 


Zusiness increased » 





state and nation in the same motion 

1. I am speaking to every insur 
ance agent in the United States whet 
I ask: Does the high school in you 
community teach safe driver trait 
ing courses? If it does or does m0 
there is something you can do abott 
it, and right here let me say withot 


Best's Fire and Casualty New 








equ 
thit 
cre 
saf 
in ¢ 
Th 
but 
we 
sult 


schi 
a bi 
ing 
not 
or ¢ 
sche 
in t 
you 
com 
of t 
the 

stud 
you 
the 

sche 
all, 

toh 


It 
scho 
ing 
ciati 
pani 
tion 
prov 
text! 
that 
cider 
John 
ask | 
a saf 
schor 
and 
did j 
tucky 
And 
did i 
agent 

z 
insur 
when 
your 
If th 
you ¢ 
most 
prim 
ticula 
death 
know 
that | 


For [ 








the 
ill of 
1 the 
es 
and 





- nor 
ifety 


ines: 
, pre. 
; los 
d on 
more 
neers 
ad NI 
anies 
ng te 
y an- 
ition, 
"Way 


nents 
Unies, 
eated 
divi- 
on of 
their 
ed, it 
’ pre- 
with 
ailed, 
babl) 
with 
vould 
yard 
nm we 
yenize 
in the 
nd g 
yanies 
ontrol 
dy of 
ever) 
met, 
),000,- 
nomic 
ns of 


three 
ducers 
gency 
unity 
otion 
insut- 
; when 
n your 
trail 
yes not 
» about 
ithout 


y New 


















equivocation that one of the first 
things we must do in our effort to 
create a safer America is to make 
safe driver training a required course 
in every high school in the country. 
The results will not be immediate, 
but three or four years from now 
we will begin to see astounding re- 
sults if we accomplish this purpose. 


Ascertain whether your high 
school, or high schools if you live in 
a big town, teach a safe driver train- 
ing course ; and, if so, whether or 
not it is merely an elective course 
or one that is required. If your high 
school requires a satisfactory grade 
in the operation of a motor vehicle 
you are lucky and living in a good 
community; there are only a few 
of them. If your high school offers 
the course but does not require the 
students to take it, do everything 
you can to have it included among 
the required courses. If your high 
school does not teach the course at 
all, the door is wide open for you 
to have it adopt the course. 


Safe Driver Training 


It is not difficult to persuade high 
schools to include safe driver train- 
ing in their curriculum. The Asso- 
ciation of Casualty and Surety Com- 
panies will furnish all of the informa- 
tion and material needed and _ will 
provide the complete course, from a 
textbook to teachers’ guides. All 
that is necessary is to write the Ac- 
cident Prevention Department, 60 
John Street, New York City, and 
ask how you can go about getting 
a safe driver training course in your 
school. You will receive a prompt 
and thorough answer. A lone agent 
did it down in Pike County, Ken- 
tucky. Another did it in Cincinnati. 
And the combined agents of Georgia 
did it in their state. So can every 
agent throughout the nation! 

_ 2. Again I am speaking to every 
msurance agent in the United States 
when I ask: Are the traffic laws in 
your community properly enforced ? 
If they are, again let me say that 
you are lucky, indeed, and live in a 
most unusual town. One of the 
primary causes of accidents—par- 
ticularly those that do not involve 
death or a serious injury—is the 
knowledge by too many violators 
that they probably will not be ar- 
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Skid-Master units 
easily installed in 
rear compartment. 
Self-opening grit 
cartridge. Steering 
post switch releases 
grit instantly for 
rear wheel traction. 


DEALERS 
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Sanders for trucks and 
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rested and if arrested will be let off 
with a lecture by a lenient court. 
When traffic laws are obeyed, acci- 
dents rapidly vanish. The authori- 
ties will enforce the law if they have 
public support. Insist upon law en- 
forcement in your community and 
give your police and courts hearty 
support when they perform their 
duty. 

3. I am speaking particularly to 
the state associations of insurance 
agents and the local boards when I 


ask: Is the motor vehicle driver 
licensing law in your state adequate ? 
It is wholly inadequate in some 
states, totally non-existent in others, 
and none-too-good in many more. A 
sound, rigidly enforced, driver li- 
censing law is the keystone of all 
good traffic laws. Examine that law 
in your state. If it is not up to 
standard insist that it be made so. 
Again the Accident Prevention De- 
partment will be glad to help you. 


(Continued on the next page) 
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Agent's Stake—Continued 


4. In asking this question | am 
again speaking particularly to the 
state associations of insurance agents 
and the local boards: Does your state 
have a sound law requiring that all 
motor vehicle owners submit their 
car at least and preferably 
twice, every year to a conveniently 
located state operated station for 
inspection? Every car needs a peri- 
odic checkup, but experience shows 
that many owners cannot be trusted 


once, 


“x ARRAS 


deserve the best 


in protection 





to maintain their car in a safe op 
erating condition. 

Eighteen per cent of fatal 
dents alone are caused by cars with 
some serious defect. 
Comparatively few of the states have 
adopted laws requiring a periodic 
checkup of motor vehicles by quali- 
fied state inspectors. The states that 
have adopted such laws, however, 
experienced a consistent drop in acci- 
dents and engineers and safety spe- 
cialists are unanimous in declaring 
that if every state had such a law 
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the national traffic accident rate 
would drop sharply and promptly, 
The public, including owners and 
operators of’ motor vehicles, are in 
favor of having these laws, as shown 
by a recent professional survey of 
public opinion. Again I invite inter. 
ested parties to write to the Accident 
Prevention Department, Associa- 
tion of Casualty and Surety Com. 
panies, for full information about 
how to put such laws into operation 
in all of their states. 


From 3 an an address before the National Associa 
tion of Insurance Agents. 


FIRE WASTE CONTROL 


he realistic plan for the pro- 
tection of this country in event 
of World War III must take into 
account adequate measures for fire 
protection and fire prevention, Percy 
Bugbee of Boston, General Manager 
of the National Fire Protection As- 
sociation, told the Pacific Coast As- 
sociation of Fire Chiefs last month. 
He pointed out that the tremendous 
use of fire as an offensive weapon 
during the last war was largely re- 
sponsible for the greatly increased 
public interest in fire waste control. 

The Boston fire prevention expert 
paid a special tribute to the work of 
President Frank C. McAuliffe of 
the International Association of Fire 
Chiefs in connection with the plan- 
ning of the civilian defense program 
in recent months. 

Pointing out that there were over 
200 fires last year involving a loss 
of more than a quarter of a million 
dollars each, Bugbee declared that 
these fires alone caused 897 deaths 
and $223,000,000 in property loss. 
Delay in calling the fire department 
and failure to protect vertical and 
horizontal openings in buildings were 
cited as the principal factors for the 
great number of 1947 large-loss fires. 

Bugbee blamed the post-war hous- 
ing shortage for contributing mz 
terially to the increased number of 
deaths and injuries that have oc 
curred from fires in overcrowded 
homes, tenements and makeshift liv- 
ing quarters. He called upon fire 


chiefs to support his campaign 
halt fires due to the careless dis 
posal of lighted matches and cg: 
arettes when he labelled the careles 
Fire Threat 


smoker as “U. S. 


No. 1.” 
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Salesense in Advertising 


Ask that of almost anybody 
you know and the answer 
will often be “No,” or 
Readership studies conducted by 
able researchers tend to support this 
negative finding. The procedure here 
is this: Several hundred average 
persons are shown a periodical (or 
periodicals) they have previously 
seen. Then they are asked what ads 
they noticed and read. 


i D: YOU read advertising ?”’ 


“Rarely.” 


3 or 4 Per Cent 


I have seen at least a hundred of 
these research reports. Time and 
again they disclose readership find- 
ings as low as 3 or 4 per cent, a 
revelation dismaying to the advertis- 
ers who pay the bill. Attentive listen- 
ing of radio commercials, if it could 
be checked accurately, would also 
be upsetting. 

The truth is, of course, that most 
of us are influenced by advertising 
to a greater extent than we realize 
or will admit. None of us is im- 
mune to advertising. Consider, for 
example the case of Bill Clamm. 

“Nope, I never read an ad in my 
life,” declares he, testily snapping 
shut his shell. But just take a close 
look at Clamm. His hat is a Stetson, 
his shirt an Arrow, his shoes Jar- 
mon, his cigarettes Camel, his tooth 
brush Dr. West, his razor Gillette, 
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his coffee Chase & Sanborn, his as- 
pirin Bayer’s, his dog food Pard, his 
tomato juice Libby’s. 

But let’s take it at its worst: 
only 3 per cent of the subscribers 
of your local paper read your ad 
on any given day. Three out of 
every hundred! Good gosh! 

Now let’s take a mythical city, 
North Bend, Indiana. It has a cor- 
porate population of 120,000, a re- 
tail trading zone area of 300,000 
people. The leading newspaper there, 
the Blade, has a circulation of 90,000. 

You are, let us say, a dealer in 
hardware, or motor cars, or boats, 
or sporting goods, or building sup- 
plies, or grain and feed, or sta- 
tionery; or you are a baker, or a 
locker operator, or a photographer, 
or a poultry dealer, or an office sup- 
ply store, or what not. 


421,200 Readers 


Three days a week you run an 
ad, little or big as the case may be, 
in the Blade. 3 per cent readership 
is all you get. Okay. 3 per cent of 
the Blade’s circulation (90,000) 
2,700. Three times 2,700 gives you 
a weekly readership of 8,100. Mul- 
tiply that by 52 (total weeks in a 
year) and you get an annual reader- 
ship of 421,200 in North Bend. 


That’s pretty good brother. Folks 
in your town have read your selling 
messages close to a half million times 
within a period of a year. That’s 
a heap of impact. 

3 per cent—or 1 per cent, or 5 
per cent—readership ratings give 
advertisers dyspepsia. They forget 
that what counts is sales volume at 
reasonable cost. Then they embark 
on a readership spree and employ 
every cockeyed device under the 
heavens to flag the attention of the 
reader. 


Readership Not End Result 


Now here is a vital truth about 
advertising that seemingly is for- 
gotten by advertising men who ought 
to know better: On any given day, 
at any given hour, in any given 
publication (or air wave), only a 
small percentage of any group of 
readers (or listeners) have any in- 
terest in the product or service be- 
ing advertised. 

This morning John and Mary, 
breakfasting, glance up at the ceiling 
and notice a damp spot after a night 
of rain. 

“John,” says Mary, “we'll simply 
have to put a new roof on the house.” 

“That’s right,” agrees John. 
“Let’s talk about it this evening after 
dinner.” 

That night John and Mary, look- 
ing over the Blade, notice an ad on 
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Salesense—Continued 


roofing materials. So do one or two 
thousand other Johns and Marys, 
that 3 per cent or less of the Blade’s 
readers who on that day have new 
roofs on their minds. 

But Harry and Alice across the 
street don’t give a second’s glance 
at the roofing ad. Their roof is in 
swell shape. Harry on that day is 


thinking about new tires for the car, 
and Alice is pondering the matter 
of purchasing a new vacuum cleaner. 


A funny cartoon, which has little 
to do with roofs, may coax Harry 
and Alice to notice your ad, but 
what have you gained. They won’t 
be in the market for a new roof 
until 1969. 


What Should You Say? 


You are, let us say, a baker, and 
you decide to do some advertising. 
What shall you say in the display 
headlines? What shall you portray 
in the pictures, if any? 
















upon foresight. 
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IN a sense, the very business of insurance is founded 


You explain its importance every time you sell. When 
you tell customers to be protected in case something 
happens, you’re telling them to use foresight. 
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sight. Proof! Our past record of anticipating yourneeds, | 
and our creation of streamlined coverages. be 
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offering world-wide insurance facilities. 4 


ST. PAUL FIRE and MARINE INSURANCE COMPANY | 
% MERCURY INSURANCE COMPANY 
SAINT PAUL - MERCURY 











INDEMNITY COMPANY 


PACIFIC DEPT. 
Mills Building 
San Francisco 4 


HOME OFFICE 
111 W. Fifth St. 
St. Paul 2, Minn. 
aa Ee 








I'll tell you what one baker js 
doing, and I think he is making g 
mistake. The mistake he is making 
is that he is not shooting at the 
homes in his town with “damp ceil. 
ings.” 

Here is an ad of his I noticed 
in his local newspaper today; 
“Spring Blossoms Are Budding” 
announces the headline that appears 
under a picture of a cluster of cro- 
cuses. “Now,” the text tells us, 
“you will be spending more time out 
of doors and less time in the kitchen, 
Why not let our spotless bakery do 
all your baking for you?” And more 
of the same. 


Shoot at the Hot Prospects 


His hope is, I suppose, that this 
sentimental approach will be so ar- 
resting that 100 per cent of the 
newspaper’s readers will go for it. 
Maybe they will. I don’t know. But 
I would rather shoot at the hot 
prospects—at the 2 or 3 per cent 
or so who are hankering for a big 
slice of really delicious chocolate 
cake. Or at the small but interested 
group who are planning a birthday 
party for Junior. 


For this baker, I am told, bakes 
the best cakes in town. But he is 
mum about that. We are told in- 
stead that “Spring Blossoms Are 
Budding.” 

The first thing any ad must do 
is to attract the attention of inter- 
ested people. Therefore, your lead- 
off or catch line—the displayed 
headline and the pictures, if any— 
is of major importance. Here’s how: 
Be specific. If, for example, you 
are an office supply dealer, DONT 
say : “Office Furniture of Fine Qual- 
ity.” That’s a weak generality. 
This is better: “New-type Desk 
Chairs Ease Tired Backs.” 

No, that approach won't hit the 
Blade’s 90,000 readers between the 
eyes. So what? You are not trying 
to sell 90,000 chairs. If the ad sells 
four or five, you'll show a profit. 
Okay, the n. Go after the 3 per cent 
—or the % of one per cent—of the 
desk workers whose backs begit 
aching along about midafternoot. 
That’s salesense. 





Reprinted from the Globe-Wernicke Proft 
Pointers. 
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Automobile Liability Insurance — 
Case Involving Extension of Cover- 
age to a Substituted Automobile 


The Maryland Casualty Company 
issued its policy of liability insurance 
upon a truck which was used by the 
owner in several businesses, such as 
hauling mail between the post office 
and depot, in making service calls 
in connection with a radio repair 
business and in making calls in con- 
nection with a confectionery busi- 
ness, all of which businesses were 
conducted in the vicinity of the town 
of Hurley, Wisconsin. The policy 
contained a clause which provided 
that in the event the insured truck 
“is withdrawn from normal use be- 
cause of its breakdown, repair, serv- 
icing, loss or destruction”’ the insur- 
ance would apply to an automobile 
borrowed or rented by the insured 
“while temporarily used as the sub- 
stitute” for the insured truck. 

At the time the policy was issued 
the insured truck was ten years old, 
was in poor condition and rapidly 
deteriorating, and for these reasons 
it was not as freely and as exten- 
sively used as it had been previously. 
The truck was, however, the on!y 
vehicle the insured owned and used 
in the various enterprises above men- 
tioned. 

The insured had occasion to make 
a business call at a place some fifty 
or more miles distant from the town 
of Hurley, and because he consid- 
ered the insured truck to be mechan- 
ically unfit to travel that far he bor- 
rowed a Plymouth automobile for 
use in making the trip. While on the 
journey in the Plymouth an accident 
ocurred which resulted in the death 
ofa third person. The administrator 
of the decedent recovered a judg- 
ment against the insured for the 
wrongful death and then instituted 
garnishment proceedings against the 
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Maryland Casualty Company to re- 
cover the judgment. 

It was the plaintiff’s contention 
that the Plymouth was covered by 
the policy issued on the truck by 
reason of the extended coverage 
clause referred to above. The Su- 
preme Court of Michigan, however, 
decided the case in favor of the in- 
surance company. The Court held 
that the extended coverage could 
only apply in the event that the in- 
sured truck was withdrawn from ail 
normal use because of breakdown. 
While the making of a fifty-mile trip 
had been included in the use for- 
merly made of the truck, it was only 
a small part of such use, and as there 
was no evidence that the truck had 
been withdrawn from the uses made 
of it in the radio, mail hauling and 
confectionery business, the Court 
held that the plaintiff had not es- 
tablished the claim that the truck had 
been withdrawn from all normal use. 
Even a very limited use, if within 
the range of the normal use of the 
truck, would prevent the extension 
of the coverage to another motor 
vehicle. Erickson v. Genisot, (1948, 
Mich.) 33 N. W. 2d 803. 


Buy 
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Fire Insurance—Assignment of Policy 
Before Loss Held to Relieve the In- 
surer of Liability 


One Smith, the owner of a build 
ing in which he conducted a bowling 
alley business, entered into negotia 
tions for the sale of the premises 
and another. Smith 
carried fire insurance in two com 


business. to 


panies and each policy provided that 
it would be void if assigned before a 
loss occurred. Before the sale was 
consummated the insurers advised 
Smith by letter that they had learned 
from their agent that Smith was in 
the process of selling the property 
and directed Smith to return the 
policies for cancellation. This he 
did not do. 

Ten days later Smith executed 
and delivered to the purchaser a deed 
to the real estate and a bill of sale 
for the personal property and at the 
same time he was paid the purchase 
price in full. As a part of the trans- 
action, Smith also assigned the fire 
insurance policies to the purchaser. 
The attorney for the purchaser then 
sent the policies to the insurers and 
requested that the assignments be 
endorsed on the policies. He 
promptly advised by letter that the 
insurers would not recognize the as- 
signment and he was further told 
that 
for cancellation can be 
our liability under these policies will 
be terminated.” 

About three weeks later the build- 
ing was totally destroyed by fire. At 


was 


“as soon as the arrangements 
completed, 


the time the loss occurred the poli- 
cies were still in the possession of 
the insurers and nd formal notice 
of cancellation had been sent to 
Smith by the insurers. 

In a suit upon the policies to re- 
cover the loss, in which Smith and 
the purchaser joined as plaintiffs, it 


(Continued on the next page) 
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Judge Says—Continued 


was contended that (1) since the 
companies did not cancel the poli- 
cies, they were still payable to Smith 
at the time of the fire; and (2) the 
insurance companies were estopped 
by their conduct from denying lia- 
bility. 

The Supreme Court of Wisconsin 
in Smith v. Hardware Dealers Mut. 
Fire Ins. Co., (1948) 33 N. W. 2d 
206, held that because Smith had 
parted with all interest in, and pos- 
session to, the property prior to the 
loss, he could not recover from the 
loss under the policies. The Court 
also held that the fact that no formal 
notice of cancellation of the policies 
had been sent to Smith prior to 
the occurrence of the loss, did not 
estop the company from setting up 
the provision against assignment as 
a complete defense to the action on 
the policies. 





ADDITION TO SAFETY SERIES 


N AN effort to reduce the number 

of accidents in the welding trade, 
the accident prevention department 
of the Association of Casualty and 
Surety Companies has published a 
pocket-size safety booklet, “Your 
Guide to Safety in Welding and 
Cutting Operations.” The new book- 
let is one of a series designed to help 
curtail aceidental injuries and death 
in the construction trades. 

The booklet describes safe meth- 
ods of operation and safe handling 
of equipment in gas welding and 
cutting and in electric arc welding. 
Safety in spot welding, safe han- 
dling of acetylene generators and 
symbols for arc and gas welding are 
also included. The last page of the 
booklet is devoted to off-the-job acci- 
dent prevention. 

Copies are available through mem- 
ber companies of the association. 
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OF SERVICE AND PROTECTION 


* * * 


* * * 


In 1948 more than 100 American fire insurance companies are 
a century or more old—a remarkable testimony to the stability 
of insurance in the United States. Promoted by business-oper- 
ated companies and distributed by the local agent, American 
insurance provides broad and sound protection to millions of 
people. This Company thinks that celebrating anniversaries 
benefits the industry and its representatives as much as the peo- 
ple celebrating. We are proud and happy during 1948 to give 
special attention to the 100th year of our Company's service, 
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REQUESTS NEW FIRE POLICY 


ASSACHUSETTS:’ Insurance 

Commissioner, Charles F, J 
Harrington, has recommended that 
the legislature scrap that state’s cur. 
rent standard fire policy law, in ef. 
fect since 1873. He suggests the 
adoption of a “minimum standards” 
law, similar to the present require. 
ments for life and automobile in- 
surance, which would leave insur- 
ance companies free to draft simple 
modern contracts more liberal than 
statutory standards. Under the com. 
missioner’s proposal, most of the 
present provisions of the Massachu- 
setts standard fire policy would re- 
main, except for out-of-date void- 
ances. Adherence to a stereotype 
form, however, would not be re. 
quired as proposed changes provide 
minimum requirements and for the 
elimination of outmoded endorse- 
ments with respect to other insur- 
ance, removal of property, vacancy, 
night operation of factories, storage 
of gunpowder, “camphene, benzene, 
naphtha” and such and filling of oil 
stoves by the light of the moon or 
lantern. 





INDUSTRY COMMITTEES 


HE following committees of the 

stock fire and stock casualty in- 
terests presented the views of their 
segments of the industry to the New 
York State Joint Legislative Com- 
mittee on Insurance Rates and Regu- 
lation which met November 22 and 
23. The fire companies’ committee 
consisted of J. Victor Herd, vice 
president of the America Fore 
Group, chairman; and W. Ross 
McCain, president of the Aetna In- 
surance Company; Kenneth B. 
Hatch, vice president of the Fire 
Association of Philadelphia ; Charles 
A. Loughlin, vice president and gen- 
eral counsel of the Home Insurance 
Company; and John R. Barry, ex 
ecutive vice president of Corroon 
and Reynolds. 

The casualty companies were 
represented by Manning W. Heard, 
vice president and general couns¢l 
Hartford Accident and Indemnity 
Company, chairman ; and Raymond 
N. Caverly, vice president of Fidelity 
and Casualty Company; and R. B. 
Hamilton, vice president of New 
York Casualty Company. 
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J. B. RosgrTson—PREsipENT 


Executive attention is kept 
sharply focused upon our 


single objective—to provide 


every service that is expected 
from an alert and efficient 
Reinsurer. 


KANSAS CITY 


Insurance Exchange Bldg. 


NEW YORK 


107 William Street 
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175 West Jackson 
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114 Sansome Street 
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A Sound Company with Two 
Decades of Successful Operation 
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The American Motorists Insurance Company, a 
division of Kemper Insurance, is managed by one 
of the outstanding insurance executive staffs in 
the country. Since organization in 1926, under 
this able management, Amico has come through 
boom, depression and war years with a record of 
consistently successful operation and superior per- 


formance of all obligations. 
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1. On a family hospital policy pay- 
ing ten times the daily benefits in 
the case of maternity, is it permissible 
to write the husband and children 
jor $5 or even $3 per day and the 
wife for $10 or more? Is $100 then 
payable for maternity benefits? 


There were only two companies 
present writing hospital insurance 
as indicated in the question. The 
maximum room indemnity provided 
by any company present was $10 per 
day. It was the feeling of a great 
many representatives that by writ- 
ing hospital insurance on this basis 
the selection would be against the 
company. 


2. On a family hospital policy will 
you accept a wife and children with- 
out including the husband? Are full 
maternity benefits payable there- 
under? 


All companies present had some 
plan where they would accept a wife 
and children without including the 
husband and giving maternity bene- 
fits thereunder. A great percentage 
of the companies are granting ob- 
stetrics coverage to housewives on 
an individual basis. The majority 
of the companies represented issue 
the policies to the wife at the regular 
rate and the children are included 
o the policy at the regular de- 
pendents rate. They do not make a 
distinction in the rate when the 
husband is not included. A good 
many company representatives pres- 
ent advise they charge a high enough 
fate on female risks so that they do 
not need the male risk to balance 
their experience. Approximately 22 
epresentatives said their company 
charged a flat rate for two or more 
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EDITOR’S NOTE 


These questions and the respective discussions are from an 
underwriting forum conducted by the Underwriting Com- 
mittee of the Health and Accident Underwriters Conference, 
with D. B. Alport, assistant secretary of Business Men’s As- 
surance Company of America, presiding. 


children and approximately 24 repre- 
sentatives advised they charged an 
individual rate for each child. It 
appears from the discussion on this 
question that all companies were 
trying to do an underwriting job 
in giving the wife and children hos- 
pital protection when the husband 
was insured through group insur- 
ance, was uninsurable, or for some 
other reason was not to be included 
on the policy. 


3. To what extent do you inspect 
hospitalization, limited coverage 
plans, etc.? 


Very few companies represented 
inspect hospital applications or 
limited coverage plans of insurance. 
About the only time inspections are 
requested is when it appears there 
may be some particular point perti- 
nent to underwriting to be developed. 
Eighteen companies represented 
order inspections on limited policies 
of $100 a month or over. Policies 
which are marked, “This is a limited 
policy. Read it carefully.” were con- 
sidered “Limited” policies for the 
purpose of the discussion. There 
were company representatives pres- 
ent who would inspect such risks 
in New Mexico and Arizona for 
certain particular reasons. It is not 
a general practice to request in- 
spections on limited coverage busi- 
ness. 


4. What underwriting is neces- 
sary and what experience have you 
had with accident only medical ex- 
pense in amounts of $500 and up? 
What amounts were written? 


It was brought out the same type 
of underwriting was necessary in 


writing blanket medical expense in- 
surance for accidents as is necessary 
in writing straight accident insur- 


ance. All company representatives 
agreed their loss ratio on this type 
of insurance was very favorable. A 
few advised they had issued policies 
on students who were participating 
in football, hockey, etc., and their 
experience on this type of risk had 
been very unsatisfactory. Some put 
waivers on all such policies to elimi- 
nate sports hazards. Others exclude 
sports in the policy itself. A good 
many company representatives pres- 
ent are not issuing the blanket medi- 
cal policy to a student under fifteen 
years of age. Some start at ten and 
others at five years of age. Only one 
company went below five years of 
age and they start at three months. 
From the company representatives 
present it was determined $2,500 was 
the maximum written and some did 
not go beyond $500. Others ranged 
between $500 and $2,500. 


5. Do you write Accident and 
Health insurance for housewives? 
In what amounts? 


There were few companies’ repre- 
sentatives present offering a loss of 
time policy to housewives. A few 
companies indicated they write a 
special limited policy for housewives 
paying a monthly indemnity of $30 
to $60 per month, the policy being 
limited to not in excess of twelve 
months disability for either accident 
or sickness. All company representa- 
tives present said they offer hos- 
pitalization and medical expense and 
surgical expense to housewives. 
Some companies write accident and 
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Quiz of the Month—Continued 


health income on an industrial basis, 
the premiums being collected as a 
weekly debit and the agent has the 
opportunity in such cases of check- 
ing disability. There was one com- 
pany representative present that 
writes life time coverage on house- 
wives but they limit it not to exceed 
$40 to $50 monthly indemnity with 
a thirty day sickness elimination 
period. This question brought up 
another point for discussion as to 
what action companies took when 
an individual changed from her 
regular occupation to that of a house- 
wife. Some companies reduced the 
monthly indemnity to within $40 to 
$50 per month, changing the policy 
to a more limited contract and con- 
tinue. Some discontinue the policy 
entirely and some change to medical 
expense and hospital insurance only. 


6. (a) Is there a trend for general 
revision of monthly indemnity maxt- 
mums upward, especially in cases 
covering professional men such as 
doctors, lawyers, etc.? 

(b) What is the general attitude 
toward increasing maximum 
monthly indemnity by individual 
companies? 

(c) What is your attitude on cases 
showing maximum already issued 
by other companies? 


There seems to be a general trend 
towards increasing the monthly in- 
demnity maximums but it was the 
general feeling that the representa- 
tives present did not believe it de- 
sirable. Most companies represented 
have a maximum of $200 to $250 
per month on a preferred risk. A 
few companies represented will go as 
high as $400 per month as the max- 
imum and there was one company 
represented which did go as high as 
$800 per month on certain types of 
preferred risks. But in these cases 
they did not issue in excess of 50 
percent of the earned income. A good 
many companies represented in issu- 
ing the higher monthly indemnities 
did not go beyond 60 percent or 70 
percent of the earned income. This 
question was brought up in the 
course of discussion on the maximum 
in which companies would partici- 
pate in coverage. They varied from 
$500 to $750 per month, taking into 
consideration from 50 percent to 70 


percent of the earned income com. 
pared to the total amount of insur. 
ance involved, It was the feeling the 
higher incomes brought about by 
economical conditions are respon. 
sible for the trend for increasej 
monthly indemnities. 


7. (a) What ts your opinion o 
the practice of requiring medical ex. 
amination on plans offering thirt 
to sixty months health coverage? — 

(b) How extensive are medical; 
used by the various companies on 
both cancellable and non-cancellable! 


Approximately four company 
representatives present advised they 
required a medical examination on 
non-cancellable insurance and a fey 
company representatives present ad- 
vised they required a medical exam- 
ination on age forty-five or over 
There did not seem to be any other 
definite underwriting procedures on 
requiring medical examinations, It 
was felt the ordinary life examination 
did not develop too much from an 
underwriting point of view on ac- 
cident and health cases. The majority 
of the company representatives pres- 
ent felt the medical examination was 
not so important but did feel ful 
and complete health statements and 
the checking of clinical records for 
past medical treatment was very im- 
portant. It was further felt, when 
a medical examination is necessary, 
the medical examiner should be fur 
nished with the particular points t 
be covered in the examination. There 
were approximately six compaty 
representatives present who advised 
their company has a special form for 
accident and health examinations 


8. How far back and how - 
tensively do companies go after 
formation on “routine and physici 
check-up” answers given on af 
plication? 

A great majority of the com 
panies’ representatives present at 
vised when a history of a physic 
checkup is given within five year 
they go back to ascertain the pur 
pose of the check-up. Some cot 
panies have a three year requift 
ment, some two years and some om 
year. Between fifteen or twenty hart 
no definite rule and depend on th 
general appearance of the applicatit# 
and the reliability of the agent sub 
mitting the application. The majom 
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present felt an individual would not 
go to a doctor for a physical check-up 
unless he thought there was some- 
thing wrong and it was believed this 
information on applications was very 
pertinent to underwriting. 


9. Do many companies offer 
health and accident coverage at 
younger ages, (age 15 up), where 
employment is definitely shown? 


The majority of the companies’ 
representatives present advised they 
will issue full coverage accident or 
accident and health insurance to 
regularly employed individuals at 
age 15. Some start at age sixteen 
and others at seventeen. None of 
the companies represented would go 
below fifteen. All ascertain definite 
employment and income before con- 
sidering such a risk. 


10. What is the practice followed 
by most companies when considering 
applications submitted on seasonal 
laborers such as woods workers, saw- 
mill employees, etc? 


On this type of business an an- 
nual premium should be secured if 
possible and under no circumstances 
less than six months premium. If 
the particular occupation to be in- 
sured is too hazardous the risk is 
declined. The majority of the com- 
panies represented did not like to 
accept this type of business as loss 
ratios have not been too satisfactory. 
Neither would they cover semi-pro- 
fessional or professional sports on 
an accident or accident and health 
policy. 


11. (a) What are the practices of 
the various companies in connection 
with new applicants with a medical 
history of 1) heart disease, 2) dia- 
betes, 3) cancer and 4) rheumatic 
fever? 

(b) What, if any, action do they 
take following a claim for those con- 
ditions ? 

(c) Do you use the same under- 
writing rules for hospital policies 
as for accident and health indemnity 
policies? 

_(a-1.) All company representa- 
lives present advised they did not 
accept a heart disease case unless 
they had very definite information as 
to the type of heart condition. If 
it were a slight heart murmur a 
number of companies would accept 
for some type of accident and health, 
(Continued on the next page) 
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Quiz of the Month—Continued 


possibly with waivers. There were 
a few company representatives pres- 
ent who advised they did not accept 
any type of accident and health in- 
surance on any heart impairment 
case. The same situation held true 
in the underwriting of both accident 
or health and hospitalization insur- 
ance. It was felt this was a pretty 
technical question to make a definite 
answer to unless all facts pertaining 
to the heart disease were at hand. 

(2) Two company representatives 
present advised they would accept 
diabetics on an accident and health 
policy limiting the disability to thirty 
days. Three companies limit the 
period of disability to sixty days. 
The majority of company represent- 
atives present will not accept any 
case with a history of diabetes 
whether for accident or accident and 
health and hospitalization. 

(3) The only exception on the 
accepting of any cancer case is a 
possibility of an old skin cancer 
occurring five or ten years ago with 
no recurrence. Most companies 
would accept that type as standard 
for both accident and accident and 
health and _ hospitalization. The 
majority of company representatives 
present would not accept other types 
of cancer cases for other types of 
insurance. 

(4) This particular condition, 
rheumatic fever, raised considerable 
discussion and a definite and satis- 
factory answer could not be as- 
certained because it depends on the 
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period of recovery, if there had been 
any complications, or if there had 
been any heart impairment. Such 
risks necessitate careful and con- 
siderable underwriting with all facts 
and medical reports being obtained. 
Some companies required a down- 
to-date medical before even 
sidering such risks and there were 
a few companies who did not con- 
sider rheumatic fever cases at all. 

(b) The majority of 
representatives present stated their 
action on policies following such 
claims depended entirely on the type 
of contract the individual had, the 
length of time the policy had been 
in force, and the claim record. On 
some cases such risks were continued 
with waivers. This particular ques 
tion involves a public relations prob 
lem and there could be no definite 
set plan to follow because there were 
too many angles to take into con 
sideration. 

12. What plan is followed by the 
various companies with reference 
to use of waivers? 

There were approximately twenty 
company representatives present 
who send waiver with the 
policy at the time it is issued re- 
questing both copies to be signed, 
the original attached to the policy 
and the duplicate returned to the 
office. There were a few company 
representatives present who advised 
they do not require signatures on a 
waiver and their waiver is endorsed 
on the policy by rubber stamp. In 
addition, notice of the endorsement 
is indicated by rubber stamp on the 
face and filing back of the policy. 
It was brought out in the discussion 
a waiver-rider that is not attached 
to the policy is null and void. This 
question also brought up the han- 


con- 


company 


riders 


dling of waivers after the payment 
of a claim. The greater majority 
present asked for waivers at the time 
the claim is paid. Others wait until 
the renewal date of the policy. 


13. (a) What effect will proposed 
or existing incontestable clauses have 
on underwriting those cases where 
we use exclusion 
policy at the time of issue? 

(b) Do such clauses affect the 
right of cancellation or non-renewal? 


waivers in the 


(a) It was the consensus among 
those present that an exclusion 


waiver would have no effect whatso. 
ever on an incontestable clause pro. 
viding the waiver and the incop. 
testable clause were properly 
worded. About fifty percent of the 
company present 
stated they now had an incontest. 


representatives 
able clause; some have a one year 
incontestable clause and some have 
a two incontestable clause 
About fifty percent of the company 
representatives present stated they 
had no incontestable clause in their 
pe licy. 


year 


(b) The opinion of the majority 
was that an incontestable clause jn 
the policy would have no effect or 
the right of 
renewal of any contract because the 
incontestable clause certainly did not 
make the policy non-cancellable. 


cancellation or non- 


14. Discuss; (a) Underwriting 
reinstatement of lapsed policies, (b 
Underwriting for removal of pre- 
viously imposed exclusion waivers 

(a) Several company represente- 
tives present advised they operate 
on a level commission basis and do 
not reinstate lapsed 
write a new policy from a new ap- 
plication. Others have a thirty-one 
day grace period in their policies 
and an individual has the right te 
reinstate the policy within thirty 
days after the grace period expires 
by signing a reinstatement form. A 
few will reinstate within sixty days 
without a reinstatement form or 
evidence of insurability, relying on 
Standard three. Almost 
all companies have very definite 


policies but 


Provision 


rules to which they adhere. 
(b) The majority of 
representatives will take waivers off 
policies when such action removal 
is justifiable. Eleven companies use 


compan} 


an automatic clause for the removal 
of certain types of waivers at the 
end of a certain period. There did 
not seem to be a basic system i 
the removal of waivers. It was the 
feeling of the majority that certain 
types of waivers require medical it- 
formation before they can be te 
moved regardless of how long the 
period ot freedom from symptoms 
has been. A few companies have al 
application or affidavit for the it 
sured to complete before removing 
a waiver. When that has been re 
ceived, they then determine if medi 
cal information is necessary. 
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Aetna Fire Group: Robert P. Wimmer 
has been promoted from assistant super 
yisor to supervisor ot marine reisurance 
succeeding (. 7. E. Willett, retired 
x * * 

American-Associated Cos.: Jerome J. 
Conway has been advanced from agency 
supervisor to assistant branch manager 
at Detroit. Gene Langley, formerly 
supervisor of automobile underwriting at 
the Atlanta branch office, has been pro 
moted and transferred to St. Louis as 
a member of the head office automobile 
underwriting department. 


x * *® 


American Casualty Cos.: //urry 0. 
Eckert has been promoted from directo 
of agencies in the home office to vice 
president in charge of the Chicago 
branch office. 

x *k * 


American Insurance Group: Garret Il’. 
Roerink, formerly supervisor of agency 
analysis, has been appointed assistant 
manager of the home office fire under 
writing department. He will serve jointly 
with Louis Schneider in that capacity. 

W. H. Ogren, formerly special agent 
in eastern Missouri, has been made state 
agent for Kansas. Erwin HW’. Link has 
been appointed special agent for Detroit 
and Wayne County, Michigan, assisting 
state agent Lawrence J. McDonnell. 
Robert Ross, Jr., formerly an adjuster 
with the Bankers Indemnity, has been 
named special agent for Florida. Robert 
E. Wall has been made marine special 
agent in the Atlanta service office for the 
states of Alabama, Georgia, Florida and 
South Carolina. Lester J. Brown has 
been named state agent for Nebraska and 
western Iowa. 


x *k * 


American Surety Group: Fred H. Hen 
ken, manager of the underwriting service 
division, has been appointed manager of 
the credit and investment information 
department. 

eS 2 = 


Atlantic Mutual Liability: A district 
office has been opened at 800 Peachtree 
Street, N.E., Atlanta, Georgia, while the 
Bridgeport, Connecticut office has been 
moved to the Barnum-Thompson Build 
ing and the Jacksonville, Florida office 


to the Barnett National Bank Building. 


= = & 


Boston & Old Colony Cos.: Ernest A. 
Ahnberg has been named manager of 
the inland marine department. 
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HOME OFFICE AND 
FIELD APPOINTMENTS 


Canadian Fire: J’. G. /larman has 


been named manager of the Ontario 
branch succeeding trunk N. Boyd, 
retired 

x * * 


E. T. Clauss & Co.: /imil T. Clauss, 
president of the Buffalo Association of 
Fire Underwriters and director and 
regional vice president of the New York 
State Association of Insurance Agents, 
has purchased the interest of Peler_G. 
Enser, his former partner in the firm 
of Enser & Clauss, Morgan Building, 
Buffalo, N. Y. Mr. Clauss, president of 
this new corporation, has announced other 
James T. Clauss, vice presi 
Charles J. Clauss, secretary 


officers as: 
dent and 
treasurer. 

x * * 


Fidelity & Deposit: HW illiam S. Price, 
formerly manager in Houston, has been 
named resident vice president in that 
city. Arthur S. Thompson and W. S. 
\oore, Jr., formerly assistant managers 
in Houston, have been made associate 
managers. 


x * * 


Fireman's Fund Group: A new service 
office has been opened in the Insurance 
Center Building, San Jose, California. 
Special agent William M. Compagno will 
direct fire and marine underwriting, while 
special agent George C. O’Connell will 
continue to service casualty and auto- 
mobile lines with the help of special 
agent Fred Schroeder. Casualty and auto- 
mobile claims service will be directed by 
Lyle Randall assisted by Bernard Kelly. 

Special agent John L. Herren, Jr., 
of the Pittsburgh office has resigned to 
rejoin the United States Army. Tem- 
porarily, special agents Timberman and 
Campbell are assuming Mr. Herren’s 
duties. 

xk 


Founders’ Fire & Marine: John D. Cur- 
iin, who was formerly with the group 
department of the John Hancock Mutual 
Life, has been made assistant manager 
of the group insurance department. 


eS & ® 
Ralph S. Garrett Ins. Agency: This 


Pocatello, Idaho agency has purchased 


the H. A. Reynolds Insurance agency 
of the same city. 

x & * 
Hartford Accident: Additional field 


claim offices have been opened at 320% 







South Olive Street, West Palm 
Florida, (Howard l’an Epps Hanson in 


Beach, 


charge); 213% North Main Street, 
Kokomo, Indiana, (Carmi J. Yoakam in 
charge) ; 101 River Street, Saranac Lake, 
New York, (William B. Shea in 
charge) ; 222 South Tryon Street, Char- 
lotte, North Carolina, (Benjamin k. 
Boone in charge) ; Bowie Building, Beau- 
mont, Texas, (Luie E. Turner in 
charge); and in San Jose, California, 
(Malcolm K. Campbell in charge). 


=: & £ 
Home Insurance: Several changes in 
field) supervision in New York State 


have been made. The Buffalo offices have 
been consolidated in the Genesee Build- 
ing under the supervision of resident 
secretary Walter S. Bachman. Associ- 
ated with Mr. Bachman will be state 
agent Edwin T. Collins and special agents 
William F. Massman, Francis J. Phister 
and Wilbur S. Callahan. 

k. L. Pitman, former National Liberty 
special agent at Poughkeepsie, has been 
transferred to Harrisburg, Pennsylvania. 
The territory formerly supervised by Mr. 
Pitman will be under state agent John 
E, Summers. The territory of North and 
South Dakota has been divided with 
South Dakota remaining under the super- 
vision of manager Burt Burton with 
offices at Sioux Falls and North Dakota 
under the supervision of state agent R. B. 
Swanson, former special agent of North 
Dakota, with offices at Fargo. 


x * * 


Indemnity Ins. of N. A.: Samuel H. 
McGoun, Jr., has succeeded William A. 
Osgood, who retired last month, as 
manager of the Chicago service office. 
Thomas W’. Dickson, I1., formerly super- 
vising underwriter, has been made as- 
sistant superintendent of the automobile 
department and James Connor has been 
appointed to the special risks department. 


x *k * 


Leonhart & Co.: This reinsurance com- 
pany has purchased the former Home 
Insurance Company building at South and 
Water Streets, Baltimore, Maryland. 
Occupancy is expected to be completed 
around the 15th of this month. 


xk * 


London Assurance: /’. Rawlins Preston 
has succeeded James L. Brown, Jr., as 
State agent in the middle department 
territory of this company and The Man- 
hattan Fire & Marine. 


(Continued on page 100) 
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It is a peculiarity of the insurance 
business that a slip-shod agent may 
obtain a greater immediate com- 
pensation for the bad handling of 
an insurance program, than the alert 
agent who has his accounts in order. 
The alert agent wrings the excess 
cost and non-essentials out of the 
program. Since he receives the same 
rate of commission as the slip-shod 
agent, he seems to suffer by com- 
parison. Which one, however, keeps 


an account and which one is eased 
out ? ‘ 

For examples of good or poor 
handling, let each agent search his 
own files. Does he examine each 
new policy he receives, to see if it 
covers his client’s exposure? Does 
he follow the same practice with re- 
newals? Does he audit it for proper 
rate, check the current market for 
rates and ascertain that his rate is 
competitive? Does he analyze audits 
for correctness? Does he accept 
workmen’s compensation experience 








Highlights in Insurance History 





THE TRAITOROUS CORRESPONDENCE ACT 


A Traitorous Correspondence Act was passed by the English Government in 1793, the first 


year of the Napoleonic Wars, because of extensive “enemy trading”. At first most business 


men approved of the practice since British trade had begun to surpass that of all other coun- 


tries. Later, it was looked upon with increasing disfavor and considered not only unpatriotic 


but a criminal offense. While it continued in favor the insurance industry made lucrative 
profits because no one dared to send goods across enemy infested seas without complete 
insurance regardless of the premium cost. The act which stopped this wave of insurance 
prosperity prohibited the insuring of ships whose owners lived in French territory and on 
ships carrying arms or war material to such territory. i 
The National Union and Birmingham Fire Insurance Companies have kept their services elas- 


tic enough to meet the uncertainties of wars with the same strength available in normal times. 


NATIONAL UNION 
and BIRMINGHAM 


FIRE INSURANCE COMPANIES 


PITTSBURGH 




















rates or retrospective adjustments 
without questioning the reserves and 
amounts paid for losses? 

An agent has not done his duty 
when he shows a schedule of titles 
in a letter which reads: “Other ayaijl. 
able coverages are riot and civil com. 
motion, collapse, subsidence, etc, 
etc.” This sounds as if he is saying, 
“We carry silk, cotton, nylon and 
mercerized thread in white, black 
brown...” 

If they are available does the client 
need them? The agent ought to 
know whether he does, why he does, 
how much it will cost, what it will 
do. A client won't buy a title. He 
buys “what it does” for him, not 
what it is or what it costs. 


? 


When a Loss Occurs 


What does the manufacturer ex- 
pect the agent to do, when a loss 
occurs? He expects the agent to 
see that the claim report is properly 
executed, promptly filed and acted 
upon, by the insurance company. The 
agent’s knowledge of the contract, 
insurance law and the common law, 
means much to the manufacturer, 
otherwise he wouldn’t employ the 
agent. Since the insurance policy 
cannot prevent the occurrence, it is 
obvious that the employment of the 
agent is to prevent financial loss to 
the manufacturer. Where will he 
suffer the greater loss, through the 
occurrence or through the adjust- 
ment ? 

Many losses are settled to the 
detriment of the insured because 
neither he nor his agent know how 
to present the claim properly. I do 
not imply that the adjuster would 
be unfair. If those who are familiar 
with the manufacturer’s business 
cannot make out a proper claim, 
how can we expect the adjuster to 
do any better? An agent’s know: 
edge of the procedure necessary to 
the establishment of valid claims can- 
not be limited to the physical pos- 
session of a supply of “Proof of 
Loss” forms to be filled out by the 
client. He should complete the form 
with him, checking his figures for 
accounting or other errors. The 
agent must know how to collect every 
cent to which the client is entitled 
and do it. He cannot rely on the 
good-hearted adjuster to show him 
how. He might be in a_ hurry. 


Best’s Fire and Casualty News 
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Whether or not the manufacturer 
is fair in his requirements, these are 
the duties which he believes are the 
agent’s. When the duties are carried 
out by the agent, he joins that hon- 
orable group—“Those Who Earn.” 

The manufacturer is less exacting, 
of his insurance companies, than he 
is of his insurance agent. This is 
only because his agent handles al- 
most all of the negotiations, and the 
manufacturer has little direct contact 
with the companies. 


Unqualified Agents 


The manufacturer has had a con- 
siderable amount of experience with 
unqualified agents. He knows that 
some companies appoint agents who 
should never be appointed. Almost 
anyone, with a few days of study, 
can pass an examination for a license 
to sell insurance. The manufacturer 
does not like to be pestered by 
Cousin Emma’s next door neighbor’s 
son Joe, accompanied by a company 
man—unless Joe is qualified in his 
own right to handle the manufac- 
turer’s business. If Joe was ap- 
pointed an agent because his father 
might be the next Treasurer of the 
bank, Mayor or Exalted Leader of 
the Lodge, the company has done 
itself and its agency force a great 
disservice. 


If Joe is a likely lad, he may be 
successful through his efforts not 
connections, if the company will take 
him away to school and pump him 
full of knowledge. His activities 
should be directed upon his return, 
to matters he can fully understand. 
He should not be permitted to break 
his heart trying to handle an ac- 
count which is beyond his immediate 
ability. His company association 
will be of no avail because it is the 
agent’s constant application to the 
account which will bring success. 
The manufacturer recognizes the fact 
that everyone must start somewhere 
but he subscribes to the “learn to 
walk before you run” school of 
thought. The manufacturer learns, 
however, that the insurance com- 
panies seldom continue the course of 
study on a postgraduate level. The 
agent is forced to read numerous 
magazines and newspapers to keep 
abreast of trends. To keep ahead 
of the trend he has no counsellor. 


For December, 1948 





Blanket 

Farmers’ 

Liability 
Policy 


OF READING, 








This policy sets a new standard in broad lia- 
bility protection for the farmer. Farm, Per- 
sonal, Employers’, Automobile and Products 
Liability are covered on an occurrence basis. 
Medical Payments can be included with all 
but the Products coverage. Exclusions are 
limited to just three sentences! With increasing 
mechanization, the farm owner ranks with the 
industrialist as a prospect for blanket liability 
coverage. And American Casualty’s new con- 
tract is the preferred policy for the majority 
of your farm and ranch risks. 


Full information on the Blanket Farmers’ Liability Policy is available on request 


AMERICAN CASUALTY COMPANY 


PENNSYLVANIA 
Fire Affiliate: American Aviation & General Insurance Company 





Recently, an insurance executive 
told me that the insurance business 
is full of imponderables. “Not the 
least of these,” he said, “is the almost 
universal insistence on retaining the 
status quo and refusing to move into 
the golden era ahead.” This execu- 
tive feels that the machinery has been 
designed, if not built, to relieve two 
of the insurance industry’s greatest 
bottlenecks—interstate rating and 
multiple line underwriting. In that 
executive’s opinion the insurance in- 
dustry could solve its own problems 
by pushing this machinery through 
the legal mill. Why should there be 


fire, casualty, marine or surety com- 
panies. Why should it be necessary 
to read a list of definitions before 
an agent can tell whether the inland- 
marine department of a fire company 
can write the coverage or, whether 
he must place part of it with the 
fire department of the same com- 
pany, part with a casualty company 
and force his client to assume the 
remainder of the exposure. 

The manufacturer needs interstate 
rating in all lines. He needs multiple 
line underwriting. He needs special 
risk treatment of coverage. Surely 


(Continued on the next paqe) 
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Ins. & Manufacturer—Continued 


these vaunted centuries of insurance 
experience have not left our insur- 
ance companies without a residue of 
knowledge. 


Forthright Action 


It is not my intention to imply 
that this condition is considered de- 
sirable by insurance companies. It 
is inevitable during a transitory pe- 
riod. Its correction will not come 
as a result of interminable confer- 
ences within the industry. It will 
follow forthright action by forward 
looking insurance executives, those 
who believe in the future, who are 
not content to be led but must them- 
selves lead. 

It is true that the manufacturer 
expects his insurance company to be 
sound financially. This is partly his 
agent’s job in placing the coverage 
but it is also the duty of the insur- 
ance company to remain that way. 
Sound methods of operation are nec- 
essary but soundness of method can- 
not be inferred to mean reactionary 
methods. Progressiveness is not the 
order of the day. Too many com- 
panies find too many reasons why 
it can't be done and too few reasons 
why it can be done. Sometimes these 
reasons are good. When they are, 
the companies should not camouflage 
them. 


Term Discount 


An example of bad handling is the 
present discussion of the term rule. 
There are two reasons why many 
companies want to eliminate the term 
discount. First, it ties up too much 
capital for too long a time in the 
unearned premium reserve. Second, 
an inadequate rate becomes still less 
adequate when discounted. This is 
simple arithmetic. Why prattle about 
the Robinson-Patman Act, the Clay- 
ton Act, the Sherman Act, Public 
Law 15, the Federal Trade Commis- 
sion and the rest of the circus of 
confusion. Stand up and give the 
reason why it’s not good, if it isn’t. 
If it is bad, economically, let the 
other fellow choke on all of it he can 
get past his teeth. If the truth is 
that it is merely an attempt to get 
a rate increase without that name, 
you'll only lose your shirt to com- 
petition. 
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As to underwriting, the manufac 
turer wants his insurance company 
to have real underwriters. Today, 
the average literate man of the street 
can be turned into an underwriter 
in six months. Let him 
manual, the company’s prohibited 
list and he is all set to compete with 
other underwriters. But underwrit- 
ing loses its function when it at 
tempts to fit all risks into neatiy 
labeled cubby-holes, each carrying a 


read the 


standard price. The companies are 


selling protection, not butter. Let 
the insurance fit the exposure. Let 
the exposure be rated. 
with the complacency of standardiza- 
tion. 


Have done 


From an address before the Rhode Isiand 


Association of Insurance Agents. 


GOVERNMENT INSURANCE 


-* AMENDMENT to the to- 
bacco loan agreement of the 
Commodity Credit Corporation with 
certain tobacco associations of Ken- 
tucky was scored by John C. Stott, 
president of the National Association 
of Insurance Agents, as a new move 
of the Federal government into the 
insurance business. He quoted the 
amendment as stating in part, 
“Whereas Commodity is willing to 
assume all 
with respect to tobacco pledged to 
it as collateral for a loan to the 
Association in return for an amount 
determined by Commodity as neces- 
sary to protect it against losses on 
tobacco pledged by the Association 
and others to Commodity. 

Director of Insurance Cad I. 
Thurman of Kentucky has _ an- 
nounced his intention to challenge 
this activity of the C. C. C. on the 
basis that it is contrary to Kentucky 
law. 


normal insurable risks 


UNIFORM LICENSING LAW 


HE entire subject of a uniform 

licensing law for producers for 
all states will be investigated by the 
National Insurance 
Brokers. The feasibility of such a 
bill will be studied, a preliminary 
draft drawn up if one appears 
feasible, and cooperation with the 
National Association of Insurance 
Agents sought. 


Association of 


TRUCK THEFT LOSSES 


NLAND marine underwriters ap 
giving parallel attention to they 
transportation and truck cargo wy 
derwriting, Jack Seide, president ¢ 
Babaco Alarm Systems, manufacty 
ers of truck burglar alarms, told th 
Insurance Society class on inlan 
marine insurance in New York. 

“There is a widespread recog 
nition that these two coverages ar 
inter-dependent and, although seem 
ingly separate underwriting prob 
lems, they must be considered a 
one, if the theft losses on goods jj 
transit via truck are to be con 
trolled,” Mr. Seide said. ia | is now 
evident from loss reports that many 
truck cargo theft losses have beer 
hidden away on the transportatior 
policy records. The loss ratio Or 
transit policies is today actually mued 
worse than on truck cargo lines 
Claims have been paid on the transit 
policies and lack of subrogation has 
prevented many of them from ap- 
pearing in the truck cargo column 

“This has been a distinctly un- 
healthy factor in cargo underwriting 
It is never conducive to sound un- 
derwriting to have any portion of 
the losses involved in one line hid- 
den in another. Also, it is difficult 
to present a picture of urgency to 
agents or assureds. 


Personal 


introductions to pros- 
easy to make—with 


Personal | 
pects are 
MICRO-LITE, the all-powerful 
miniature keychain flashlight. | 
Send one in advance of your 
personal call . . . send MICRO- | 
LITES as good-will ambassadors 
to your company’s present pol- | 
icy-holders. Imprinted with your i 
name—or the prospect’s own 
initialk—_MICRO-LITE reminds ) 
him of you several times each 
day. A MICRO-LITE costs about | 
as much as a good cigar! It’s just 
good policy to put MICRO- | 
LITES to work for you. 

l 

I 


For sample, catalog, and novel 
profit-producing plan designed 
especially for the insurance field, 


write Dept. B-12 


TMICRO-LITE COMPANY, Ine. 


44 W. 18th St., New York City, 11 
<a ees es © 
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SELLING TIPS 


om the HOME OFFICE 


A GOOD LINE 


HE premiums on boiler insur- 

ance are low but don’t let the 
low premium discourage you and 
cause you to neglect this class of 
business because many insureds have 
equipment both boiler and machinery 
that develops high premiums. Boiler 
insurance adds diversification to pre- 
mium volume, supplies a service that 
marks the agent as a careful, well 
informed insurance man and pro- 
tects him along with his client 
against an uninsured loss and pos- 
sible loss of life. 


The General Agent 


OPENERS 


GMa ciated agents are always on the 
look-out for insurance coverages that have 
popular appeal for a quick sale to make 
that first contact leading to other and 
larger lines. Additional living expense is 
that "opener" for owner or renter, large 
or small, and many a new friend is made 
with this modern form. 

—Franklin Fire's 421 News 


ON BEING SYSTEMATIC 


~ )W do you plan your day? Do 
the details of your office take 
up the most of your time? 

Natures differ. Some like to feel 
free to go as the spirit moves them. 
Others prefer a planned way of op- 
erating. 

One agent reports a rule he has 
made that he finds works well. He 
uses the morning for looking after 
his correspondence and details of 
the office. After lunch he makes 
his rounds of prospects and such 
outside work as is necessary. His 
business associates and clients know 
his schedule and make any appoint- 
ments accordingly. He sticks closely 
to this schedule which he reports 
helps him to accomplish what he 
wants to do. 


Canadian Service and Indemnity 
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FIDELITY BOND PROSPECTS 


© YOU know: that a survey 

by the National Association of 
Credit Men shows that of 9,500 busi- 
ness firms which, by their own ad- 
mission, need and do not have 
employee dishonesty insurance, 
92.7% have never been solicited? 
True, not all will buy fidelity bonds 
if solicited; but a great many will 
buy as soon as asked, and others 
will accept when an intelligent pro- 
posal is submitted. 

The foregoing survey does not 
include retail establishments but 
only wholesalers and manufacturers. 
If retailers were included the picture 
undoubtedly would be worse. 


Cravens-Dargan Review 


VALUABLE PAPERS 


[f YOU are looking for prospects 
for the valuable papers policy, 
consider any concern with a lot of 
blueprints. Experience proves that 
most such concerns never heard 
of the valuable papers policy and 
are very much interested. 

The Hartford Agent 


HOSPITAL SCHEDULES HELP 


ET the schedules of rates 
charged from your local hos- 
pital for private and semi-private 
room accommodations, operating 
room, laboratory fees and X-ray 
charges. Include an inquiry about 
the cost of private duty nurses. 
Armed with this material you can 
quickly demonstrate to a client how, 
in a few short weeks of disability, 
he can incur expenses running into 

large figures. 
National of Detroit’s Agent's Record 


GOOD ADVERTISING 


ERTAIN legal notices must be 
posted in a designated number 
of public places. They are posted by 
attorneys or someone working at the 
local court. Why don’t you put up 
a bulletin board outside your office, 
telling the court and attorneys that 
they may use it? Then your loca- 
tion will be listed. You might also 
tell auctioneers to use the board for 
their public sale bills. 
Fireman's Fund Record 


DON'T TALK—SELL 


= many salesmen do altogether too 
much talking; sometimes they talk their 
prospects into an order and then, by 
keeping on, talk themselves out of a sale. 
The somewhat inexperienced salesman who 
creates business is a better salesman than 
the accomplished talker who creates nothing 
but conversation of a high order.—National 
of Detroits' Agents Record 


PUBLIC LIABILITY 


GENTS who neglect to sell 
public liability insurance over- 
look a field with great possibilities. 
Nowhere is there better opportunity 
for creative selling than in discuss- 
ing with every business owner, in- 
dustrialist or small business man 
the question of his legal liability. 
Legal liability for personal in- 
jury is a serious financial peril that 
constantly faces every business firm, 
every owner and every occupant 
of any building or other property ; 
it faces every driver of an auto- 
mobile, every employer of anyone 
who may use an automobile. It is 
an ever-present peril, due to the 
daily possibility of serious claims 
because of accidents resulting in 
personal injury or death of people 
who are not employees.—The Mary- 
lander 


99 





Field Appointments—from page 95 


Loyalty Group: David A. Wesley, for- 
merly state agent in eastern New York, 
has been transferred to the Boston 
branch office to assist L. W. Dearth, 
manager. 


xx«r 


Maryland Casualty: H. G. Lewis, 
former manager of the New te 
claim division, has been appointed 
manager of the ‘home office claim division 
succeeding Thomas N. Bartlett, retired. 
Coincident with this appointment, the 
casualty claim department and the bond- 
ing claim department have been con- 
solidated into the single claim division 
with W. Kenyon Lloyd, vice president in 
charge of claims. F. E. Pausch, formerly 
manager of the bonding claim depart- 
ment, has been promoted to chief claims 
attorney. 


National Fire Group: John L. Shaw, 
Jr., formerly agency supervisor in charge 
of the New England States, has been 
promoted to superintendent of agents in 
charge of the head office agency depart- 
ment for all eastern and southern states 
of the United National Indemnity. 

The following revisions in the Indiana 
iy have been announced: Special agents 
R. H. Osborne, E. P. Ressler and B. W. 
Pfeifer have been promoted to state 
agents. State agents Os borne and Ressler 
will supervise the company’s business in 
the state, assisted by special agent G. E. 
King. State agent Pfeifer will supervise 
the farm business. Mr. Osborne will 
supervise the Indiana service office in 
Indianapolis. 


kk * 
Northwestern Mutual Fire: Ed Furman, 


formerly fire adjuster at Los Angeles, 
has been transferred to the home office 
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at Seattle, while R. W. McDonald of the 
Seattle claim department has replaced 
him at Los Angeles. 


x * * 


Ohio Farmers Insurance: Charles 4. 
Bergstrom, formerly an underwriter with 
Crum & Forster, has been appointed 
special agent for the state of New Jersey. 


x * * 


Providence Washington: Thomas J. 

Southerland has been named state agent 
for the state of Georgia. The company 
was formerly represented in this state by 
Jerome, Cowan & Mahone, managers, 


x * * 


Public National: Theodore S. Pearce, 
formerly claims manager for the Eureka 
Casualty, has been appointed home office 
claims manager. Edward J. Gillott, for- 
merly assistant manager of the burglary 
and plate glass division of the National 
Bureau of Casualty Underwriters, has 
joined the agency department as fieldman 
for the state of Florida. Clarence A, 
Maxwell, who was formerly in the audit 
and safety engineering department of the 
American Casualty, has joined the engi- 
neering division. 
ee & @ 


Royal-Liverpool Group: William J 
Richardson, formerly superintendent of 
the metropolitan automobile department, 
has been appointed assistant manager of 
the metropolitan department of the fire 
companies replacing John J. Cunningham, 
who now heads the general cover depart- 
ment. Henry B. Gebhard succeeds Mr. 
Richardson as superintendent of the met- 
ropolitan automobile department. Other 
metropolitan appointments are as fol- 
lows: August Westphal has been pro- 
moted from assistant manager to manager 
of the bonding department succeeding 
Frank J. Sayler, retired. B. E. Joline has 
been advanced from assistant manager to 
associate manager of the bonding depart- 
ment, and A. C. Hoffman has been made 
superintendent of the contract bond di- 
vision. 

A new field office has been established 
in the Third National Building, Dayton, 


Ohio. The office will be supervised by 
state agent G. H. Allen, assisted by 
special agent R. C. Hudson. 

x * * 


Security Group: Robert E. Croke, for- 
merly state agent in Kentucky, has been 
made western marine manager with head- 
quarters in Chicago, Illinois. He succeeds 
Ralph G. Tanger, recently transferred to 
the home office. 


x ke * 


The Travelers: Reginald A. Burns has 
been named assistant manager of the life, 
accident and group claim department and 
Charles R. Carpenter has been appointed 
assistant manager of the casualty claim 
department in charge of fidelity and surety 
claims. 


x * * 


Weghorn Agency: This company has 
been appointed by The Reliance Insurance 
Company as nationwide binding agents 
and as New York City agents. 
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ASSOCIATION NOTES 
Assin of Casualty & Surety Cos: 


B. F. Meekins, formerly special agent at 
Dallas, Texas, has been transferred to the 
aims bureau's San Francisco field office 
and elevated to the post of special agent 
in charge. He replaces Robert D. Benn, 
resign 

x * *® 


Bureau of Acc. & Health Undrs.: The 
Republic National Life Insurance Com- 
pany, Dallas, Texas, has been elected a 
member of the bureau. : 

The following companies have been 
elected to the governing committee : Mas- 
sachusetts Bonding and Insurance (repre- 
sented by Stephen McLaughlin, vice 
president ) ; Great-West Life Assurance 
(represented by E£. Reginald Brock, 
superintendent, accident and health de- 

rtment). Logan Bidle, secretary, acci- 
dent and liability department, Aetna Life 
Insurance, has been re-elected chairman 
of the governing committee. 


x * *® 


Casualty & Surety Club of Buffalo 
(N. Y,): Gilbert S. Hildebrandt, manager 
of the Buffalo branch office of the Stand- 
ard of Detroit Group, has been elected 
president. 


x ke 


General Adj. Bureau: Kaymond H. 


Sifrit, formerly assistant treasurer, has 
been elected treasurer succeeding Nelson 
B. Bassett, who, because of ill health, has 
been unable to devote his full time to 
bureau affairs. Mr. Bassett will continue 
his association with the bureau in the 
capacity of assistant treasurer. 

Drew C. Briner, formerly one of the 
senior staff adjusters of Pittsburgh, has 
been appointed assistant branch manager 
of the Newark, New Jersey office. 


x «ek 


Insurance Club of Pittsburgh: Paul J. 
Trimbur, owner of L. A. Burnett Com- 
pany, a general agency, has been elected 
president of this club. The vice president 
is William C. Fiand, vice president of 
The Allemannia Fire Insurance and as- 
sistant manager of the Pittsburgh office 
of Crum & Forster. George R. Arring- 
ton, special agent for the Norwich Union 
roup, is the new secretary and Edward 
D. Sweet, owner of the Fred G. Schaefer 
General Agency, treasurer. 


x*wk 


Maryland Society of New York: /’in- 
cent Cullen, president of National Surety 
Corporation, has been elected president 
of this society composed of men born and 
raised in the state of Maryland now 
living in New York. 


x «ek 


Mutual Ins. Agents Ass'n of New 
England: The following officers were 
re-elected for 1948-49: William G. Street, 
President ; William J. Watson, vice presi- 

and Kenneth McKay, secretary- 
treasurer. Haven E, Flanders was elected 
a vice president. 


For December, 1948 
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Nat'l Ass'n of Mutual Ins. Agents: 
Hugh H. Murray, Jr., president of Asso- 
ciated Insurers, Inc., of Raleigh, N. C. 
has been elected president of this associa- 
tion. 


x ** 


National Safety Council: Harry M. 
Pontious, safety director for the Farm 
Bureau insurance companies, has been 
elected to the board of directors. 


xk 


Risk Research Institute: Arthur H. Han- 
sen, formerly insurance manager for 


Richfield Oil Corporation of New York, 
has been appointed executive secretary. 





Daffynitions 


Modern Girl: One who'd rather be well- 
formed than well-informed. 

Hiccough: Message from departed spirits. 

Alimony: Taxation without representation— 
or anything else. 

Bachelor: A man lucky in love. 

Bridge: The triumph of mind over chatter. 

Husband: A man who can do anything his 
wife puts her mind to. 

Inflation: The 25c. meal you paid 50c. for, 
that now costs $1.00. 

News: What makes a woman say 
heaven's sake.” 

Plutocrat: A fellow who can get his hair cut 
the day before pay day. 

Marriage: Something a woman tries when the 
wolf whistles get farther and farther apart. 


“for 
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HEMISPHERIC CONFERENCE 


He Second Hemispheric Insur- 
ance Conference held in 
City 
entry into the business. The gather- 


Mexico 


again opposed government 
ing of 200 executives from 13 coun- 
tries warned insurance companies 
of ail countries to guard against 
government and re- 
minded them that improved service 
to the public was the best guard 
against This 
keynote was expressed by John A. 
Diemand, president of the Insurance 
Company of North America, when 
he said, “Keal freedom, 
the basis of our free enterprise sys- 
tem, can be maintained only in a 
society where businessmen and 
others are willing to fight for it 
and where they are able and willing 
to so conduct themselves that they 
After all the best fight 
to retain one’s freedom is the fight 
to make oneself and one’s business 
operations worthy of public con- 
fidence.” 


COMPENSATION RATE 
REDUCTIONS 


ORKMEN’S — compensation 

and employers’ liability insur- 
ance rates in Minnesota are to be 
reduced 9.2% effective January 1, 
1949. The reduction as ordered by 
the State of Minnesota Compensa- 
tion Insurance Board is considerably 
in excess of the 2.3% decrease ad- 
vocated by the Minnesota Compen- 
sation Rating Bureau. The Board 


encroachment 


such encroachment. 


which is 


deserve it. 


prescribed that the loading for the 
iOSS portion of the rate shall be 61% 
and the loading for the expense por- 
tion shall be 39%, subject to mod- 
ification by application of any ex- 
perience, merit, or retrospective 
rating plans which are now or here- 
after may be in force or effect as 
approved by that board. 

An overall reduction of 
1.6% in workmen's compensation 
and employers’ liability insurance 
rates, effective January 1, 1949, has 
been approved by the Vermont In- 
surance Department. This reduction 
reflects the use of a new formula by 
the National Council on Compensa- 
tion Insurance whereby, additional 
weight is given to the favorable ex- 
perience of the two latest available 


average 


policy years. 





If only we did to others as we would 
have done tc us— 

lf only we gave of the very best within 
ourselves— 

If only we received all the good the 
other fellow has to give us— 

Would there not be Christmas? 

There is a Christmas if we think it and 
bring into our lives the ideals that make 
Christmas. We get out of this just what 
we put into it—no more and no less. 

To get the most: 

First, we must give— 

We must put up the holly and the 
wreaths— 

We must decorate and light the fir 
trees— 

We must spread the cheer of good- 
will— 

We must start the carols ringing— 

We must believe in and live all that is 
Christmas—and it will be Christmas. 

It will be a merry, merry Christmas. 
It can be, if we want it, let it be, help 
it be. 











JOINS N. Y. DEPARTMENT 


EORGE H. KLINE of Syra. 

cuse, New York joined the New 
York Insurance Department Noy. 
ember 1, 1948. He will assist th; 
Department in the handling of spe. 
cial problems of a statistical and 
legal nature. 


Mr. Kline was graduated from 
Syracuse University College of 
Liberal Arts in 1938 with highest 
honors, and from the Graduate 
School of Citizenship and Public 
Affairs, Syracuse University, in 1949 
with a M.A. degree in Public Ad- 
ministration. He graduated 
magna cum laude from the Syracuse 
University College of Law in Sep- 
tember, 1948. 


was 


PROPOSED DISSOLUTION 


ISSOLUTION of the Rocky 

Mountain Fire Underwriters As- 
sociation, to become effective by 
March 1, 1949, 
mended by that body's supervisory 
committee. A poll of members is 
now being conducted and December 
18 is set as a deadline for the voting. 
E. A. Henne of Chicago, chairman 
of the supervisory committee, re- 
ports that the Western Underwriters 
Association has indicated a willing- 
ness to assume jurisdiction over the 
territory now embraced by 
R.M.F.U.A. and that present plans 
call for an amalgamation of the tw 
organizations. 


has been recom- 
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Hoysion, Zire and Coenalty Insuranse Company 
General Insurance Corporation 


os Casually ~s Surely 


JOHN M. FERGUSON, JR. 
PRESIDENT 
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plans F Sure he’s happy —and you are, too. reduced absenteeism, fewer accidents! All these benefits 
= He was expecting a $75 bonus. Then you decided to _ are being proved and re-proved every day in thousands 
give the bonus in U. S. Savings Bonds. So he receives— —_ of companies that operate the Payroll Savings Plan—the 
—_ not $75—not a $75 Bond—but a $100 Bond. popular plan for the regular purchase of Savings Bonds 
/ It looks like more—and it is more. Not just because by employees. 
; every $3 put into Savings Bonds will pay $4 at maturity. You're helping your employees, your country, and 
These Bonds are builders of future security for em- yourself by deciding to... 
ployees and for the nation as well (which means for 
business ). They're a pow erful weapon against inflation, give the bonus in Bonds 
They make employ ees “holders of shares in America” — 
thus build enthusiasm for our traditional competitive _...and by putting plenty of push behind the P. S. P. It’s 
system. easy with the he Ip you get—for the asking—from your 
They pay your company a bonus, too—in increased State Director, U. S. Treasury's Savings Bonds Division. 
employee contentment, which shows up as less turnover, —_ Call him now! 
The Treasury Department acknowledges with appreciation the publication of this message by 
i BEST’S INSURANCE NEWS 
— This is an official U. S. Treasury advertisement prepared under the auspices of 
the Treasury Department and the Advertising Council. 
y News 
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re Sept. 49 
Legislation in 1948—Ray Murphy ......... June 31 
Lighting, Planned—Charles I. Brady, Jr. ........... Oct. 8 
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New Income Tax Law—J. 8. Seidman ........... June 49 
“New Look” for Offices—Harry B. Haag ...........0...s0005 Oct. 
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Other Lands, Fire Insurance in—Z. W. Elicell . Aug. 2 
Percentages or Dollars—Wade Fetzer, Jr. ....... Nov. 2 
TD BE MRI Soc ccccccdecscececescicvese Sept. 107 
“Pius” Sales Components—Peter Bradstreet ...... May 1133 
Preparing for an Important Call—John Garth Nov. 10 
Professional roach, The—Ernest L. Clark . June 3 
Prospects, rind! ng Good—Lewis C. Brownson .. Apr. 9 
Public Regulation—William T. Kelley ............ ... July B 
Putting on the Squeeze—W. F. Cooper ........ ir ...-Oct. 1 
ff 5 3 ea a rrr ree : Dec. #1 
Rate Administration and Agents—Vestai Lemmon .. ee NOV. B 
Rate Regulation, Casualty—James M. Ca hill -May 31 
Reinsurance—Norman E. Risjord ...........- Je Nov. 41 
Reserve Values—John W. Culkin ...........+-+ July 3 
Road Ahead, The—J. F. Follmann, Jr. ....... .May % 
— fs Ae -Nov. # 
Safety and Insurance Section ........... : Dec. § 
Salesense in Advertising—James D. W oolf .... Dec. & 
Sales Slants from Other Fields *......... er Dee. & 
Selling Tips from the Home Office .......... Dec. # 
Small Business Prospect—Frank W. Dreyer .... May 1% 
So You’re Going to Make a Speech .............. June 8 
Special Agents, For—George F. Ainslie, Jr. .........+5+ June 5 
Sport Insurance—George X. Sand ............... ae 
State Regulation—a Factor in Goodwill—W. R ussell Arr ington @ 
yr & 
State Regulation of National Rates—Robert F. Dineen .....-Ott. 15 
eS OO ROS 1... Sept. 3 
OE ee Dee 
Storekeeper’s Liability—A. H. Oriddle ........ pastors June 3 
Successful Selling—Frank H. Beach ............--- ; coal : 
Successful Selling (Continued) ...............6.-45: .. . Sept. % 
Sunglass, The Virtuous—/t. Comdr. D. Farnsworth .. Aug. 
Tabulating Machines, Proper Application of - pn 
—James W. Brasie ...Oct. & 
Telephone Recording—C. E. Hallentorg ........ ea Oct. & 
Time for Re-Appraisal—Walter M. Sheldon ...... _T 


Schafer ..... 


Training Clerical Workers—-Maec H 
Training Program for Employees—Alice Ryan ...... ee 3 
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bo re errr eee eee Tay 


Workmen’s Compensation, Group and—C. C. Clarke ... 
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ysed F'igureS) ...c.cccccceces Oct. 119 

Vreulturat eee. Laramie 

(New COMPADY) ccccccccccccseces Oct. 119 
Agricultural Tneoranes, Laramie 

(New COMPADY) «eseseessseesseee Oct. 119 

jcultural Workers Mutual, Forth Worth 
(Non-Protit Organization) ...... June 103 
Allied Fire, Utica " 
(th Anniversary) ........-...++6! May 42 
Allstate Insurance, Chicago wi 
(Automobile Rates) ET ree ee Dee. 55 
americaD  gponganaiepene Indianapolis 

(Licensed) ..++-s+eseeseessesseceee uly 97 
American "Toudine, Baltimore 

(New DED. spbamewks~scsca4oa-n Dee. 55 
American Farmers Mutual, St. l’aul z 
(See Cooperative Insurance) ...... Dec. it 
American Fidelity & Casualty, Kichmond 
(Reinsurated SF arr June 108 
American Fidelity Fire, New York 

(Proposed Capital Increase) peal uate ick July 97 
(Refinancing rn Sept. 11 
american Ilome Fire, New York 

(Initial Dividend) ............... Dec. 55 


American Hospital & Life, San Antonio 
Meenas CABIERE) cecccccccvecceel lay 
American Indemnity, Galveston, 
(Correction Notice) ............. Sept. 111 
American Insurance Group, Newark 


42 


(bxecutive Changes) .............Nov. 66 
American Lloyds, Austin 

(Being Formed) ..... oc cccccccces June 103 
American Motorists, Chicago 

(Increases Auto Dividend) ........ Dec. 55 
American Re-Insurance, New York 

ere Dee. 55 


American Reserve, New York 
(See American Re-Insurance) ....Dec. 55 
Appleton & Cox, New York 


(Official Staff Changes) .......... June 103 
Arcadia National, Chicago 

(Officials Indicted) ............... Oct. 119 
Argonaut Insurance, San Francisco 

Cew MECHANGS) ...cccccccccce Sept. 111 
(Begins Business) .............00. Oct. 119 
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OO OOOO Sept. 111 
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PE RMOED 350%60.500000086000 Nov. 66 
Cal-Farm Insurance, Berkeley 

eT errr rrTe Oct. 121 
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(Official Staff Changes) ........... July 98 
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Casualty Underwriters, St. lk 

(Registers Additional Stock) . Sept. 111 
(To Increase Capital) ............ ec. 56 
Central Surety, Kansas City 

(Executive Changes) ............ June 103 
Central Trust of China, New York 

(Enters United States) .......... May 42 
County pies, Philadelphia 
ated eek aise cik'aie'e ain ne July 98 
Chicago Lloyds, Chicago 

(Liquidation Report) ............4 Aug. 87 

stiana General, New —_— 

(New President) ...............e. May 42 
Chubb & Son, New York 

(To Open Pacific Branch) ......... May 44 
Citizens General, Los Angeles 

mca Subsidiaries) .............. June 103 
Colonial Mutual Casualty, Philadelphia 
ie ccc cacekee Aug. 87 
Commercial Benefit, Phoenix 

(Forms Stock Compan MED aseesanes Oct. 122 
Commonwealth Life & Accident, St. Louis 
BE BMBROD) 400. scccsecesee May 44 
Continental Casualty, Chicago 

(Domiciled in Illinois) ............ ug. 87 
(Mid- s. Besalts) POTTS: Sept. 111 
(T.D.B aa e. dec, 56 
Gena ae New York 

(Mid-Year Results) -Sept. 112 


ept. 
Cooperative Insurance Mutual, Milwaukee 
Es hth caGueebeeaneaekne 


Dearborn National Casualty, Detroit, 
(Investment Violations Charged) ee 112 
Dearborn National Insurance, Detro 


Dec. 56 





(Investment Violations Charged) Sept. 112 
Des Moines Casualty, Des Moines 
Re. , vancuatieveen Nov. 66 
Fire, Newark 
ON rrr are June 104 
mm Insurance, Wilmington 
See eeee bane b «6s ooce Oct. 1293 
Eapire Tad Indemnity, Denver 
censed) ...... EE eee Oct. 122 











For December, 1948 


INSURANCE COMPANIES REPORTED UPON 


Employers’ Group, Boston 
(executive Changes) ............Nuv. 66 
(Adopts Age-Used Classification) ..Vec. 57 
Employers Mutual, Wausau 


(increases Dividend) ........... Sept. 113 
European General, London 

SEED Siiwéncnneeendddceecessis Muay 44 
Excelsior Insurance, Syracuse 

ne:  o.5 vacances ekeen Dec. 57 

ED Sond dcnicwibeeeeneess nse Dec. 37 
Excess Insurance, New York 

(Dividend Declared) .............. July 98 


York 
eee Tree June 104 


Excess Insurance, New 
(Executive Changes) 


(New President and Treasurer) ..Aug. 87 
Fidelity and Casualty, New York 
errr Dec. OF 
Fidelity and Deposit, Baltimore 
a reer rr Dec. 57 
(Resident Vice President) ........ Dec, 5S 
Fidelity Mutual Accident, Dallas 
reer rere Oct. 122 


Fire Association, Philadelphia 
(Official Staff Advancements) ....Oct. 123 
Fireman’s Fund Indemnity, San Francisco 


(Adds Another Line) ............ Aug. 87 
Ce. De .etadesessecededanees Dec. 58 
Fireman’s Fund Insurance, San ——— 
(Recapitalization Plan) ........ uly 98 
CO DOD scout ccesnsecee yg 88 
(Residence Theft Endorsement) -Sept. 113 
(Executive Change) .........++... Nov. 66 
Founders’ Fire & Marine, Los Angeles 
Ck. ere y 98 
General Casualty & Surety, Atlanta 
(Begins Operation) .........s.e00. Oct. 123 
General Reinsurance, New York 
(Passes Dividend) .............+. Oct. 124 
Germantown Fire, Philadelphia 
(of Pee Dec. 58 


Gillespie County Reserve, Gillespie County 
(Licensed) Oct. 124 


Glens Falls Group, 


Glens Falls 


CREE SIND nse cescccccvcsces July 99 
Government Employees, Washington 

(Change in Control) .............. May 45 
Great American Group, New York 

(Official Changes) ................May 45 
Great Central, Peoria 

(New Stock Carrier Formed) ..June 104 

(Announces Merger) .........+.-: June 105 
Great Central Mutual, Peoria 

eee Te May 45 

(New Stock Carrier Formed) ....June 104 
Great Western Fire, San Francisco 

(New Company ) Ltsbwtravease nen Aug. 88 

(Now Underwriting) .............) Yov. 66 


Hardware Mutual | Stevens eum 
(Reduces Dividend) ............. det. 124 


Hartford Accident, Hartford 





(Names New Officers) ............ Dee, 58 
Hartford Fire, Hartford 
(Names New Officers) ............ Dee, 58 
Hawkeye Casualty, Des Moines 
CCUBCIGL EROPGEER) cccccccccccocs Sept. 113 
Home Assurance, Calgary 
(in Li oy lias 6: eocean Aug. 88 
Home Indemnit ew York 
(Official Staff Changes) ewaaeeares Nov. 68 
Home Insurance, New York 
(Merger Plans _Soeeeres) Canseces May 46 
larged Board) ........ July 
Operational Revisicas) July 99 
Dividend Increased) ..... -July 99 
a oe ED Gitknedesceece sens Aug. 89 
(RESG-TERe WEETES) ..ccccccccceee Nov. 68 
Houston Life, Houston 
e6egbbectencsecesensces anu. 114 
Independent Mutual, East St. Lou 
(CROW COMBRRT) cccccocessccccecs Jun e 105 
Inde endent Mutual Fire, indianapolis 
oy Coeeoeocrcccsccccccecsees No 
Saleen ompany of N. A., Philadelphia 
(Resigns from National Board) ..May 47 
Ce BE wie cawensvecebes une 105 
CA, TONED ccsciceccesssss une 105 
Interboro Mutual ndemnit "New York 
(Dividend Rate Increased) ...... uly 100 
oo ?_ Indemnity, St. Louis 
(New —— pti boweeen ed Sept. 114 
eee EE an eekhasnheased Nov. 68 
Iowa Home Mutual, Des Moines 
EE  Swbseiuisceccdn deen June 106 
John Marshall Insurance, Chicago 
(Revises Capital Structure) ...... May 47 
PEE. Snts pctbudseann~essaeune un Nov. 68 
Keystone Mutual Coguaity. Pittsburgh 
(Action Against Officers) ......... ay 47 
Seeks Rehabilitation) .......... July 100 
{Petition | eer Sept. 114 
La Salle Fire & Marine, Chicago 
COW COMES) oc ccscecvcccccecs July 100 
Latonia Insurance, Covington 
Cer CED ockscssocctccess Sept. 114 
Lexington Insurance, Boston 
SED aah bied t0kcoeewdawes os Dec. 58 
Lineoln Life Insurance, Augusta 
SEED 606s Sh sSOt 4 b-chien weed Dec. 58 
Litas a & London & Globe, Liverpool 
Anniversary in U.S.) ........ May 47 


Lloyds of New Mexico, Las Vegas 

Ce | Rerrrrrerrrire rrr re eee Dee. 5Y 
Louisville Fire and Marine, Louisville 

(Capital Reduction) ..............Aug. 89 
Lumbermens Mutual Casualty, Chicago 

(Purchases Building) ............. Vec. 59 
Lumbermens Mutual, Manstield 

pivitee TERIOR) ..cccccscsvcced Oct. 124 
lumber Mutuai lire, boston 

Ce A rr rrr May 48 
Managers Interinsurance, Los Angeles 

(New Organization) .........sssee. May 48 
Manhattan Casualty, New York 

COED © 6.66.h6c10Kksan scenes Dee. 59 
Manufacturers Casualty, Philadelphia 

(Official Staff Changes) ........... y4 
Manutacturers Fire, Philadelphia 

(Otticial Staff Changes) .......... May 48 

(Fire Lines Discontinued) ...... - Aug. 90 
Maryland Casualty, Baltimore 

(New Director) .....c.scccccsese -Oct. 125 


Massachusetts Accident, Boston é 
(Kestoration Payment Ordered) ..Dec. 59 
Massachusetts Bonding, Boston 


(New Vice President) ............) ov. 70 
Memphis Hospital Service, Memphis 

SED -cnancchecsspntvceeecacad . & 
Mercury Insurance, St. Pa 

(See St. aul Fire & Marine ) Aug. 93 

(increases Capital) .........e.ce06 Nov. 70 
Michigan Surety, Lansing 

(To Enter California) .........e. July 100 
Midwest American Mutual, Des Moines 

OE CO arts Oct. 125 
Midwestern Insurance, Oklahoma City 

SS aera: Sept. 114 
Midwest Mutual Casualty, Clayton 
eS a a eee Oct. 125 
Midwest Mutual Insurance, Des Moines 

OR - Nov. 70 
Millers Mutual, ort Worth 

(Correction Notice) ............ Sept. 115 
Mobile Fire & Marine, Mobile 

CO SID is cvcwadessccccccew Dec. 60 
Moral Insurance, Tulsa 

eel aaah wnlnts oe Nov. 72 
Motor Club Insurance, Omaha 

rrr Sept. 115 
Mutual Benefit Casuuaity, Huntingdon 

Ce SS csc ciccnccceceos Sept. 115 


(Commences Uperation) coccccesuct. 1935 
Mutual Fire & Automobile, San Antonio 

Ream .-Dec. 60 
Mutual Indemnity, Louisville 

(Funk Summons Officers) 

(Ordered to Correct Uper 


-Aug. 90 
ations) “Sept. 116 






National Automobile & Cas., os Angeles 

Co eee rere uly 101 
National Fire, Hartford 

(Mid-Year Figures) Spasieuineeeoul - 72 
National Fire, Hartford 

(Official Staff Advancements) ..... Dec. 60 


National General Insurance, Winnipeg 


, ishi waseuetednkw duieue Sept. 116 
National Insurance, Denver 

ge Aug. 91 
National Insurance, Denver 

(Companies Separate) ............ Nov. 74 
National Lloyds, San Antonio 

I 556.5 ol Cera ie ei ktihecwid Nov. 73 
National Service Automobile, a. 

OS Re ery hae 75 


Service Automobile, 
(New Company) D 
New Amsterdam Casualty, Baltimore 
(Official Staff Changes) .......... Nov. 
N. J. Mfrs. Assn. Fire, Trenton 
(Dividends to Policyholders) 
N. J. Mfrs. Casualty, Trenton 
(Dividends to Polieyholders) eaael Dec. 61 
New Mexico Farm Mutual, Las Cruces 


National Fort Ww orth 


ee Dec. 61 


FS: Sept. 116 
New Mexico Farm Mutual, Las Cruces 

(New Company) inestaeenentenes Oct. 126 
New Zealand Insurance, Auckland 

(Executive Changes) ............. Vov. 74 
North American Casualty, New York 

SE Gada taabhesen s:00 00 --.-May 48 
Northwest Casualty, Seattle 

(Increases Capital) ............... Dec. 61 
Ohio Valley Automobile, East Liverpool 

PE: dvrcsinovbtixeatcweacne Oct. 126 
Old North State, Greenville 

Cs SED vc cecsnenescccnses Aug. 92 
Oregon Automobile, Portland 

dds New Money) .............. July 101 

Oregon Farm Bureau, Pendleton 

) eee Aug. 92 
Pacific National Fire, San Francisco 

(New Vice President) ........... 106 
Pan American Casualty, Houston 

(To Add New Funds) ............ July 101 

(New Staff Member) .............. Nov. 
Pawtucket Mutual Fire, Pawtucket 

(100th Anniversary) ............. July 101 
Pearl Assurance, London 

ea ree 


107 
Pennsylvania Mfrs. cqanaity, Phiindelphia 


(Announces Dividend) ............ May 49 
Pennsylvania Mfrs. Fire, Philadelphia 

(Announces Dividend) ............ ay 49 
Pioneer uitable, Lebanon 

(see National Insurance) ......... Nov. 73 



































Preferred Accident Insurance, New York (Refinancing) .....5..5... .++++++-Dee, 68 Texas General Indemnity, Denver 
(Official Staff Changes) .......... June 107 St. Paul Group, St. Paul (Forms New Cas. Subsidiary) ....June 
— _— neu ceacewbe cee sete - ug. = (Mid errr. Aug. 93 Texas Reserve Life, Harlingen : I 
eer rrr re <0 Gee FF Scottish Unio Nation: P yurg rrr rere ( - 

Protessional Business Men’s Denver im ee ee ee ug. 94 ‘Traders & Mechanics, Lowell — 

° (Licensed ) AP ree reer July 102 security Mutual Casualty, Chicago _ 100th Anniversary) ........ June 1% 

si te Insurance, Montreal — (Executive Changes) \............ Nov. 77 Transcontinental Insurance, New York 

CO Ce eer rr Sept. a arine Managers A i 
(Licensed) SEPT LOG Oe eee Nev. 76 Security Taxpayers’ Mutual, New York Unieed Caounity Cedae artes July te 

Protection Mutual Fire, Pittsburgh _ (Official Staff Changes) ..... --.June 108 (To Increase Capital) Oct 
OS eenet July 102 Service Casualty, New York Ini > . ; ale —_ 

Providence Washington, Providence . (Name New Officers) ..........-. Aug. 94 United Federal Life, Austin 
APERPERTE TRGTITOG) oc cccccccccee July 102 (lteceives New Money) .........- Sept. 117 (Recently Licensed) ...... Sept. in 

Provident Life & Accident, Chattanooga Service Fire, New York MEACEMBCE) 2200000 eeeerees. Nov. 3 
(Enters Non-Can. Field) ’.......... Nov. 70 : (Name New Officers) ...... a. OF United States Casualty, New Yor! 

Public Employees Mutual, Seattle South Dakota Mutual, Aberdeen q (New Secretary) . Dey 
(in Coaccss of Bommation) ........ Dec. 62 (Licensed) tts eeteeeees see seeeee Nov. 78 U. 8. Fidelity & ¢ juaranty, ‘Baltimore 

Quebec Automobile Club, Quebec City South Jersey Title, Atlantie City - (Offer Made for Subsidiary’s 
(New Canadian Company) ... June 107 (Adopts New Title) ..............Nov. 78 MATES) .ccccrcvcscccesces «eee eMay & 

Reserve Insurance, Chicago Southwestern Fire & Casualty, Dallas Utilities Mutual Insurance, New York ~ 
(Adopts Monthly Payment Plan) .Aug. 93 (To Begin Operations) ....... .-July 102 (New Vice President) De 
(Examined) .... See (Gener al |. aay .Oct. 126 Washington > sang Fire, St. Louis 

Rhode Island Insurance, Providence Standard Accident, Detroit (Mutuals Merge) Dee, § 
(See National Insurance) .........Aug. 91 (New Director) ............. ...Sept. 117. Wm. Penn Fire, Philadeiphia 
(See National Insurance) ........ Nov. 73 State Farm Mutual, Bloomington (See National Insurance) .. Aug. 9 
(California License) ......... . Dec. 62 (Automobile Rates Reduced) ..... July 102 (See National Insurance) Nov. 7 

Richmond Insurance, New York Stuyvesant Insurance, New York Westchester Fire, New York 
(Richmond Westchester Merger) ..Dec. 62 (Retires from Fire Field) ......... Aug. {4 (See Richmond Insurance) Thee 

Royal-Liverpool Group, New York Switzerland General, Zurich Western Fire, Fort Scott 
(Warner Deceased) ........ ceseees May 49 (Expansion Program) ............ Novy. 78 (Capital Increase) : Ley 

Ruby General Insurance, Delhi Tennessee Farmers, Columbia Western Millers Mutual. Fire, K insas Cit 
CHmtere CORNER) cccicccccccescss Dee. 62 SE: SED icc caccucestauves Oct. 127 (See Washington Mutual) . I 

St. Paul Fire & Marine, St. Paul . — Texas Employers’, Dallas Wisconsin Mutual, Madison 
(Declares Special Dividend) ...... Nov. 77 ER TTT errr Aug. 95 (Liquidation Refunds) ..... --.+.- Aug, & 

FE 

dL St WM © pe Ny LTT M A ( LL oh | ws | } LL . il i] 

WD Ht in ID 
Dnutl ull «lllhath Wud A ARIE 1! 

Accident and Casualty Insurance Co., New York, N. Y. ........ 101 Leonhart and Company, Ine., Baltimore, Md - ‘ , ¥ 

Aldridge Company, James II. Austin, Texas ... i Saale 6S Liverpool and London and Globe Ins. Co., ‘The, New York, N. Y. 

Allstate Insurance Co., Chicago, Ilk ....... ar ee ene 7 Lloyd-Thomas Co., The, Chicago, Tih. ; , ; ‘1 

American Appraisal Co., The, Milwaukee, Wis. .... pesgen 21 London & Lancashire Group, The, New York, N.Y. ; NI 

American Associated Insurance Companies, St. Loucs, Mo. .... 18 Loyalty Group, Newark, N. J. ..... Dp -Inside Back ( 

American Casualty Co., Reading, Pa. .......... jeanne’ 97 Mackubin, Le & Co... Baltimore, Md. scout 

American Fire and Casualty Co., Orlando, Fla. .............. 60 Manning & Sons, T. A.. Dailas, Texas . ; ri 

American Foreign Insurance Association, New York, N. Y. .... O7 Maryland Casualty Co., Baltimore, Md. 

American Home Fire Assurance Co., New York, N. \ peas 7s Marshall & Co., A. W.. Newark, N. J aiclatdi Sala , 

American Insurance Group, Newark, N. J. ere 15 Massachusetts Bonding and Insurance Co. Boston, Mass 7 

American Motorists Insurance Company, Chicago . i : £0 Melling & Bevingtons, Ltd., Montreal, Canada } 

American Re-Insurance Company, New York, N.Y. . , p~ 4 Miami Colonial Hotel, Miami, Florida : 5 

American Reserve Insurance Company, New York, N. ey 4 Micro-Lite Co.. Ine.. New York, N.Y. . Ms 

Anchor Casualty Co., St. Paul, Minn. ............ aa 4 Miss’ssippi Valley Underwriters, Louisvil'e, Ky (is 

Anchor Insurance Co., Providence, R. 1. ...........-. iesata aoa 74 Mosler Safe Company, New York, N.Y. nanan 67 

moe eeee. eee SOem., New Beem, NW. T.. ccccccvcscncccscccsss 14 Moyer Agency, Ine., R. Kirk, New Orleans, La 6s 

Atlantic Mutual Group, New York, N. Y. ......... oboe ktatice National Adjusters, Inc., New York, N. Y. ......... 12 

Bituminous Casualty Corp., Rock Island, Ilk .......... occa, Cae National Union and Birmingham Group, Pittsburgh, Pa 

Bituminous Casualty Corp., Rock Island, Ill ....... ceceeee @ Nelson & Stross, New York, N. ¥. ...... ore tis 

Burroughs Adding Machine Company, Detroit, Mich. ceceee 13 New Amsterdam Casualty Co., Baltimore, Md. ..... 1 

Central Surety and Insurance Corp., Kansas City, Mo. 65 Northwestern Mutual Fire Assn., Seattle, Wash. 10 

Cobb and Company, James O., Durham, N.C. ......... ; 6S Norwich Union Fire Ins, Society, Ltd.. New York, N.Y 2 

Columbia Ribbon & Carbon Mfg. Co., Glen Cove, N. Y tine 12 Ohio Casualty Insurance Co., The, Hamilton, Ohio a 

Conover & Company, Chase, Chicago, Il. ........ e . 48 Ohio Farmers Insurance Co., LeRoy, Ohio ....... ss 

Continental Casualty ye CE, BE secicesenes TH Pacific National Fire Ins. Co., San Francisco, Cal # 

Corroon & Reynolds, Inc., New York, N. Y. ........ 31 Paramount Fire Insurance Co., New York, N. ¥ al 

Corsa & Son, Andrew eh ee, Se ee gets 6S Paull & Son, Inc., Alfred, Wheeling, W. Va. .... ° 

Cravens, Dargan & Company, Oklahoma City, Okla. ...... GS rh American Group, The, New York, N.Y. . = 

Cravens, Dargan & Company, Houston, Texas ...... uate: Se eraser oR pore —— City, Oki: Ne rade : 

Cr e 6Forste New ° 7) ieee oe 2G i Bp Be Buy SATO weer re et t ° 8 

Dale. 2 Geen. end. oe 3 a 13 tage once Insurance Co., The, Washington, D.C. ... - 

Dimling, Henry, Los Angeles, Cal. ..............ccccce cee eueee 64 ‘referred Fire Insurance Co., Topeka, Kansas ....... be 

Dotson Company, H. S., Helena, Mont. ............-. d i ae a Providence Washington Insurance Co., Providence, KR. 1. 4 

Employers Ins. Co. of Alabama, The, Birmingham, Ala. .... ast) Provident Life & Accident Ins. Co., Chattanooga, Tenn r i 

Employers Reinsurance Corp., Kansas .City, Mo. ............ xg Redmond & Shaughriessy, Ltd., Montre ‘ = 

Excess Insurance Co. of America, New York, N. Y. ..... ua 49: Reed, Shaw & McNaught, Montreal, C: 

Excess Underwriters, Inc., New York, N. Y. .............- «ie Reinsurance Underwriters, Ine., San Fra x 

rr ee rr i, CS ick vcccecbesen cases cwesces cee 6S Remington Rand (ABC Division), New York, N. ¥ : 

Fairfield, Ellis and Grant, Ltd., Montreal, Canada ........... 13 Rimmer & Company, Frank, Dallas, Texas . : a 

Fidelity & Guaranty Ins. Corp., Baltimore, Md. ...... Sencae ae toyal-Liverpool Group, New York, N.Y. ...... ; - 

Fire Association Group, Philadelphia, Pa. ................ 2. 2 Royal Typewriter Co., Ine, New York, N. Y. ... 

Firemen’s Insurance Co., Newark, N. J. .......... idee eenan 107 St. Louis Fire & Marine Ins, Co., St. Louis, Mo ) 
x pm - St. Paul Group, St. Paul, Minn. ........... ons . 

First Boston Corp., The, New York, N. Y. Keehn adse ee reese 44 Security Fire Insurance Co.. Des M I N 

“ ~ ’ , , \ Ss i +. s oines, owa 

Foster & Son, J. E., Fort Worth, Texas ............ ; ene 6S Sheridan & Co.. L. J.. Chicago. I tit 
a . , i \ os de Dey cago, eo Seeeeccceresesece ° . 

Freeston, Horace R., Newark, N. J. ............... ee 6s Smith & Corona Typewriters, Inc., L. C., New York, N. Y I 

Fulton Fire Insurance Co., The, New York, N. Y. ........ ; m2 Soundscriber Corp., The, New Heaven Con ; Ii 

General Accident Fire & Life Assce. Corp., Philadelphia, Pa 27 Southgate Company Walter Pallas. Texas w 

General America Companies, Seattle, Wash. ........ cee 17 Spear and Company. Inc San Franciseo. Cal is 

General Reinsurance Group, New York, N. Y. ..Inside Front Cover Standard of Detroit Group, ‘Detroit Mich . 

Globe and Rutgers Fire Ins. Co., New York, N.Y. ..-. pabaits 7s Stewart, Smith & Co., Inc., New York, N. | $ a = 

Gray Manufacturing Co., The, Hartford, Conn. ..... seseee 3 Strand Hotel. Atlantic City, N. J f 

Hampson & Son, Ltd., Robert, Montreal, Canada .... 2 69 ropa . -w os Ste Whee : : . @ 

On, J i 5 < Summers, Joe W., San Antonio, Texas ............. eae * 

Hann Ltd., Francis M., Vancouver, Canada .......... vee 69 Tressel and Associates, Harry S., Chicago, Tl 4 

Hanover lire Insurance ce., rhe, eS a rere Hye Trinity Universal Insurance Co., Dallas. Texas 7 BY 

Hawkeye Casualty Co., Des Moines, Towa nS ee ee Cee Te es 2 I nited Pacific Insurance Co ™ Tacoma, Wash eee 4 

Highway Safety Appliance, St. Paul, Minn. .................. 83 United States Casualty Co., New York, N.Y. . ‘ . . & 

Hobson, Christie & Company, Ltd., Vancouver, Canada ..... 69 United States Fidelity & Guaranty Co., Baltimore, Md. .. 4 

Hoey, Ellison & Frost, Inc., New ay ae ee an nawad 6S Unity Fire Ins. Corp., The, New York, N. Y. .. cc cecesece # 

Hollenden Hotel, Cleveland, Ohio ....... en ih heaves 57 Utilities Insurance Company, St. Louis, Mo. ... wee 

Home Insurance Co., The, New York, N. Y. ....... er ae 35 Van Houten & Sherwood Co., Jersey City, N. J. . el 

Houston Fire and Casualty Ins. Co., Fort Worth, Texas <« Walker & Lippitt, Miami, Florida ................ . ° 

Howard & Co., Ltd., Robert, Montreal, Canada . win 6o Washington Fire & nee Ins. Co., St. Louis, Mo . 

Hunter, Lyon, Ine., Miami, Florida ..... baek a 68 Webster Co., F. S.. Cambridge, Mass. ...... ARES , ° 

Inland Agency, Columbus, Ohio ........... sala ogi Ried Raden Mediate (iS Western Insurance Companies, Fort Scott, Kansas eeeee 4 

Insurance (Co., of N. A., Philadelphia, Pa. ............. jack Covel Western Surety Company, Sioux Falls, S. Do ......-666 : 

Insurance Co., State of Pa., Philadelphia, Pa. re 7s White & Camby. Inc.. New York, N. Y¥. ....... ee eeeeee ° 

Inter-Ocean Reinsurance Co., Cedar Rapids, Towa .............. 41 Willis. Faber & Co., Montreal, Canada ....... a - 

Jones & Proctor Bros., Ltd., Toronto, Canada ................ 9 Wilson & Co., Ltd., A. E., Toronto, Canada ..... 4 

Kelle, Ine., John J., Brooklyn, New York .............. aint iS Wolfe, Corcoran & Linder, New York, N. Y. ... $ 

Kolob Corporation, Salt "7 SE ED nce ewnddevacewuedean 69 Woodward and Fondiller, Inc., New York. ice ae : ‘ 

La Mers Studio, New York, eo, cates kates eee aaah : 34 Woodward, Ryan, Sharp & Davis, New York, N. \ ‘ 


Lauckner, Tne., O. O., hy et See Sas arian ia he 6S Wright Agency, Ine., The, New York, N. Y 
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. Oct. 17 
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July 1¢ 
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FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


ORGANIZED 1855 


THE GIRARD FIRE AND MARINE INSURANCE COMPANY 


ORGANIZED 185 


NATIONAL-—BEN FRANKLIN FIRE INSURANCE COMPANY of Pittsburgh, Pa. 


ORGANIZED 186€ 


THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 


ORGANIZED 1870 


MILWAUKEE MECHANICS’ INSURANCE COMPANY 


ORGANIZED 1852 


ROYAL PLATE GLASS AND GENERAL INSURANCE COMPANY OF CANADA 


ORGAN'ZED 190€ 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


ORGANIZED 1874 


COMMERCIAL CASUALTY INSURANCE COMPANY 


ORGANIZED 1909 


PITTSBURGH UNDERWRITERS KEYSTONE UNDERWRITERS 


LOYALTY GROU 


Home Office: TEN PARK PLACE, NEWARK 1, NEW JERSEY 
Pacific Department: 220 Bush Street, San Francisco 6, Calif. 
Western Department: 120 South La Salle Street, Chicago 3, Ill. 
Southwestern Department: 912 Commerce St., Dallas 2, Tex. 


Foreign Departments: 111 John Street, New York 7, New York 
206 Sansome St., San Francisco 4, Calif. 


Canadian Departments: 465 Bay Street, Toronto 2, Ontario 
535 Homer Street, Vancouver, B. C. 





LSD LA’? LE 


for 1949 enrollment in North America’s 
SCHOOL FOR AGENTS 


SORRY . . . our September 27 class filled up so quickly we had 
to postpone enrollment applications from a number of North 


America Agents. 


BUT .. . another 8-weeks course in Fire, Marine and Casualty 
insurance at the Head Office in Philadelphia will start on 
January 10, 1949, for Agents of any of the North America 


Companies—their associates or employees—men and women. 


NOW ... is the time to enroll for this and subsequent 1949 
Classes. The North America Service Office Manager or Field- 
man in your territory will be glad to give you details of this 


inviting educational opportunity. Remember, tuition is free! 


1949 Schedule __. January 10 


— —__. March 14 
North America’s —— May 23 


School for Agents § _. September 26 


One Agent says: ‘I believe that the two months required for 
completion of this course is worth two years of practical 
training.” Another: “My experience here has set me ahead 
many years in insurance.” 





INSURANCE COMPANY OF 


2), NORTH AMERICA 


oo COMPANIES. AABeck Ujlua 





SURANCE MPANY OF NORTH AMERICA NDEMNITY INSURANCE 
PHILADELPHIA FIRE AND MARINE INSURANCE COMPANY THE ALLIANCE IN 








